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Whitford Supports 
Research Program 
On Market Problems 


Fire Association Vice President 
Tells CPCU Group That Much 
Could Be Accomplished 


SUGGESTS STUDY BY CPCU 


Committee Might Outline Scope of 
Research, Where to Have It 
Done, and Indicate Costs 








The insuring public is the sole reason 
for the existence of the insurance in- 
dustry and hence research, based on the 
point of view of the buyer, will yield 
rich returns for the business, declared 
George V. Whitford, vice president of 
the Fire Association of Philadelphia, 
when speaking before a CPCU Confer- 
ment luncheon this week at Louisville, 
Ky. This gathering was sponsored by 
the Kentucky Chapter of the Society of 
Chartered Property & Casualty Under- 
writers. 

Mr. Whitford took the position that by 
1960, in order to be successful and effec- 
tive, insurance men and women are going 
to have to know more than today about 
the motives, desires, ambitions and val- 
ues of buyers. The relationship which 
insurance will enjoy with tomorrow’s 
buyer will depend largely on the eff- 
ciency and effectiveness of insurance 
marketing functions, he said. 


What Research Program Can Do 


Telling what he believes a program of 

marketing and distribution research can 
do for the property insurance business 
Mr. Whitford cited the following: 

“l, Isolate the significant marketing 
problems. In the pressure of day-to-day 
operations, both agent and company may 
have mistaken impressions of the factors 
which really handicap marketing activi- 
ties; or else have no awareness that 
there are significant marketing problems 
‘built in’ to current operations. 

“In our business, a gain or loss in 
premium volume for a company or agent 
is like an iceberg. Part of it is in plain 
sight, and part of it is hidden. The 
gain or loss you see when you look 
at your total premium volume is not 
simple figure. Instead, it is the net dif- 
ference between the total volume of a 
number of gains put together and a 
number of losses put together. How 
many agencies know, or ‘how many 
many companies know, how many pri- 
vate passenger automobiles they insure 


(Continued on Page 17) 
ise 








ee Page 16 
Brokers & Agents... "20 
Marine Dept. " 24 
Casualty a " 4 
Accident & Health... "a 








nun 


iodical is available through 
the generosity of the 


Baltimore Associ 
Underwriters 


This per! 





Dependability 


ation of Life 





Strength 


Departmental Offices at 


: Chicago and San Francisco 
Hartford 


Service 


New York 





103 Park Avenue 
Founded in 1917 








“One of the Best 


JUVENILE POLICIES 
On the Market” 


That’s the enthusiastic comment we have received 
from Bankers Security agents on our 


JUVENILE ESTATE PLAN 
Endowment at Age 65 





Study These Rates and Benefits: 
Prem. $42.53 per $1,000 at Age 1; 
$1,000 Insurance Thereafter Until Age 21 


$5,000 Insurance—Ages 21-65; $5,000 Cash at Age 65 
(No Increase in Premium) 


Further details and literature gladly furnished. Attractive 
General Agency Openings in your territory. Write 


George Olmstead, President 


BANKERS SECURITY LIFE 
INSURANCE SOCIETY 


New York 17, New York 








N. Y. Department 
Launches Hearings 
On Welfare Plans 


Many Fields Are Represented at 
Proceedings; Superintendent 
Leffert Holz Presides 


INSURANCE OFFICIALS HEARD 


M. S. House, Special Counsel 
for Welfare Fund Inquiry, 
Cutlines Objectives 











Public hearings were launched this 
week by the New York State Insurance 
Dep: irtment to consider recommenda- 
tions in connection with employe wel- 
fare plans in New York in the audi- 
torium of the New York County Lawyers 
Association, 14 Vesey Street. The hear- 
ings were presided over by New York 
Superintendent of Insurance  Leffert 
Holz and conducted by Martin S. 
House, special counsel for the Welfare 
Fund inquiry. 


Many Fields Represented 


Among the persons who appeared or 
presented statements, were leading au- 
thorities in various special fields in- 
cluding insurance company officials, 
economists, actuaries, welfare plan ad- 
ministrators and consultants, represen- 
tatives of employer associations, union 
spokesmen, members of the bar and 
representatives of agents’ and brokers’ 
organizations. 

Insurance Company Officials 

Among insurance company officials 
appearing were William M. Anderson, 
president of the Society of Actuaries 
and president of North American Life 
of Toronto; Gilbert W. Fitzhugh, sec- 
ond vice president, Metropolitan Life; 
Albert Pike, actuary, Life Insurance 
Association of America; Victor A. Lut- 
nicki, second vice president and counsel, 
John Hancock; J. Henry Smith, vice 
president and associate actuary, Equi- 
table Life Assurance Society; Lawrence 
M. Cathles, Jr., assistant vice president, 
Aetna Life; Spencer McCarty of AI- 
bany, managing director of the New 
York State Association of Life Under- 
writers; Mortimer L. Nathanson, repre- 
senting Greater New York Brokers 
Association; Mortimer Denker, vice 
ee Johnson & Higgins, chairman 
of the Group committee of the Brokers 
Association of New York; Ray M. 
Peterson, vice president, Equitable So- 
ciety, and D. N. Warters, executive vice 
president, Bankers Life of Iowa. 

Mr. House, in his opening remarks at 
the hearings, called attention to the 
fact that employe welfare plans now 
effect the lives of 20,000,000 workers in 
this country, who look to their employer- 
sponsored or union-negotiated welfare 
and pension programs to meet the 
hazards of illness, old age and death. 
He also noted that pension fund assets 
were estimated to total $25,000,000,000, 
of which 10% had been accumulated for 
the benefit of residents of New York 
State and their families. 

Nationally, contributions to ail wel- 
fare and pension funds are running at 
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What 
GUARANTEED COST 


means to YOU 


When YOU offer your client a From a wide variety of contracts, 
Travelers Life Insurance Contract, you can select the precise Life con- 
both you and he know tthe total tract which fits your prospect’s 
premium cost—because the cost is requirements. 

guaranteed. The exact premium for 
each year is known in advance and 
during the entire life of the contract. 


Travelers Life Managers and Gen- 
eral Agents are ready to assist you 
with worth-while sales promotional 

Today’s Life prospect is budget- material which helps you place busi- 
minded and definitely wants to know ness that remains in force for years — 
exact costs and benefits. For this to come. Why not investigate the 
reason alone, you can recommend and guaranteed-cost values of Travelers 
sell Travelers Life Contracts, secure Life contracts now? First step, see 
in the knowledge that your client has your nearest Travelers Life Manager 
definite, exact premium costs and or General Agent. Result: a satisfied 
benefits, which do not vary. client. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


The Travelers INSURANCE COMPANY 


Hartford 15, Connecticut 
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New York State Association Holds 
Semi-Annual Meeting In Utica 


Views on Welfare Plans, Unincorporated Business Tax, 
Variable Annuities, Presented; Superintendent 
Holz Addresses Luncheon Meeting 


The New York State Association of 
Life Underwriters held its semi-annual 
meeting recently in Utica, N. Y., where 
the association was chartered in 1919. 
Two of the three original charter me:n- 
bers now living were introduced at the 
juncheon—Fred A. 'G. Merrill, general 
agent emeritus, State Mutual Life, Buf- 
falo and Julian S. Myrick, retired vice 
president, Mutual Life of New York. 

A. Stewart Payne, general agent, Sc- 
curity Mutual, Binghamton, N, Y., and 
president of the State Association, an- 
nounced an almost perfect attendance of 
8 delegates and officers. 

Welfare Plans 


Harold W. Baird, CLU, Northwestern 
Mutual, New York City, vice president 
of the association, presented for delegate 
approval position on legislation to correct 
abuses in welfare plans. “We are di- 
rectly concerned with the proposal put 
forth in some quarters to permit special 
rates for special classes, by eliminating 
the agent’s commission in calculating the 
premium. This suggestion contemplates 
the substit ution of a consultant’s fee for 
an agent’s commission and would thereby 
remove the controls historically found 
necessary for the -framework of the 
insurance statutes and regulations.” This 
statement was sent to Martin S. House, 
special counsel to Governor Harriman, 
who was working on the proab'em of 
recommending additional laws on welfare 
plans. 

The association condemns the practice 
of licensing as agents, union officials, 
close relatives of union officials, attor- 
neys for unions, etc., in order to write 
welfare fund business. The association 
is also opposed to sweeping legislation 
aimed at insurance agents or brokers, 
which they feel could adversely affect 
the innocent without touching the guilty, 
“Legislation attacking the problem 
through the commission system would 
fail to curb abuses in connection with 
fees,” an association spokesman said, “in 
fact it might accentuate them. Such 
legislation would eliminate the possi- 
bility of control now exercisable by the 
Insurance Department. We recommend, 
in lieu of proposals to substitute ‘con- 


sultant’ for agent and ‘fees’ for com- 
missions, that the following be con- 
sidered : 


“(a) More careful scrutiny of appli- 
cations for licenses with particular atten- 
tion to connections which might indicate 
rebating or nepotism. 

“(b) Greater departmental authority to 
inquire into purposes of licenses. 

“(c) Complete disclosure to Insurance 
Department and welfare plan trustees of 


all fees and commissions paid and to 
whom.” 


Unincorporated Business Tax 


Harry K. Gutmann, CLU, Mutual Life 
of New York, New York City, regional 
vice president of the State Association, 
teported the position the association had 
taken with the New York State T>x 
Department on the applicability of this 
tax to the soliciting life insurance agents. 
Mr. Gutmann spoke of the new look the 
ax Department had given the unincor- 
porated business tax. Agents in the 20 
years since the law was enacted who 
have never before been taxed are now 

over 


being assessed 4% of all earnings 
The tax has fallen with unequal 


$5,000 

application on agents doing the same 

ind of work for their particular com- 
The term “no employer-employe 


Pany, 
relationship” appearing in many con- 


tracts is a label rather than substance 
of the relationship between the field 
forces and the major companies. 

Agents with “employe” contracts are 
being taxed and not taxed, and agents 
with no “employer-emp!oye” relationship 
are being taxed and not taxed, depend- 
ing on the examiner who views their 
tax returns. 

The problem is a real one that the 
State Association is asking the Tax Com- 
missioner to resolve. The State Asso- 
ciation’s position is that a fraction of 
the total life insurance licensees have 
a primary or principal company to which 
they give substantially all their business. 
Regardless of phrases in the agents’ 
contracts they should be taxed alike. 
All other income from other companies 
should be subject to the unincorporated 
business tax, Mr. Gutmann said. 

“The State Association submits that a 
natural distinction among life insurance 
agents of all classes can be made on the 
basis of 

“1, The penalty factors under his ‘ca- 
reer’ contract with his first-line company, 


and, 

“2. The deduction of the 2% Social 
Security Tax under his first-line con- 
tract. 

“This double criteria will sharply de- 
marcate all life insurance agents doing 
business in New York State. The Asso- 
ciation feels that both the Tax Depart- 
ment and life insurance agents will bene- 
fit from this distinction. The Association 


does not feel that any life insurance 
agent should be excluded from the unin- 
corporated business tax. It is more fair 
and logical to all to tax a life insurance 
agent for that portion of his income 
which does not come from his first-line 
company. We submit that other taxing 
authorities have had difficulty in defin- 
ing, for various tax purposes, the elusive 
and heterogeneous life insurance ‘busi- 
ness, as witness the special category set 
up for life insurance agents under the 
Social Security Tax. In asking the Tax 
Department to make a similar distinction 
we believe our formula will be fair to all 
life insurance agents, supply a line of 
demarcation which the Tax Department 
can recognize and administer simply 
without subjecting itself to constant in- 
vasion by attorneys and accountants of 
life insurance men throughout the State, 
and, at the same time, derive some in- 
come from that portion of an agent’s 
income which even he will recognize as 
being fair. 

“It will serve to eliminate causes of 
friction among life insurance men, who, 
themselves, are in the best position to 
know the peculiar status of the life in- 
surance agent. It will classify in like 
categories agents who are working under 
like relationships in the life insurance 
business irrespective of company 
ciation or vague contractual statements.” 


asso- 


Holz on Commingling 


The delegates’ attention was called to 
the letter on commingling sent out by 
Commissioner Holz to 70,000 producers 
in New York State, alerting them to this 
law. Despite many previous warnings 
given at State Life Underwriters’ meet- 
ings some life insurance agents persist 
in thinking it does not apply to them. 
Commissioner Holz asked to be heard at 
this point. He said, “This problem of 
commingling has caused me a lot of 
concern. 
familiar 
mingling. 

“In some 


with the law and are com- 


instances commingling had 


Trinity College Gives Fraser Hon. Degree of Doc. of Law 





Photograph by The Hartford Courant 


Left to Right: Hon. Harold R. Medina, Judge, U. S. Circuit Court of Appeals; Gen. 
Carlos P. Romulo, Philippine Ambassador to the U. S.; Peter M. Fraser; Dr. Albert 
C. Jacobs, president, Trinity College. 


chairman of Connec- 
ticut Mutual, who on November 13 was 
awarded the honorary degree of Doctor 
of Laws by Trinity College, Hartford, 
headed the 15-man steering committee 
for the Fall Convocation of the college. 
This Convocation brought to Hartford a 
business men, 


Peter M. Fraser, 


distinguished number of 
educators, statesmen, scientists and lead- 
ers in art and industry. 

In presenting the degree President 
Albert C. Jacobs in his citation said: 

He began his education in our public 
schools but returned for the final stages 
to that land which his name surely be- 
travs as his family’s native land, that 
land not extensive, hardly hospitable to 


the Goddess Ceres, but richest in those 
men who, brave, dour and canny have 
made the Scottish name respected 
throughout the world. 

“Returning to America he entered the 
field of insurance and step by step has 
risen, until now he heads the Connecti- 
cut Mutual Life Insurance Co. 

“He holds many directorships and 
trusteeships. He is on the board of the 
Hartford Hospital and of the Newing- 
ton Home for Crippled Children. 

“But let us not forget that we owe him 
for his great services in heading this 
Convocation a deep debt of gratitude. 
This man, then, of keen business acumen 
and endowed with love of his fellow 
men, I now bring to you—Peter Mac- 
Gregor Fraser.” 


I found some people were not 


reached very substantial proportions. In 
one instance it was so great that it might 
actually have affected the solvency of a 
company to whom a broker had failed 
to make remittances. I then concluded 
it was time to advise every agent and 
broker on the law of commingling and 
once they were advised of it I am going 
to enforce severe penalties—and | am 
not going to mince any words about it. 
I am going to give everyone an oppor- 
tunity to know what the law is, and once 
he knows about it, that is it.” After 
mentioning some of the requirements 


of the law he concluded with these 
words, “Don’t try to figure out any other 
way because you are going to get your- 


self into trouble if you do.” 


Variable Annuity 
CLU, managing 
A ssociat tion, agent 


at Albany, re 
Committee on 


McCarty, 
State 


Spencer L. 
director of the 
for Provident Mutual 
ported for the General 
Variable Annuities. He mentioned the 
developments since the last meeting of 
delegates including the formation of the 
Variable Annuity Life Insurance 
pany of Washington, D. C.. the appoint 
ment of a subcommittee of three insur- 


\ ‘om 


ance commissioners, the pending Vari- 
able Annuity bills in New Jersey and the 
15 meetings of the Joint ALC-LIAA 


Committee to study this problem. This 


activity, he said, indicated the current 
interest in this subject. After outlining 
the nature of Variable Annuities he then 


offered the conclusions of the report 
accepted by the General Conimittee for 
action by the delegates. It was unani 
mously adopted. The conclusions were: 

1. Variable Annuity is no longer a 
theory—it is a reality. 

2. Regulation, control and supervision 
of Variable Annuities belong in the State 
Insurance Department because it is es 
sentially a “life contingencv” where mor 
tality tables must be applied to provide 
lifetime income. It should remain with 
the State Insurance Department regard 
less of who issues the Variable Annuity 
policies. 

3. We advocate built-in 
any proposed legislation 
be offered in order to 
Variable Annuities are 
insurance buying public. 

These conclusions were unanimously 
accepted by the delegates and Mr, Me 
Carty pointed out this does not carry 
with it an endorsement or condemnation 
of the philosophy of Variable Annuities 


safeguards in 
offered or to 
guidance if 
sold to the 


give 
to be 


Luncheon Meeting 


The State Association recessed their 
delegate meeting for the luncheon ar 
ranged by the host—Utica Lite Under 
writers Association. Commissioner Leffert 


Holz was the speaker. He said. “I was 
interested in attending your sessions this 
morning and hearing you discuss the 
problem of Savings B <7 Life Insurance 
The prob'em of SBLI is nothine vou 
need be concerned about. As 1 under 
stand it, SBLI was originally intended 
and still is intended for that very small 
group of people who feel they want to 
buy insurance through a source other 


than an agent because of the fact they 
have taken such small amounts of insur 
ance on their lives. I am satisfied that 
the agency system in the insurance field 
whether it be life insurance, fire inst 
ance or casualty insurance, is here to 
stay. I am satisfied the agency system 
renders a valuable service to the people 
whom it serves and you need have n> 
fear of it being destroyed. As a 
of fact, the tremendous impact of the 
life insurance business in America is 
directly attributable to men and women 
like yourselves.” 

Mr. Holz then spoke about the present 
insurance in force of $325 billion amount 
ing to about one year’s gross national 
income, and no sound person recom 
mends only one year’s insurance protec 
tion. It should be nearer three or four 
years’ earnings. 

He also touched upon the subject of 
misstatement of age in life insurance 
applications and said while it was a 
small percentage of the total outst: nding 
policies and did not justify spending the 

(Continued on Page 12) 
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Salinger Endorsed 
For NALU Trustee 


HEADS SALINGER-WAYNE AGCY. 





Prominent New Yorker Has Headed 
New York City and State Life 


Underwriters Associations 





3enjamin D. Salinger, CLU, has been 
endorsed as a candidate for trustee of 
National Association of Life Under- 
writers, it was jointly announced this 
week by Life Underwriters Association 
of the City of New York, and New 
York State Association of Life Under- 


Fabian Bachrach 


SALINGER 


BENJAMIN D. 


writers. In addition to the endorsement 
by the two life underwriters associa- 
tions, Mr. Salinger has been also en- 
dorsed by the Life Managers Association 
of Greater New York. 

Mr. Salinger, who has been in the 
life insurance business since 1930 as an 
agent, supervisor and general agent, has 
served as president of New York City 
Life Underwriters Association, the New 
York State Life Underwriters Associa- 
tion and of New York City Chapter of 
Chartered Life Underwriters. He also 
is currently serving as chairman of the 
NALU committee on relations with Na- 
tional Association of Investment Com- 
panies. 

He is a member of the Life Super- 
visors Association, the Midtown Mana- 
gers Association and a director of Life 
Managers Association, all of New York 
City. He also holds membership in the 
Columbia University Club. Mr. Salinger 
has served on the executive committee 
of the Life Insurance Division of the 
lederation of Jewish Philanthropies and 
the United Jewish Appeal, both of which 
he has served as chairman. Co-general 
agent in New York City since 1940 for 
Mutual Benefit Life, the Salinger-Wayne 
agency has received the company’s high- 
est awards, the President’s Trophy for 
best all-round agency performance, and 
the New Organization Award for out- 
standing development and ‘training of 
new agents. He is a director of the 
Mutual Benefit General Agents Asso- 
ciation. 

Born in Philadelphia, he was edu- 
cated in England, Philadelphia and New 
York City where he attended Columbia 
University. He received his Chartered 
Life Underwriter designation in 1933. 


Hear J. E. Boettner 


Joseph E. Boettner, CLU, vice presi- 
dent of the Philadelphia Life, was the 
featured speaker at the Lehigh Valley 
Conference of General Agents and 
Managers at Bethlehem, Pa., recently. 
The talk, based on the theme of, “Know 
Yourself,” dealt with the importance and 
scope of the job of the general agent. 





Discuss Small Cos.’ Viewpoint 
On Federal Income Tax Bill 


Executive committeemen of National 
Association of Life Companies were 
guests of Arkansas member companies 
in a Little Rock Conference November 
12. General Counsel Devereux F. Mc- 
Clatchey reported upon the brief filed 
with the National Association of Insur- 
ance Commissioners opposing a measure 
sponsored by an agents’ group which 
would prohibit special policies and vari- 
able contracts in a number of States. 

The special committee studying the 
pending Federal income tax bill dis- 
closed that its preliminary study showed 
heavy increases upon smaller companies 
“as well as some objectional technical 
features.” The committee’s final report 
is delayed pending a joint conference 
with other industry associations request- 
ed by ALC-LIAA joint tax committee. 
NALC will present smaller companies 
viewpoint at hearings before Senate 
Finance Committee, probably in January. 
NALC says H.R. 7201 offers several im- 
provements in handling of Federal in- 
come tax matters, but the deduction 
pattern and some other provisions, 
“probably require readjustment to pro- 
tect smaller companies.” 


N. Y. Legislative Annual Out 


The New York Legislative Service, 
Inc. has brought out its New York 
State Legislative Annual for 1955, tenth 
of the series, containing the supporting 
or explanatory memoranda of the public 
or private agencies responsible for the 
preparation of legislation enacted or re- 
questing its introduction. The Annual’s 
intent, as stated by its editorial board 
under A. Fairfield Dana, for the past 
few years chairman of the Committee on 
State Legislation of the Association of 
the Bar of the City of New York, 
is “to collect and record in perma- 
nent form all primary source material 
on New York State legislation, including 
messages and other memoranda of the 
Governor and also the memoranda, re- 
leases or other legislative documents 
filed by the agencies or individuals ini- 
tiating and recommending legislation, in 
support of and explaining their propo- 
sals.” 

The chapter on insurance legislation 
covers more than 30 pages. The volume 
of about 500 pages may be obtained from 
the New York Legislative Service, Inc., 
305 Broadway, New York 7, N. Y. The 
price being $10. 
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Which way 





General Agent G. Harold Moore, C.L.U., Director of the Pittsburgh Training Center 


Probably every successful underwriter some time in his career is 
faced with the problem of whether he should continue in personal 
selling or try his hand in agency management. To help our qualified 
representatives decide for themselves which way is best, State Mutual 
has established a unique Management Training and Market Develop- 


After completing concentrated on-the-job instruction in recruiting, 
supervising and management, those men with proven administrative 
potentials are assured of early opportunities to head their own 
agencies. Others, realizing that their talents and/or temperaments 
are not suited for management work, return to personal production 
more convinced than ever before of the importance and unlimited 


This program with a purpose enables an underwriter to pretty 
much discover for himself which way is best—for him. 


STATE:-MUTWAL:LIFE 


OF WORCESTER. ey 


RoBERT H. DENNY, Vice-President 














W. A. Neville Advanced by 
Great-West Life, Winnipeg 
































W. A. NEVILLE 






Winnipeg—W. A. Neville, formerly ad. 
vertising manager, has been appointej 
assistant secretary of Great-West Life 
it has been announced by D. E., Ki. 
gour, general manager. Mr. Neville wi 
assume broader responsibilities in th 
field of public, policyholder, and staf 
relations, while continuing to direct th 
company’s advertising and publicity, 

Mr. Neville joined the Great-West Lif 
in 1947 and was appointed advertisin; 
manager the same year. He had extenf 
sive advertising and editorial experiench 
as well as five years of service in th} 
Canadian Army, before joining the comp 
pany. He is a graduate of Queeilfi 
University. 

He has been active in the work of thi 
Life Advertisers Association and is cur 
rently a member of the Association's ex} 
ecutive committee. He is immediate pay 
chairman of the Advertisers Section 0 
the Canadian Life Insurance Offices 
Association. 

















































Guardian Sets New Recordi 

During its annual October campaig 
honoring President James A McLaif 
the field force of Guardian Life su) 
mitted more than $27,700,000 in life in 
surance. In addition, over $138,000 wa 
submitted in new annual A. &H. pre 
miums. Both of these figures are recoti 
for The Guardian during any one mont 
in its 95-year history. 

Agency competition in this President 
Campaign is based on the percentage! 
quota achieved. In life insurance, t 
E. P. Brooks agency of Toledo mo! 
than quadrupled its quota to finish ! 
first place; the Don Campbell agency | 
San Diego finished second, with 1 
Douglas L. Duckham agency of S: 
Jose in third place. 

In A.&H. submitted business, " 
Charles P. Houseman agency of Los At 
geles took first place by a wide margi 
The Stanley B. Brooks agency of S@ 
Francisco was second, and the San Jo 
agency again was third. ' 

In total submitted life volume ™ 
Spaulder, Warshall and Schnur agent 
in New York City topped all other / 
agencies with the San Diego agency ™ 
ishing second. In actual A. &H. pt 
miums, Los Angeles took top honos 
with second place going to Spaulik 
Warshall and Schnur. 

Fieldman who took individual hone! 
during McLain Month are L. W. Wast* 
heim of New York Samons-Press ! 
life volume; E. I. Taylor of Wheeling.’ 
total lives; J. J. Sobol of the ke 
agency in Newark, for A. & H. prem 
and J. H. Lewis of Denver for A& 
apps. 
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Welfare Plans Hearing 


(Continued from Page 1) 


an estimated $5 billion a year, of which 
$3 billion are for pensions. “Pioneering 
with new social and economic pro- 
rams,” Mr. House continued, “inevita- 
bly brings novel problems. In this re- 
spect, employe benefit plans have been 
no exception. The lack of traditional 
practices and precedents has given free 
play for innovation, This has brought 
forth much that is good. However, in 
the absence of controls, both public and 
private, there have sometimes been un- 
salutary consequences. 

“Lack of ‘know-how’ and of acceptable 
criteria for welfare fund operations 
have sometimes resulted in a waste of 
funds intended for the benefit of em- 
ployes. In some instances, the accumu- 
lation of large amounts of money under 
loose custodianship and control has 
offered an open invitation to unscrupu- 
lous individuals to divert, for their own 
personal use, moneys contributed for 
the benefit of beneficiaries of welfare 
plans.” 

Questions Raised 


Some of the questions that have been 
raised and which will undoubtedly come 
up again, Mr. House said, concern the 
types of welfare and pension plans that 
should be brought within the scope of 
regulation, to what extent should the 
regulatory agency concern itself with the 
internal operations, should the insurance 
law be amended to allow jointly-admin- 
istered plans to self-administer their 
benefits, should such self-administered 
plans be left entirely free to conduct 
their affairs without the guiding or 
restraining influence of a_ regulatory 
body, should the state attempt to con- 
trol salaries or fees paid to fund admin- 
istrators, or to limit the amount of fund 
moneys spent for administration, should 
the state examine the character of per- 
sons who act as trustees or executives 
of welfare funds, should the state act 
to forbid relationships which might be 
compromising between trustees and ad- 
ministrators of funds and those with 
whom they do business, should any at- 
tempt be made by a regulatory body to 
assure that contributions paid into pen- 
sion funds are sufficient to meet current 
and expected benefit costs, on the basis 
of sound actuarial assumptions. 

Mr. House pointed out that the 
primary objective of the hearing is to 
aid in the development of a legislative 
program. Also the hearing should 
help shape appropriate guides and 
standards which welfare fund adminis- 
trators should impose upon themselves 
and without which even the best of 
regulations would be seriously hampered. 


Companies Urge Fund Regulation 


_ Joint trusteed union welfare funds are 
in fact doing an insurance business and, 
to the extent that they are so engaged, 
should be regulated as insurance, spokes- 
men for the life insurance business 
urged at the public hearings on union 
welfare funds. A statement was filed 
jointly by American Life Convention 
and Life Insurance Association of 
America, two associations whose com- 
bined membership represents 98% of the 
life insurance in force in New York 
State. Presenting the companies’ posi- 
tion as drawn up by the Committee on 
Union Welfare Plans, Gilbert W. Fitz- 
hugh, committee chairman, cited the 
parallel characteristics of the operations 
ot union welfare funds and insurance 
plans, 

“The different ways of providing what 
are economically the same benefits 
should not be subject to different ground 
tules under the law,” the statement said. 
If a regulatory provision is needed in 
one instance, it will be needed in the 
other and vice versa. The obvious and 
direct way to impose uniformly parallel 
requirements is to acknowledge and 
make clear that joint trusteed union wel- 
fare funds are actually doing an insur- 
ance business and are therefore subject 
to the insurance laws. We believe that 
it anyone feels there is room for doubt 
under the language of the present law, 





the law should be amended to make it 
crystal clear that these funds are actu- 
ally doing an insurance business.” 

Mr. Fitzhugh pointed out that few 
persons today will quarrel with the as- 
sertion that regulation of insurance is 
in the public interest. He stated that 
there is no reason why employes cov- 
ered under a union welfare fund should 
not have the protection of a conversion 
privilege for life insurance coverage in 
the event they terminate their member- 
ship. Without such a privilege, a fund 
member may, upon lay-off or termina- 
tion of employment, suddenly find that 
he no longer has the insurance. Group 
life insurance policies are presently re- 
quired to include such a provision. In 
addition, the law requires Group certifi- 
cates to be provided the individual em- 
ploye, and employes covered under 
union welfare funds should have the 
same advantage of full knowledge of 
their benefits. 


It was made clear that the life insur- 
ance companies do not seek to have 
regulated as insurance any phase of 
union welfare fund activities excepting 
those which are tantamount to insur- 
ance, the statement saying that “we 
distinguish between the insurance and 
non-insurance phases of a union welfare 
fund’s activities and the residual func- 
tions should properly be held to be out- 
side the scope of doing an insurance 
business. They may and probably do 
need to be regulated in the interests of 
the beneficiaries, but they do not need 
to be regulated under the guise of con- 
stituting an insurance operation.” 

Other points made in the life com- 
panies’ statement included the sugges- 
tion that employes and their benefici- 
aries need a ready place, such as the 
Insurance Department, to turn to in the 
event of misunderstanding or dispute; 
and that regulation of the union welfare 
funds without their being constituted in- 
surance would cause New York State to 
lose substantial premium tax revenues. 

Financial experts, A. A. Berle, Jr., for- 
mer assistant secretary of State and 
Beardsley Ruml, former chairman of R. 
H. Macy & Co., agreed that welfare 
plans were creating “a new feudalism” 
that made it inadvisable for men to leave 
their jobs or get new jobs after the 
age of 45. 

Mr. Berle feels that the State of New 
York falls heir to the bulk of this prob- 
lem because “many, if not most. of the 
great financial institutions which ad- 
minister employes’ funds are within its 
jurisdiction. It is frequently said. and 
with reason, that the task is really a 
Federal problem. Perhaps so, but the 
Federal Government has not acted—ex- 
cept as the United States Treasury De- 
partment through its Bureau of Internal 
Revenue certified to tax exemption of 
these funds until the Coneress elects to 
occunpv the field, responsibility must call 
on the states, and particularly on the 
State of New York. 

‘Tt is true, as financial institutions 
maintain, that this entire husiness can 
leave the State of New York and go 
elsewhere seeking a state which is not 
concerned with the problem. T do not 
think that the great financial institn- 
tions would gain bv doine this) The 
problem is on top of us and if all em- 
nloves’ funds were removed from New 
York to New Jersev or New Hampshire 
or Nevada, the problem would go right 
along with them. The problems outlined 
are as much concern of the comnanies. 
the banks and the insurance institutions 
as they are of the nublic and of the 
State authorities. Absent action hv the 
Federal Government, thev are much het- 
ter solved in New York where these 
problems are understood. than in states 
which have less exnerience in dealing 
with these questions.” 

In a letter read -t+ the hearing. Mr. 
Ruml declared that “the American econ- 
omv is transforming itself into a new 
feudalism with individuals heine locked 
into employment in companies in which 
thev have accumulated substantial pen- 
sion rights.” Also, Mr. Ruml feels. that 
companies were unable to emnlov desir- 
able personnel over a certain age “he- 
cause of the impossibility of accumulat- 
ing pension provisions.” 





Ray Johnson Leaves Hospital 

Raymond C. Johnson, vice president 
in charge of agency administration, New 
York Life, has returned to his home 
from New York Hospital where he went 
after an accident in which he broke his 
ankle. Mr. Johnson, who had been at- 
tending the Life Insurance Agency 
Management Association convention in 
Chicago, took a taxi at LaGuardia Field, 
and while riding along East River Drive, 
the cab crashed into an abutment and 
Mr. Johnson was injured. 





New Underwriters Manual 


By Provident Mutual Life 


Provident Mutual has announced that 
a new Underwriters Manual is being 
distributed throughout its agency  or- 
ganization. Issue of the new rate book 
will be in two parts. A pocket-size 
Abridged Manual will be distributed this 
week to be used for quick reference as 
a supplement to an 8%” by 11” complete 
edition planned for completion early 
next year. 

Actuary Charles E. West pointed out 
that in preparing the manuals careful 
consideration was given towards gearing 
them with the agent training program 
now in development. New information 
calculated to be of greater help for the 
agent has been added and to this end 
the company worked closely with a com- 
mittee from its General Agents and 
Managers Association. Mr. West indi- 
cated that with the completion of this 
task the company has advanced one 
more step along the planned program 
of expansion and service announced by 
Provident Mutual President T. A. Brad- 
shaw at this time last year. 


Equitable Society’s Dividends 

Equitable Society has announced adop- 
tion of a new dividend scale which in 
general represents a liberalization over 
the 1955 scale. It will distribute about 
4% more in aggregate dividends under 
Ordinary insurance policies in 1956 than 
if the 1955 


scale were continued. The 
liberalization is greatest under perma- 
nent insurance plans in the general 


issue age range over 40 with relatively 
little change in the average dividend 
under current issues at the younger 
ages and under term plans. Termination 
dividends are also increased. 


A. F. Kelly Eastern U. S. 
Group Manager Canada Life 


Canada Life has appointed Alfred F. 
Kelly manager of Group sales for the 
eastern United States. Mr. Kelly is a 
native of New York and a graduate of 
Fordham University where he majored 
in economics. After serving as an Army 
officer he entered the Group insurance 


field in New York. 





JOINS OCCIDENTAL LIFE 

Edgar G. Sirles, former agent for 
Equitable Life in Chicago, has been 
named assistant manager of Occidental 
Life of California’s Chicago branch 
office. Before joining Equitable the first 
of this year, Mr. Sirles for six years 
was manager of the Radio Flash corpo- 
ration in Chicago. 


Manchester General Agent 
Edward C. Beck has been appointed 
general agent for Occidental Life of 
California in Manchester, N. H., in 
charge of the company’s first general 
agency in the state. Beck joins Occiden- 
tal following nine years as an agent 
with State Mutual Life, earning the Na- 
tional Quality Award for the past five 
vears. He is a past president of the 
Manchester Life Underwriters Associa 
tion and served two years as chairman 
of its LUTC committee. 





Hogg Equitable Director; 
R. D. Kernan Treasurer 





Fabian Bachrach 


ROBERT L. HOGG 


Robert L. 
and advisory counsel of 


Hogg, senior vice president 
Equitable So 
ciety, has been named a director. At 
the Richard D. 
some years assistant treasurer, was ap 
January 1 


same time Kernan, for 


pointed treasurer effective 


when Meredith C. Laffey will retire. 
Before joining Equitable Society last 

year Mr. Hogg had been since 1944 

manager and general counsel of Ameri 


can Life Convention and previously was 
general counsel of Life Insurance Asso- 
ciation. He has long been identified with 
the Washington scene and with Federal 
legislation. 


New Regulations Issued 
For Sales to GI’s Abroad 


that the 
issued 


Dispatches from Paris 
Us > 


new regulations imposed on life insur 


say 


European Command has 


ance companies doing business with 
American service people in Europe. New 
regulations are result of changes in 
Germany with occupation officially ended. 
One condition follows: 

“Insurance agents will be required to 
receive written permission from the 
commander of the military installation 
and a written request from the pros- 
pective service customer prior to making 
contact.” 


IS aS 


Philadelphia Branch Office 
Of Colonial Life Moves 


The Philadelphia branch office of 
Colonial Life of America has moved to 
larger and more modern offices in the 
new City Line Center shopping area at 
7708 City Line Avenue, Philadelphia. 
The Colonial Life will occupy offices on 
the second floor in the new quarters 
Formerly, the office was located in the 
Fidelity Philadelphia Trust Co. Build 
ing. 

The new quarters embody the latest 
in building construction and are com- 
pletely air-conditioned. The interior is 
furnished and equipped with complete 
and modern office appliances. 

Following the trend of many Phila 
delphia companies, the move to the City 
Line Center will give the company an 
opportunity to provide increased service 
to its policyholders and clients. David 
Abrams is manager of the Philadelphia 
branch office and his staff includes two 
cashiers, two field managers and ten 
representatives. 
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Franklin Life Agents Top $22 Million 
In One Day in Tribute to C. E. Becker 


Dpeimgy al Me es 
Vie gina 





Chas. E. Becker (left) Studies “Capacity Effort Barrage” Production Scores with 
his son, Chas. E. Becker, Jr. 


Franklin Life’s sales representatives 


icross the nation exceeded their best 
previous efforts in producing over $22,- 
(00,000. of 
Monday, 


outcome of a 


business in one day on 
This 
effort 
drive in tribute to President Charles E. 


new 
November 14. 


“capacity 


was the 


barrage” 


Becker on his birthday. 

The goal for the day was high, the 
objective being to equal the $18,258,982 
Franklin 
entire year of 1939, the year 


in new sales produced by the 
during the 
before Mr. 
of the company. 

The day opened with 6 a.m. agency 
kick-off breakfasts, and ended with mid- 
night “Victory Snacks.” General agen- 
cies reported immediately to division of- 
fices, and division reports were relayed 
by telephone to Mr. Becker at the home 
office in Springfield, Hl. Individual pro- 
ducers won calls to report direct to Mr. 
Becker through the attainment of prede- 
termined quotas for the day. Shortly 
after 11 p.m. reports began to flood in 
from Philadelphia, Pittsburgh, Florida 
end other points with Eastern Standard 
Time. Two operators manned the Frank- 
lin Life switchboard from late evening 


Becker assumed leadership 


until 3:30 a.m. with the help of extra 
operators provided at the Illinois Bell 
Telephone office. 

For six hours Mr. Becker talked by 


‘phone to hundreds of Franklin repre- 
sentatives throughout the country. When 
finally came from far western 
centers around 3 a.m., the goal had been 


calls 


reached and far exceeded. By morning 
the total had exceeded $22 million, with 
many individual areas still to be heard 
from 

It is estimated that the final figure 


MADE ASSISTANT SECRETARY 
I. Virgil Cottle, Jr., has been named 
secretary in the underwriting 
department of Republic National Life. 
Mr. Cottle with Retail Credit 
Company 11 years before entering the 
life insurance business in 1948. A grad 
uate of Baylor University, he is past 
president of the Texas Home Office Life 
Underwriters Association and now serves 
on the organization’s executive commit- 
tee. 


assistant 


was 


will mount to $25,000,000. It is antici- 
pated that the Franklin Life will attain 
the $2 billion mark as to insurance in 
force prior to the end of November. 





EMPIRE CAN FURNISH YOU-- 


the tools to do a completely efficient job for your clients. For 
example — EMPIRE’S NEW LOW RATE MORTGAGE 
CANCELLATION POLICY — guarantees a family’s stay 
in their home, while the mortgage moves out! 

If you are considering a General Agency, and are interested 
in territory in New York, Ohio or Virginia, write to: 


MORGAN O. DOOLITTLE, 
President 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 








Pacific Mutual Appoints 
E. S. Smith Agcy. Secretary 


Appointment of E. Stanley Smith as 
agency secretary of Pacific Mutual Life 
has been announced by Fred S. Sibley, 
vice president. The new appointee suc- 
ceeds Jens Smith, who is retiring from 
full-time activity after more than 45 
years in Pacific Mutual agency work. 

E. Stanley Smith went to Pacific Mu- 
tual in 1931, serving in various home 
office departments until 1937, when he 
was assigned to the’company’s railroad 
department, becoming its western mana- 
ger in 1944. When Pacific Mutual con- 
solidated its railroad department admin- 
istration in Chicago in 1951, Mr. Smith 
remained at the Los Angeles 
office, transferring to the agency depart- 
ment. 





If. “Maddin were a~ 


fi underwriter, could 


he wis 


2 for M ORE! 


A fast growing, progressive company. 
A definite plan for advancement. 


A new and modern contract. 


A liberal financing plan. 
A bonus of $1.50 per thousand on paid 
business for NQA winners. 


A bonus of $550.00 for receiving 
C. L. U. designation. 


Write: G. Frank Clement, 





INSURANCE COMPANY 


Roanoke 10, Virginia 


Paul C. Buford, President 








OR 





DOUGLAS S. FELT, 
Director of Agencies 














home , 





Made Group Sales Manager 


For Columbian National 





ERIC C. NISSEN 


Julian D. Anthony, president, Colum- 
bian National Life, Boston, has an- 
nounced the appointment of Eric C. 
Nissen as Group sales manager. Mr. 
Nissen will be in charge of the entire 
new sales organization of the company’s 
Group department. 

For two and one-half years Mr. Nissen 
has been regional Group manager of 
Columbian National’s Chicago office. He 
has had Group sales experience in the 
field for 28 years. His new position 
will bring him to the home office. He 
returns to Boston, his birthplace, where 
he attended Roxbury Latin and Boston 
Latin Schools and Boston University. 





Colonial Life Gives Friendly 
Welcome to H. O. Visitors 


Every visitor to the home office of the 
Colonial Life in East Orange, N. J. 1s 
presented with a two-colored folder con- 
taining a friendly welcome and giving 
helpful information about the company, 
its officers, service departments and 
Colonial’s plans and services. It is titled 
“We appreciate your calling at Colo- 
nial Life...” , 

The introductory copy reads: “Wel- 
come. Whatever your mission, our meet- 
ing will bring two people together— 
and that is important. So, it’s nice to se€ 
you we'll try to make your call 

° ” 
pleasant and worthwhile .. . 
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The passing of “the medicine show’”’ 





...a hopeful message about ARTHRITIS 


> 


Some of us can remember the colorful “medicine show’ 
of yesteryear . . . and the persuasive, but deceptive, ora- 
tory of the self-styled “doctor.” The remedies he offered 
were fantastic, especially his “sure cure” for arthritis... or 
rheumatism as it was always called in those bygone days. 


Fortunately, the old-fashioned “medicine man” and 
his “sure cures” are on the way out. This is because 
nearly all of us now know the folly of relying on any 
treatment for arthritis not authoritatively approved. 


This enlightened attitude is all to the good. For ar- 
thritis, if it is to be successfully controlled, must be 
precisely diagnosed and treated according to the needs 
of each individual patient. 


Even though there are as yet no specific cures, much 
can be done for the more than five million people in our 
country whose cases have been diagnosed as arthritis, 
in one of its many forms. 

For example, osteoarthritis, the type associated with 
aging, usually responds well to treatment based on rest, 
weight control, mild exercise and avoidance of both men- 


tal and physical factors that may aggravate the disease. 


Another common type of arthritis . . . rheumatoid 
arthritis . . . is a more serious disease because it involves 
not only the joints, but the entire body. Moreover, it is 
not associated solely with old age. Rather it affects 
people of all ages, most frequently young persons and 
adults in their prime. 


Fortunately, hormones and other medications have 
brought great benefits to many who have this type of 
arthritis. It is not yet known, however, how permanent 
the effects of these treatments will be. 

The greatest good to be derived from any method of 
therapy for any type of arthritis depends not upon the 
doctor alone, but upon the patient as well. It is of the 
greatest importance for the patient to cooperate fully 
with the doctor, especially in regard to continuing treat- 
ment for as long as it may be required. 

When rheumatoid arthritis is recognized early and 
treated adequately, well over 50 percent of those who have 
this condition can be helped and spared serious disability. 








COPYRIGHT 1955— METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Mapison AVENUE, NEw York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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Takes Heat Out of 
Variable Annuities 


L. DAWSON’S CALM APPRAISAL 





Mutual Life President Would Permit 
Issue With Safeguards; Public Ulti- 
mately Decide Value 





In a statement issued this week to 
the company’s agency managers, 
W. Dawson, president of Mutual Life of 
New York, made a comprehensive and 
calm appraisal of the pros and cons of 
came up with 


Louis 


variable annuities and 
these 


1. There is a growing public recogni- 


conclusions: 


tion of the fact that a reasonable 


amount of equity investments has a 
sound place in most investment pro- 
grams. Hence, there is a growing pub- 


method that will 
invest- 


lic demand for some 
benefits of equity 
annuity principle. 
the possible advantages 
of the variable annuity, both to the 
public and the life insurance business, 
outweigh the possible disadvantages and 
risks, if proper safeguards and limita- 
tions are provided by statute. 

3. Because of their conservative ap- 
proach to investment questions, life 
companies are likely to do the job of 
selling variable annuities more soundly 
than other organizations might. 


Draft Model Bill 


4. The life companies should apply all 
their knowledge and wisdom to the crea- 
tion of a sound model bill, containing 
all the restrictions, qualifications and 
limitations that may be needed to sur- 
round variable annuities with proper 
safeguards, A bill developed under the 
auspices of the several life insurance as- 
sociations could be transmitted to all 
State Insurance Commissioners. Then, 
in any state where the question of vari- 
able annuities comes under serious con 
sideration, the industry will be providing 
its best thinking for the guidance of 
legislators. 

5. Like every other business, life in- 
surance has a public duty to improve its 
products and services in every possible 
way, and to conduct reasonable exneri 
ments with that end in view. ... How- 
ever, there is no need for the whole life 
insurance indus stry to plunge headlong 
into variable annuities on a_ national 
basis. The question can be worked cut 
by gradual development, on an experi- 
mental basis. Certain life companies 
that are interested might organize their 
own equity funds and begin to offer 
variable annuities. Independent variable 
annuity companies might be organized, 
whose product might be offered by in- 
dividual life insurance agents represent- 
ing various companies. Thus, experience 
can be accumulated without committing 
the entire industry at the outset. 

6. In the final analysis, the American 
public will decide the life or death of 
the variable annuity. No policyholder 
or beneficiary will be subjected to any 
risk he doesn’t want. No one has to buy 
variable annuities even if they are of- 
fered. If the variable annuity fills a 
real need and is soundly conceived, it 
will continue to develop. If ‘it fills no 
great need and is not soundly conceived, 
it will soon disappear from the scene. 
If the life companies will help to guide 
the fiovement soundly, test it fairly and 
let nature take its course, the right 
answer will be found. 

Mr. Dawson, in his statement, de- 
clared that the “controversy over vari 
able annuities has now reached a point 
at which it is running into extreme argu 


combine the 
ment with the 
2. On balance, 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











NEW COMPANY IN GEORGIA 





American Family Life Forming in Co- 
lumbus With John B. Amos as Pres. 
Will Start About Feb. 1, 1956 

A new life company is forming in Co- 
lumbus, Ga., called the American Family 
Life Insurance Co. which will be headed 
by John B. Amos, vice president of the 
Presidential Insurance Co. of Jackson- 
ville, Fla. 
received by Mr. Amos, November 16, 
and he expects to start writing business 
about February 1, 1956. Both life and 
A. & H. lines will be written. Author- 
ized capitalization of American Family 
Life is $2,000,000. 

Mr. Amos has announced that Charles 
Hix, who is now vice president of Stand- 
ard Life of the South, is joining the 
company as executive vice president. 





ments on both sides.” He said that 
“differences of opinion and debate are 
healthy, and should lead to sound con- 
clusions. But, understandably, emotion 
sometimes tends to creep in; and argu- 
ments are likely to become exaggerated 
when feelings are strong.” 

His 4,000-word statement to MONY’s 
agency mane agers reviews and answers 
the extreme arguments. Then he pre- 
sents five major arguments for and 
against. And from all of these consid- 
erations he draws his conclusions. 


Charter for the company was. 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





Mutual’s New CLU Program 


Mutual Life of New York has an- 
nounced an expansion of its CLU pro- 
gram. Under the new program, the 
company will assume one-half the cost 
of required books and of tuition fees for 
study courses, in addition to its present 
practice of reimbursing CLU candidates 
for registration and examination fees. 
Mutual of New York will continue its 
policy of presenting the CLU key to its 
underwriters who earn the designation. 

In announcing the new program, Stan- 


ton G. Hale, vice president for sales, 
described it as another step in MONY’s 
continuing moves to advance its field 
underwriters. 














(MEW A &H SALES MAKER! 





BERKSHIRE’S NON-CAN © 










‘ 4 
Total Disability—benefit / / 
periods of 12-24-60-120/ / 
months or lifetime, / 
Partial Disability j 
(optional)—one-half the | 
monthly indemnity \ 
following total disability \ 
up to 6 months. \. 
Elimination Periods \ 
optional. 








SPECIAL 
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PITTSFIELD, MASS. 


Offering a wide market— 
7 occupational classes 
but only 3: premium ~ 
. classes—and these Th 

Neal jitim otractive benefits: 
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periods of 12-24-60-120 
months. Elimination 
Periods: 7-14-30-60-90 
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\ Total Disability—beneft 
j 


hag Non-cancellable ‘and guaranteed renewable to Age 65 
_ Incontestable after.2-years © House confinement 

never. required ® Waiver of premium after 90 days 
“e al need ®@-Non- ——— o 


prospecting ae, more 
effective, Berkshire has 
created the “SALES SIGHT 
SCORE KIT”—the most 
complete aid ever produced 
for the sale of Non-Can 
and Commercial A & H. 











“Where Business is Appreciated” | 
CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 
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Broo 
TRiangle 35-7362 


32 Court Street klyn 2, N.Y. 














Person, Wright Made Supts, 
At Travelers Home Office 


The appointments of two superin. 
tendents in the comptrollier’s department 
have been announced by J. Doyle De. 
Witt, president of the Travelers. 

They are: E. Herbert Person, superin. 
tendent, tax, banking and insurance di. 
vision, and Kenneth Wright, superin. 
tendent, payroll division. 


Mr. Person began his insurance career 
with the Travelers in September, 1925, in 
what was then the agency department 
and is now the agency secretary’s de- 
partment. In June, 1950, he joined the 
comptroller’s department and in Novem- 
ber, 1952, he was named licensed tax 
and qualification assistant. He was ap- 
pointed administrative assistant in Feb. 
ruary of this year. 

Mr. Person, a native of Meriden, 
Conn., was educated in the Meriden pub. 
lic schools and was graduated from 
Pequod Business School, Meriden, Conn 
Mr. Person served with the U. S. Signal 
7 for two years at Fort Monmouth, 

Mr. Wright joined the Travelers in 
September, 1938, in the general account 
ing division following his graduation 
from Brown University where he re- 
ceived his B.A. degree. In April, 194, 
he was transferred to the Hartford 
branch office and the following year he 
returned to the home office as a men- 
ber of the payroll division and_subse- 
quently was named senior accountant. 
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Company Paper Gets Awarif 


“Home Office News,” monthly maga- 
zine produced entirely by employes 0 
Pacific Mutual Life, 


cific Coast Industrial Editors Association 


annual award for over-all excellence i 
its field. Presentation was made to 
Helen Olson, editor of the publication 
at the association’s annual conference 
held in San Francisco in October. 

In addition to the Over-all Excellenct 
award, Mrs. Olson received the associa: 
tion’s Sweepstakes citation for the bes 
publication produced by special process, 
and first place competitive awards for 
the “Home Office News” for cover de 
sign; layout; explanation of 
operations ; reporting of sports and ret 
reation; and coverage of community t 
lations. d 

The Pacific Mutual “Home Office 
News” has been published monthly with- 
out interruption for more than 18 years 
and for the past eight years has os 
edited by Helen Olson, who is also st 
pervisor of the company’s writing di 
sion. 


ee 


Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 
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HEARD On The WAY 








The Equitable Life Assurance Society 
has applied to the Institute of Life In- 


surance for permission to re-establish 
its membership in the Institute. 





The New York Life recently sold the 
largest individual life insurance policy in 
its history—a $2,100,000 policy on the 
president of a manufacturing company. 
The policy is of the “key-man” type of 
business insurance in which the premi- 
ums are paid by the company. The 
yearly premium paid for this policy is 
approximately $61,000. 





The Public Relations Society of 
America held one of its most interesting 
conventions last week at Hotel Ambas- 
sador, Los Angeles. Among life insurance 
men attending: were A. H. Thiemann, 
New York Life, former president, Life 
Insurance Advertisers Association; Rich- 
ard P. Waters, Jr., John Hancock; Wil- 
liam W. Cary, Northwestern Mutual 
Life; John W. Briggs, Southland Life; 
H. Dixon Trueblood, Occidental Life 
of California; and President Holgar J. 
Johnson, Institute of Life Insurance. 


Uncle Francis. 





New York Life Dividends 


New York Life will pay a record high 
total amount in dividends to its policy 
owners in 1956, Devereux C. Josephs, 
chairman of the board, announced. The 
amount to be reserved for dividends to 
individual life insurance and annuity pol- 
icy owners in 1956 will be approximately 
$93,200,000 as compared with $82,700,000 
in 1955, an increase of 12.7%. Of the 
$10,500,000 increase, about $5,200,000 is 
due to growth of the company and $5,- 
300,000 is the result of changed dividend 
scales for certain categories of policies. 





Estates Training School 

As part of its expanded agents train- 
ing program, New England Life last 
week held its first Coordinated Estates 
Training School. The five-day course 
was attended by ten supervisors and 
agents, who qualified to attend on the 
basis of outstanding production records. 
It covered the field of programming in 
life insurance, as well. as business in- 
surance and pension planning. 

“The training school is just one facet 
of New England Life’s program to pro- 
vide superior training for new and es- 
tablished agents,” said Homer C. 
Chaney, second vice president. 






L. G. Bodwell Became 


A Salesman at Age 12 


Lee G. Bodwell, Phoenix Mutual Life, 
Biddeford, Me., made up his mind that he 
was going to be a salesman when he 
was a small boy. At that time his father 
was connected with the sales depart- 
ment of the Cadillac motor division and 
his inclination was to sell those cars. 
When 12 he bought the leftovers of a 
small fishing tackle business which was 
going out of business. This material he 
took home and assembled small, assorted 
packages which could be sold for ten to 
35 cents a package, and merchandised 
them to schoolboy companions. At 14 
he was selling kitchenware house to 
house after school hours. From there 
Mr. Bodwell graduated to selling furni- 
ture on a commission basis, after which 
time his father told him it was time to 
start selling automobiles. However, his 


father would not permit him to sell 
General Motors products until such time 
as he had experienced the hard knocks 
of selling a less saleable merchandise, 
so he started with two less known cars. 
From there Mr. Bodwell finally began 


to sell the higher priced cars. He at- 
tended many sales and sales manage- 


ment training courses offered by various 
auto manufacturers. 

After a number of years, Mr. Bodwell 
found that the automobile business had 
lost its appeal, so he decided to enter 
business for himself. His first venture, 
associate Ford dealer, was a financial 
failure, so he returned to the automo- 
bile sales field. He then branched out 
into business for himself once more with 
automobile accessories, household appli- 
ances, and sporting goods. While this 
proved. successful he decided to find a 
different occupation which had a better 
future. Thus, he became a life insur- 
ance agent, which field he finds more 
interesting and adventuresome than any 
of his previous business ventures. 





Heads Pawtucket District 

Oliver M. Superchi, former agent and 
staff manager for The Prudential at 
Holyoke, Mass., and most recently 
training consultant at Newark and Bos- 
ton, has been named head of the Paw- 
tucket, R. I. district. He succeeds Vin- 
cent W. Sinclair who retired on No- 
vember 1. 

Prior to joining Prudential in 1935, 
Mr. Superchi attended New York Uni- 
versity and Becker College. He is a 
World War II veteran, a member of 
the Elks and Knights of Columbus and 
is active in community chest drives 
and other civic fund-raising activities. 


Do Wives Block Sale Of Insurance? 


A number of agents in Northeastern 
division of New York Life recently 
polled a group of agents of New York 
Life for views on this question: “How 
much influence does the average wife 
have on an insurance sale?” Here are 
some of the answers: 

“Women are frequently the biggest 
hurdle in making a sale of life insurance 
on the lives of their husbands. Most 
families budget carefully. Many men, 
when interviewed, refer to their wife’s 
budget and the importance of selling her 
on the idea that additional premiums 
could fit into the budget. The wife is 
usually a key factor in deciding how 
the family income is to be spent.” 


Views of Agents 


Here are some of the agents’ individ- 
ual comments: 

“The only men who buy insurance 
without the wife’s approval are those 
with plenty of money.” 

‘Mrs. B. said she maintains the bud- 
get. Her husband hands her his check 
and she pays the bills.” 


“Talking about budgets—last night I 
wouldn’t have made the sale without the 
wife’s help. We were discussing an 
$8,000 policy. The husband said: ‘Let’s 
put it off for a few months, we can’t 
afford it. The wife said: ‘No, my bud- 
get will stand the payments tor a $5,000 
policy. Let’s not put it off any longer. 
I made the sale!” 

“One wife said to me, ‘I’m the one 
who handles the budget for our family 
and my husband is not going to buy 
any more insurance unless I tell him 
we can afford it. Don’t you dare to see 
him alone and sell him a policy, because 
he is a sucker for insurance. If you 
do, I will cancel it unless 1 am in on 
the deal and approve of it.’” 


Need Insurance Education 


Almost without exception these agents 
also felt that women need more educa- 
tion in insurance and what it can do. 


Too many wives, they said, regard in- 
surance as an 
ment. 


expense, not an invest- 


Northwestern Mutual’s 
Sales Increased by 9.5% 


REPORT FOR THIRD QUARTER 





President Fitzgerald Tells of Company 
Growth; Average New Policy at 
All-Time High of $8,608 





“In an era of rising operating costs, 
we are happy to report a reversal of 
the trend,” President Edmund _ Fitz- 
gerald recently told the board of trustees 
of Northwestern Mutual Life. 

“For the first time in many years,” 
Mr. Fitzgerald said, “the ratio of admin- 
istrative and general expenses to pre- 
mium income has gone down signifi- 
cantly. We feel this is especially grati- 
fying since in recent years Northwestern 
has had one of the lowest expense ratios 
in the industry.” 

Making his third 1955 quarterly report 

to the board, Mr. Fitzgerald explained 
that in 1953 and 1954 expenses had risen 
an average of 6.3% each year. Under 
an economy program begun this year, 
the company had hoped to cut that in- 
crease in half. Figures for the first 
three quarters show that the company 
is doing even better than it had hoped, 
according to Mr. Fitzgerald. 
_ “Expenses have been reduced by sav- 
ing pennies wherever possible rather 
than by drastic moves calculated to save 
dollars,” he emphasized. 

Northwestern’s stable growth pattern, 
as outlined earlier this year by Mr. Fitz- 
gerald, was evident in the figures he 
quoted to the trustees. 

Sales for the first nine months totaled 
$435 million, 9.5% over last year’s record 
pace. At the same time, the average new 
policy reached an all-time high of $8,608. 
The result is a 4.8% increase in insur- 
ance in force, 1,556,624 policies worth 
$7,826,892,608. 


Assets Rise 5.6% 


Total assets, now standing at $3,359,- 
483,888, have risen 5.6% in the last 12 
months. Nearly two-thirds of the assets, 
$2,111,000,000, are invested in bonds. 

The most spectacular increase in in 
vestments continues to be in the mort- 
gage loan field, where holdings have gone 
up 21.8% in the last year. The mortgage 
loan portfolio now stands at 79,000 loans 
tor a total of $953 million. Included in 
that figure are: $596 million in residen- 
tial loans, $298 million in city loans, and 
$59 million in farm loans. —~ 

Income during the first three quarters 
totaled $361 million, an increase of 8.6% 
over last year while disbursements were 
$238 million, an 11.2% increase. Over 
$205 million of the income came from 
premiums and $91 million came from in- 
vestment earnings. Included in the dis- 
bursements were: $41 million in divi- 
dends (up 17.6%), $56 million in death 
benefits, and $92 million paid or credited 
to policyholders or beneficiaries in other 
forms. Taxes for the period were $11 
million, an 11.8% increase over last year. 





Old Line Life Appoints 
Henderson Training Head 


James _R. Henderson has joined the 
home office agency department of Old 
Line Life, Milwaukee, as supervisor of 
sales training. For the past five years he 
held a similar position with Benefit Asso- 
ciation of Railway Employes, Chicago 
where he revised and extended the acci- 


dent, sickness and _ hospital training 
course and prepared a course for life 
agents. 


A graduate of Western Illinois State 
College where he received his B.E. de- 
gree, Henderson took post graduate work 
there and at Iowa State, and then taught 
high school mathematics and_ science. 
While in the U. S, Air Force, he was an 
instructor and supervisor in aircraft in- 
struments, and wrote the training course 
used in connection with aircraft pressure 
instruments at Chanute Field. For the 
past five years he was supervisor of sales 
training for the BARE. 











j 


EVERY WORKING 
‘DAY the Sun Life 
‘Assurance Com- 
pany of Canada 
{pays out half a 
million dollars to 
its policyholders, 
beneficiaries and 
annuitants. 
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Hanson Succeeds Nolley for Conn. Mutual at Richmond 





DANIEL P. 


HANSON 


Connecticut Mutual Life has appointed 


Daniel P. Hanson to succeed J. Robert 
Nolley as general agent at Richmond, 
Va. 

Mr. Nolley, a veteran of 39 years in 
the life insurance business, was appoint- 
ed to head Connecticut Mutual’s Rich- 
mond agency in 1948. He announced his 


retirement from active agency manage- 
ment work in order to devote full time to 
sales, particularly in advanced underwrit- 
ing fields. He will continue his connec- 
tion with the agency as associate general 
agent. 

Mr. Hanson, a 


eraduate of Trinity 





J. ROBERT NOLLEY 


College, has been with Connecticut Mu- 
tual since 1946, when he joined the Ralph 
H. Love agency, Hartford, as an agent. 
1948 he has supervisor of 
the agency and one of its leading per- 
sonal producers, and qualified for the 
1955 Million Dollar Round Table. 

He is a director and immediate past 
president of the Hartford Association of 
Life Underwriters, a member of the ex- 
ecutive committee of the Connecticut 
Leaders Round Table, and a member of 
the Hartford Sales Executive Club and 
Hartford Supervisors Association. 


Since been 





Want $17 Million Returned 


On behalf of union welfare funds cov- 


ering 125,000 workers Martin E. Segal & 
Co., consultants to the fund trustees, 
have filed a brief asking the Joint Legis- 
lature Commission on Labor and Indus- 


trial Conditions to compel insurance com 
panies to pay back $17,000,000 in special 
premiums collected from employers and 
labor-management funds. At issue is the 
right of the insurance companies to keep 


sums collected to build up a reserve for 


disability benefits to the sick unem- 
ployed, but never paid into the State 
Fund set up for that purpose, The brief 


estimates that the combined total of the 
S and sim- 
funds 


The report urged 


iate Fund, company reserves 


ilar reserves held by self-insured 
has reached $42,000,000. 
that the basic reserve in the special State 

from. $12,000,000 to 

additional $8,000,000 
money held by 
A remaining $17,- 
hands of the 


Fund be increased 
$20,000,000, 


from the 


with an 
coming now 
insurance companies. 
060,000 in the 


should go back to employers and welfare 


companies 


funds, the brief contends. 


New Post For 
John B. Waltz, Jr. 


The Massachusetts Mutual 
the appointment of John B. 
as assistant manager of its 


announces 
Waltz, Jr. 
mortgage 


loan and real estate office in Washing- 
ton, D. C. He will work under Manager 
Julius C. Thormeyer. 

Joining the company in July, 1954, 
Mr. Waltz was named mortgage loan 
analyst in July, 1955. He was assistant 


manager of the mortgage department of 
a leading Philadelphia concern in be- 


tween extended terms of Army service 
during which he saw action in World 
War IT and the Korean Pan He at- 
tended Nichols College and the Univer- 
sity of Pennsylvania. 





SET MUTUAL BENEFIT RECORD 





Edward L. Rosenbaum Agency Sub- 
mitted Over $7 Million of Life 
Insurance in October 

The greatest October sales volume 
and possibly the greatest volume for any 
month in the history of any agency of 
Mutual Benefit Life has been achieved 
by the Edward L. Rosenbaum agency, 
New York City, it was announced this 
week by the company. 

The Rosenbaum agency, located at 100 
William Street in New York, submitted 
$7,285,900 of life insurance in October, 
winning first place in the company’s an- 
nual sales motivating contest, the Duel. 

Starting from a scratch agency seven 
years ago, the Rosenbaum agency today 
has over $60,000,000 of insurance in 
force, one of the most spectacular 
agency building accomplishments in the 
history of the company. The agency has 
climbed from 34th place in the company 
at the end of its first year to fifth place 
at the end of October, 1955. 

The management staff of the agency 
consists of two associate general agents, 
Leon Jonas and James P. Carr; one su- 
pervisor, Henry Hirsch; and 19 full- 
time agents. 

Mr. Rosenbaum joined Mutual Benefit 
Life in 1948 after 26 years in the life 
insurance business with such companies 
as Home Title, Equitable of New York 
and John Hancock. While he was with 
Hancock’s M. L. Camps agency in New 
York City, he developed his interest in 
the brokerage phase of the business. In 
1947, the year he left the Camps’ or- 
ganization, he paid for about $3,200,000 
in brokerage business. 

Active in the LUTC program, of which 
he was chairman, Mr. Rosenbaum has 
concentrated most of his activity in life 
supervisors associations. He was a foun- 
der and president of the Life Super- 
visors Association of Brooklyn. 
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A WELL-BALANCED COMPANY 


Building for 
SECURITY 


In ship design, it is a balance of speed, 
performance and sea-worthiness. 


In life insurance, it is a balance of new 
ideas, progress and sound principles. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA e 
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Occidental Opens in Newark 
Vernon L. Phillips Manage, 


VERNON L. PHILLIPS 


Occidental Life of California an. 
nounces the opening of its first branch 
office in Newark, N. J. and the appoint- 
ment of Vernon L. Phillips as_ branch 
manager. The new offices, located at 
744 Broad Street, Newark, marks Occi- 
dental’s first outlet in New Jersey, ac- 
cording to Vice President William B, 
Stannard, 

“Our Newark offices will be a key link 
in our chain of Occidental sales and 
services in the East,” Mr. Stannard said, 
“and highlights the company’s acceler- 
ated expansion program in the New Eng. 
land States and along the Atlantic sea- 
board.” 

Vern Phillips leaves his post as bro- 
kerage manager in the company’s Miani, 
Florida branch to take up his new duties. 
He joined Occidental just 10 years ago 
as the first manager of the company’s 
Philadelphia branch. 

Under his direction, Occidental’s 
Philadelphia branch became one of the 
company’s top ten production units. In 
1952, he moved to Miami to initiate the 
company’s brokerage operations there. 

Mr. Phillips’ move to Newark brings 
to New Jersey one of the best known 
insurance executives of the Middle At- 
lantic states. He is a former president 
of the Philadelphia Association of Life 
Underwriters and was vice president and 
secretary-treasurer of the Pennsylvania 
State association. He also served as pro- 
gram chairman of the 1952 National As- 
sociation of Life Underwriters conven- 
tion in Atlantic City. He entered the 
life insurance business in 1936 with 
Fidelity Mutual and was agency su- 
pervisor in Philadelphia for that com- 
pany at the time he joined Occidental. 





MANAGERIAL CHANGES 


Samuel Schneider Takes Over Coney 
Island District for Prudential; Suc- 
ceeded by Anthony Senory 

A change in the managerships of its 
Roger Williams district in Providence, 
R. I. and its Coney Island district, 
Brooklyn, N. Y., has been announced by 
The Prudential. 

who headed the 





Samuel Schneider, 
Roger Williams organization since 17) 
takes over the Coney Island district. 
He replaces James W. Branigan who 
retired October 1 

Anthony Senory succeeds Mr. Schnei- 
der at Roger Williams. With Prudential 
since 1937 he leaves a two year manage!- 
ship at Framingham, Mass., for te 
Providence post. 

A manager has not been named yet 
for the Framingham district. 
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WILMER A. JENKINS 








DR. WILLIAM C. GREENOUGH 


Teachers Insurance & Annuity Assn. 
has elected as executive vice presidents 
Wilmer A. Jenkins for administrative 
affairs and William C. ‘Greenough for 
general policy and planning new pro- 
grams and services, it was announced by 
R. McAllister Lloyd, president. At the 
annual meeting in New York the divi- 
dend interest rate was raised from 23% 
to 3%. 

Robert M. Duncan was elected vice 
president and actuary, and Walter Mahl- 
stedt and Thomas ‘C. Edwards, Jr., pre- 
viously investment officer and assistant 
vice president respectively, were pro- 
moted to vice presidencies, Richard F. F. 
Nichols, vice president, was elected to 
the new office of investment vice presi- 
dent. At the same time Torrey D. Dod- 
son, Jr. and Harry B. Freeman, Jr., were 
appointed advisory officer and investment 
officer, respectively ; and Francis P. King 
was appointed research officer. 

All the above officers were also named 
to the same positions in the College Re- 
tirement Equities Fund, according to Mr. 
Lloyd, who is president of the Fund as 
well as of TIAA. 

TIAA was established in 1918 jointly 
by the Carnegie Corporation of New 
York and the Carnegie Foundation for 
the Advancement of Teaching to fund 
retirement plans for colleges and uni- 
versities. It was an outgrowth of the 





LAA Committees Named 


Al B. Richardson, director of public 
relations of Life Insurance Co. of Geor- 
gia, as president of Life Insurance Ad- 
vertisers Association has appointed the 
following chairmen of committees for 
the coming year: 

John L. Briggs, Southland Life, an- 
nual meeting; William C. Heimburg, 
New York Life, education; Henry M. 
Kennedy, Prudential, research projects; 
George Powell, Great-West Life, sales 
promotion; Stanley M. Richman, Gen- 
eral American, public relations; Joseph 
M. Locke, Gulf Life, advertising. 

A. H. Thiemann, New York Life, in- 
stitution: ls relz tions : George Pease, 

-quitable of Towa, membership ; Jack R. 
Morris, Business Men’s, standards of 
Practice; Harry E. Nelson, Life & Casu- 
alty of Tennessee, press; Loflin E. Har- 
wood, Southwestern Life, round gen 
Robert A. Adams, Provident Mutual, 
chairman of the Eastern Round Table 
and Myron Jones, Union Central, is 


hag an of the North Central Round 
able 


\ NT) “4 
RICHARD F. F. NIGHOLS act of the New York State Legislature 
in 1952 to provide annuities based on 
common stock investments as an op- 
tional supplement to the fixed retirement 
annuities offered to the college wor!d by 


TIAA. 


KING 


FOR 
6 TOP-FLIGHT 
BROKERAGE 
FACILITIES ? 


SIX REASONS WHY IT WILL 
PAY YOU TO CALL MANUFACTURERS LIFE 


college teacher free pension plan initiated 
by the late Andrew Carnegie in 1905. 
CREF, the first variable annuity system 
in existence, was established by special 
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1. Wide substandard coverage, including select diabetic, 
multiple sclerosis and coronary cases. 


2. Older ages—select lives to age 80. 


3. Special low cost, $7500 minimum whole life contracts— 
par and non-par. 


4. Foreign travel and residence coverage. 
5. A wide variety of low cost term plans. 
6. High return annuity plans (single premiums to $500,000 


accepted). 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE »« CHICAGO e« CINCINNATI « CLEVELAND + COLUMBUS « DETROIT 
HARTFORD »« HONOLULU « LANSING « LOS ANGELES « MINNEAPOLIS + NEWARK 
PHILADELPHIA « PITTSBURGH +» PORTLAND + SAGINAW e« = SAN FRANCISCO 
SEATTLE »« SPOKANE « WASHINGTON, D.C. 
THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 





Roberts to Grand Rapids 
For Massachusetts Mutual 


James H. Roberts, 
general agent of the 
of Massachusetts Mutual Life, 
appointed general agent for the company 
at Grand Rapids, 
H. McDonald, CLU, 
with the agency as a personal producer. 

Mr. Roberts has been assistant general 


former assistant 


Syracuse Agency 
has been 
succeeding Bishop 


who will remain 


agent of the Syracuse Agency for the 
listed on 
Montl 

Vice 


as the leading Syra- 


past two years. He was twice 
the company’s “Men of the 
roster, and in 1953 received the 
President’s Trophy 
cuse agent. In that same year he com- 
pleted the Life Underwriters Training 
Council course with high honors and 
was among the 100 leaders in production 
for the company. He is also a graduate 
of the company’s home office school for 
career underwriters. 

A graduate of the University of Maine 
and a four-year Navy veteran, Mr. Rob 
erts was bursar and assistant director of 
finance at Cornell University for five 
years before joining the Massachusetts 
Mutual. He was also associated briefly 


with an Ithaca, N. Y. advertising firm. 

Mr. McDonald began his career with 
the company in 1940 in Cleveland and 
soon became a leading producer. In 
1948 he went to the home office in 
Springfield, Mass. as an agency assis 
tant, and a year later was appointed 


general agent at Grand Rapids. He 
is a graduate of Wooster College and 
has been a Chartered Life Underwriter 
since 1947. He is currently vice presi 
dent of the Grand Rapids General 
Agents and Managers Association 


PACKAGE INSURANCE PLAN 


Equitable Life Aouaeniis Society Plan 
Available This Month for Small 
Business Concerns 

More than five million employes of 
small business concerns employing as few 
as ten persons are now eligible for secur 
ity benefits hitherto enjoyed by employes 
of large companies, under a new “Pack- 
age Insurance Plan” of Equitable Life 
Assurance Society. 

Announcing the plan, which will be 
come available this month in those states 
which have approved its introduction, 
Ray D. Murphy, Equitable president, 
said, “There are some 350,000 employers 
of between 10 and 24 employes, few of 
whom have any Group insurance plans 
at the present time. This is an impor- 
tant opportunity to render a genuine 
public service by making group insurance 
available for their employes and_ their 
employes’ families.” 

In addition, Mr. Murphy pointed out 
the increasing importance of employe 
welfare and security programs in labor- 
management relations. “Up to now ithe 
small firm has been at a disadvantage 
in attracting and keeping employes who 
look to the security benefits offered by 
larger businesses,” he said. 

Under Equitable’s new small-Group 
plan, benefits will include: life insurance, 
accidental death and dismemberment 
benefits, weekly indemnity for earnings 
lost due to illness or accident, and ter 
pital, surgical and in-hospital medical 
cost reimbursements. 

A number of different 
benefits will be available, designed to 
afford a high degree of flexibility in 
meeting employer needs and conditions 
in particular localities. schedules 
will afford: life insurance and accidental 
death and dismemberment benehts from 
$2,000 to $5,000, with a further choice of 
three plans providing higher amounts 
for executives and supervisors from 
$5,000 to $7,500. Weekly payments for 
loss of time due to sickness or accident 
will range from $21 to $42. Hospital 
daily room and board benefits from $8 
to $15 and reimbursement for surgical 
fees up to $300 are also included, as 
well as reimbursement for doctors’ 
charges for the treatment of non-surgical 
conditions in the hospital. 


schedules of 
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Postal Life Of New York Holds 


Annual Meeting With General Agents 





Left to right—Don Smith, director of agencies; Arthur Milton, president, General 


Agents Association; Dr. 


Lester O. Schriver, 


George Kolodny, Postal Life president. 


held its 


agents 


New York 


its general 


Postal Life of 


annual meeting with 


and their supervisors at the Biltmore 
Hotel on November 17. The 


new stock capitalization plan and sales 


company’s 


training material was discussed, Dr. 


Lester ©. Schriver, 


National 


managing director 


of the Association of Life 
Underwriters, 
dinner in the evening, and 
DeMian, New York City gen- 
was elected president of the 
Postal 


for the 
Harold 
eral 
General Agents’ 
Life. A surprise was in store for George 
company, 


agent, 





Association of 
Kolodny, president of the 
was presented an oil painting 
himself. 


when he 
from a photograph of 


Milton, 


General 


made 
Arthur 


of the 


immediate past president 


\gents’ Association, pre- 
sented it to him on behalf of all the 
Donald Smith, 


was chairman of the 


fieldmen. director of 


iwencies, meetings 


during the day and evening. 
Capital Increased 


In the morning, Mr. Kolodny ex- 


plained that the company’s charter had 
increase the author- 
ized $100,000 to $500,000. 
Additional shares are now being offered 
to the 
total 
000. 

“This 


been amended to 


capital from 
stockholders that will bring the 
immediate capitalization to $300,- 
increased capitalization,” he 


said, “will enable us to enter other 


states where we are not presently rep- 


resented and is the beginning of a con- 


siderable expansion program. We are 


sales tools 
men in the field do an 
job in the future.” 

president and 
said, “We are 


com- 


also introducing many new 
to help you 
even better 

Saul 


Rosenthal, vice 


actuary, the next speaker, 


in an excellent position to meet 


petition. We are constantly working to 
this position better.” He then dis- 
that will take 


next two months but 


make 


cussed many changes 


within the 


place 


was the principal speaker 


managing director, NALU, and 

which are not ready to be announced 
at this time. 

Agency Director Smith then talked 


about the company’s new “Lifetime Re- 
newals” and free Group insurance bene- 
fits which are now being added to the 
contracts of brokers and surplus writers, 
as well as of full time Postal agents. 
We know, by the large number of in- 
quiries and contract amendments which 


we have handled in the past month, 
that these additional benefits to our 
present commission contracts are creat- 


ing a lot of enthusiasm in the field and 
considerable interest in the industry.’ 
He then explained the company’s new 
“continuous program of education and 
training,” covering the essentials of life 
insurance, through intermediate and ad- 
vanced stages, including estate planning 
and business insurance, backed with 
special company scholarships tor LULC 
and CLU. He pointed out that Postal’s 
programming material was just recently 
revised and said, “We believe that pre- 
pared presentations are quickest and 
best way for training men in all stz ges 
of their development. We are giving 
them this so that our men can have 
the most effective interviews and be on 
the surest road to success.” The com- 


plete training manual was given each 
general agent. 
Howard Watne, secretary and treas- 


described the company’s account- 
ing procedure for handling the new 
“lifetime renewals” and Group insurance 
benefits. “We feel,” he said, “that we 
should do most of this detail work in 
the home office so that the general 
agent and his staff can devote more of 
their time to selling life insurance. We 
use IBM equipment and send the gen- 
eral agent the Group insurance cer- 
tificate and renewal commissions so that 
he can mail them out personally to his 
men. Also by centralizing our account- 
ing procedures, we can reduce our over- 
all operating costs.” 


L. O. Schriver Talk 


evening, Dr. Schriver said that 
success in the agency field, 
leading direct mail life 
country, 
system. 
prob- 
agency 


urer, 


In the 
Postal’s 
after being the 
insurance company in_ the 
proved the value of the agency 
Turning to agency management 
lems, he said “I believe not in 








Presidential Life Forming 
In Florida; Cobb President 


Arthur E. Cobb, secretary-treasurer of 
the Presidential of Jacksonville, Fla., is 
slated to be president of the Presiden- 
tial Life Insurance Co., now being 
formed and which will start operating 
early in 1956. It will have a capitaliza- 
tion of $1,500,000 and 51% of the 4% 
preferred stock will be owned by the 
parent company. It will operate only in 
Florida at the start, and will be char- 
tered to write both life and A. & H. 
lines. 

Mr. Cobb revealed plans for the new 
company while on a recent visit to New 
York City with Charley E. Johns, Presi- 
dential’s president and board chairman, 
and John B. Amos, vice president. 

According to President Johns, deci- 
sion to form a life company resulted 
from requests of stockholders of the 
parent company. He will serve as board 
chairman and Frank Hendrix as vice 
president. 





supervising but in agency directing. The 
most important man in our business is 
the one who is bringing men into our 
business and ably leading them toward 
success, and helping them know how to 
solve their own problems. 

“I know of no agency that has suc- 
ceeded without a continuous program 
of recruiting and training. When you 
are recruiting a man make sure that 
he is worthy of the business, worthy 
of your agency, and that he has within 
himself the seeds of success that you 
can develop to maturity.” 

He pointed out that when a group of 
men were queried on why they had left 
the business, they said that they needed 
more help with their prospecting prob- 
lems, more joint work in the field, better 
sales talks, more and closer supervision, 
and a better build-up in their community. 

He said, “The most dangerous period 
for a life insurance salesman is at the 
end of the second year when the sales- 
man’s personal file of friends and cen- 
ters of influence are used up. He needs 
help before he reaches that stage... . 
As for joint work, you can not teach a 
man how to sell unless he sees you on 
the job. He also needs a good sales talk 
—so that he is organized in his thinking 
before he calls on a prospect. It may 
look easy when you talk with a member 
of the Million Dollar Round Table, but 
remember not one achieved success be- 
fore he had a routine to live by. It’s up 
to the agency head to get him on that 
routine and to often encourage him to 
do the things he doesn’t want to do but 
must do to be successful.” 

Arthur Milton, retiring president of 
the General Agents’ Association, was 
then introduced. He told of the affection 
and high regard which all the men in 
Postal have for their president, Mr. 
Kolodny. He pointed out that Mr. 
Kolodny has been with Postal for 34 
years and has been president for 14 
years. Mr. Kolodny was taken by sur- 
prise when he was presented with the 
oil painting of himself 

The president expressed his apprecia- 
tion for the painting and thanked the 
general agents for the gift. He then 
closed his remarks by saying, “Postal 
is on its way to a great future. We 
already have a field organization of 
which we are very proud. In our next 
annual meeting, I hope that we _ will 
have many more general agents and 
supervisors of the same high calibre as 


are in this room tonight. Our future 
depends on our having an _ effective, 
enthusiastic team of fieldmen. We have 


such a team now, but we want to see 
it grow in size.” 

The next day, the General Agents’ 
Association of Postal Life held their 
annual meeting and election of officers. 


Harold DeMian, New York City, was 
elected president; Les Margolis, New 


Haven, and Alex Rotenberg, New York 
City, were reelected to the positions of 
vice president and secretary, and Al 
Karduna, Brooklyn, was elected treas- 
urer. Milton Altschul, New York City, 
was chairman of the nominating com- 
mittee. 





Travelers Liberalizes 


Aviation Underwriting 

The Travelers has liberalized its ayia. 
tion underwriting according to Raymond 
C. Dimon, vice president, in charge of 
the life department, as follows: 

Civilian and crew members of United 
States certificated and scheduled airlines 
will now be considered as to aviation for 
standard insurance without an aviation 
exclusion rider. 

Under certain considerations, some pri- 
vate pilots will be eligible for standard 
insurance without paying an additional 
premium. Among these conditions are: 
flying less than 100 hours annually with 
no anticipated increase, minimum of 4) 
hours solo flying time, not less than 30 
years of age, good accident record, and 
being engaged in a permanent occupation 
and not flying for pay nor connected 
with the aviation industry. 

Private pilots who do not qualify for 
standard insurance under the new condi- 
tions will be given individual considera- 
tion and their ratings will depend on 
all the factors involved in their cases, 


State Assn. Meeting 


(Continued from Page 3) 





amount of money necessary to verify 
dates of birth at the time of sale, he 
nevertheless wanted to urge the State 
Life Underwriters to try to help on this 
problem. He asked them to “emphasize 
the desirability of establishing proof of 
age while the policyowner is alive and 
thereby rendering real service to the 
insured and his family.” 

Mr. Holz asked the State Life Under- 
writers for any help they could give in 
connection with the problem of Variable 
Annuities. “I indicated at the Los An- 
geles Convention of the NAIC that the 
insurance companies enjoyed an enviable 
reputation for security and stability and 
that nothing I would do would detract 
from that position. Unless I was certain 
that the sale of Variable Annuities by 
the companies would not adversely affect 
the position life insurance companies had 
in this country I would not be for it. 

“There are many problems,” the Super- 
intendent said, “in connection with the 
Variable Annuity question—not the least 
of which is the problem of Federal 
control and I want to say here and now 
categorically I am opposed to any Fed- 
eral regulation of the insurance business 
in any shape, manner or form and I say 
that only because I feel state super- 
vision not only has been very adequate 
but is the only means of adequate pro- 
tection and ee our insurance 
industry.” 


Membership Over 5,000 


President A. Stewart Payne received 
a telegram from the National Association 
of Life Underwriters that as of Novem- 
ber 9 membership was 5,011. The dele- 
gates present indicated unreported mem- 
bership in the mail, bringing this total 
to 5,118—the largest in history of the 
New York State Association and_ the 
first state association to cross the 5,00 
mark. President Payne announced this 
was due to the great activity and good 
work of the life underwriters’ associa- 
tions everywhere—with a particular tri- 
bute to Stanley C. Collins, now serving 
as president of NALU. 

There were a number of guests at the 
business session who theard Stanley C. 
Collins, CLU, bring greetings from the 
National Association. The guests includ- 
ed Richard Balch, New York State 
Democratic Chairman; William R. Wil- 
liams, Congressman from the 34th Con- 
gressional District; Senator Fred J. 
Rath; Philip R. Chase, past president 
of the State Association and Assembly- 
man from Onondaga County; Assembly- 
man William S. Calli of U tica; Frederick 
D. Russell, president of Security Mutual; 
Vincent B. Coffin, honorary delegate of 
the State Association and vice president 
of Connecticut Mutual. 
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Institute Program 
For Dec. 13 Meeting 


F. PACE, JR. GUEST SPEAKER 
Carrol M. Shanks, Institute Chairman, 
Opens Sessions; Holgar Johnson, 
President, Tells Activities 








The 17th annual meeting of Institute 
of Life Insurance will be held at the 
Waldorf-Astoria, New York, Tuesday, 
December 13. Frank Pace, Jr., executive 
vice president and a director of General 
Dynamics Corp. and former Secretary 
of the Army, will be the guest speaker 
at the luncheon session. 

The meeting will be opened in the 
morning by the Institute chairman, Car- 
rol M. Shanks, president of The Pru- 
dential, who will discuss the public rela- 
tions responsibilities of the life insurance 
business. 

A discussion of the life insurance 
Cooperative Advertising Program and 
the current campaign, “When Someone’s 
Counting on You .. .,” will be presented 
by Clarence J. Myers, president, New 
York Life, speaking for the Institute’s 
planning committee; William P. Worth- 
ington, president of Home Life, New 
York, speaking for a company, and by 
Donald F. Barnes, Institute director of 
promotion and advertising. 


Survey on Public Attitude 


A preliminary report on a new na- 
tional survey on the ownership of and 
public attitudes toward life insurance, 
will be presented. Objectives of the 
survey will be outlined by Virginia T. 
Holran, director of the Institute’s divi- 
sion of statistics and research, and some 
of the preliminary findings, including 
the new figure on the number of policy- 
holders, will be discussed by Albert I. 
Hermalin, assistant statistical director. 

In closing the morning session, Holgar 
J. Johnson, Institute president, will lead 
the Institute staff in a discussion of 
“Why We Do What We Do,” reporting 
on the organization’s activities. 

Following the luncheon session, at 
which Mr. Pace will speak, the annual 
business meeting of the Institute will 
be held. Directors will be elected for 
the coming year. The new board will 
hold its organization meeting imme- 
diately after conclusion of the Institute’s 
general meeting and at this board meet- 
ing a chairman and staff officers will be 
elected for the coming year. 





J. I. Rhoades Appointed 

James I. Rhoades of Cortland, N. Y., 
has been appointed head of the Oil City, 
Pa., district of The Prudential, Paul B. 
Palmer, company vice president an- 
nounced. He succeeds Roland E. Bunt- 
ing who assumes charge of the com- 
pany’s Monessen, Pa., district. 

Mr. Rhoades joined Prudential as an 


agent at Hornell, N. Y., in 1941. Except 
for a short period at Houston, Texas, 
he has been active in the west New 


York State area. For five years prior 
to his present appointment he was co- 
head of a company branch office at 
Cortland. 


Features of Life Counsel 
N. Y. C. Meeting Dec. 12-13 


An unusual feature of the forthcoming 
winter meeting of Association of Life 
Insurance Counsel, December 12 and 13 
at Waldorf-Astoria, New York, will be 
a special ceremony to honor the past 
presidents of the Association. This cere- 
mony will be marked by the reading of 
citations and the presentation of gavels 
to thirteen past presidents. This will be 
the 7lst meeting of the Association, 
which was founded in 1913. 

A special event on the program of the 
first business session will be an address, 
“Public Relations and the Life Insurance 
Counsel,” by Holgar Johnson, president 
of Institute of Life Insurance. Other 
speakers will discuss “Recent Develop- 
ments in the Field of Group Insurance,” 
“The Life Insurance Law of North Caro- 
lina,” and “Patterns and Prospects—the 
Regulation of Accident and Sickness 
Policy Provisions.” In addition, Francis 
V. Keesling, Jr., first vice president and 
general counsel West Coast Life, will act 
as the moderator of a discussion period 
on “Current Problems.” 

The second business session on De- 
cember 13 will include papers on the fol- 
lowing: “The Life Insurance Contract as 
a Species of Property,” “Deferred ‘Com- 
pensation and Insurance,” and “Lease- 
hold Mortgages.” The last item on the 
‘program will be a panel discussion en- 
titled, “Anti-Discrimination Laws and 
Life Insurance,” to ‘be moderated by 
Buist M. Anderson, vice president and 
counsel, Connecticut General Life. 

The meetings will be conducted by 
the Association’s president, Charles G. 
Dougherty, second vice president of 
Metropolitan Life. 





Hays Named at Wichita 


For Lincoln National 

The appointment of Robert F. Hays 
as general agent in Wichita for Lincoln 
National Life, has been announced by 
Cecil F. Cross, vice president. Known 
as Robert F. Hays & Associates, the 
agency will function in 20 counties sur- 
rounding Wichita. The company’s agen- 
cy offices will remain in the Union Na- 
tional Bank Building. 

Mr. Hays began his life insurance ca- 
reer aS an agent in Beloit, Kansas, in 
1948. After four years’ experience in life 
insurance sales and programming, he 
transferred to home office agency man- 
agement work as supervisor of agencies 
for another company. Since January of 
this year, he has served that company 
as general agent in Wichita. 

A member of the Wichita Life Under- 
writers Association and the General 
Agents and Managers Association, Mr. 
Hays is a graduate of the LIAMA school 
of agency management and the LUTC 
course. He is a holder of the National 
Quality Award and is studying for CLU. 








experience in group work desirable. 








WANTED—GROUP PENSION AND INSURANCE. REPRESENTATIVE 


Pension organization has opening for young man as field consultant. 
Salaried position. 
Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


Several years 
Address Box 2359, The 











Group Field Men Appointed by Massachusetts Mutual 


N 
Arthur Johnson 


DOUGLAS V. SIMPSON 





Massachusetts Mutual Life has an- 


nounced the opening of a district Group 


office in Columbus, O., and the appoint- 
ment of two new Group field men. Doug- 
las V. Simpson has been appointed dis- 
trict Group representative in the Colum- 
bus Group office and Charles S. Osborn 
has been assigned as district Group rep- 
resentative in Kansas City, Mo. 

A native of Florida, Mr. Simpson was 
educated in ‘(Canada and New York State 
and, prior to his induction into military 
service, attended Colgate University, Af- 
ter three years’ Marine 
Corps, Mr. Simpson entered the life in- 
surance business in 1948 and during the 
past two years the has been engaged in 
Group insurance sales. He was president 
of the Kappa Delta Rho fraternity while 
at Colgate and is a 
Columbus Life Underwriters Association. 
Mr. Simpson will assist agents and bro- 
kers throughout southern Ohio and Indi- 
ana and in Kentucky under the general 
supervision of Group Regional Manager 


service in the 


member of the 





BERNARD A. 


HAA 





AGENCY 


“Bets 


MANHATTAN LIFE 


talk about tough cases” 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 











Arthur Johnson 
CHARLES S. OSBORN 


Guy M. 

Mr. Osborn, a native of Kansas, has 
been engaged in Group sales and service 
work for the past four After 
graduation from Kansas State College, he 
returned to study for a Master of Arts 


Hamm of Cleveland. 


years 


degree in the fields of political science 


and business administration. Upon com 
pletion of his studies, Mr, Osborn was 
associated with the public school system 
of Joplin, Mo., 
pacity. He 
City Lite Underwriters 
the Lions Club, 
Mr. Osborn will work with agents and 


administrative ca 
Kansas 


Association and 


in an 
is a member of the 
In his new assignment, 
brokers in parts of Colorado, Kansas and 
Missouri under the direction of Group 


Regional Manager Robert J. Roberts of 
Oklahoma City. 


App-A-Week Leader 


North American Life of Chicago an 
nounced that Michael R. Betz of Clay 
ton, Ohio, has completed 1,000 consecu 


tive weeks in the App-A-Week Club. 
No living member of the North Ameri 
can field force has ever. attained a 


greater record of consistent production 
of life insurance applications. 

Mr. Betz joined North American Life 
in 1925. He is regularly listed as one 
of the les ading producers of the company 
in both life insurance premiums and life 
insurance volume. For the first ten 
months of 1955 Mr. listed 
among the 
life insurance 


Betz was 


12 leading producers of paid 
first year 


premiums. 











Good News from: 











The Broker’s Company - 


MAGIC MORTGAGE PROTECTION—the hottest policy on the market—truly low cost. 
Plans from 10 to 30 years, amounts from $5,000 to $100,000. Ask for literature. 








HOME OFFICE —110 WILLIAM STREET 


ortheastern Life 


INSURANCE COMPANY OF NEW YORK 


* NEW YORK 38, N.Y. * WORTH 4-044 
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RACKET GROWS 
thefts of 


AUTO 
The 


automobiles — is 


THEFT 


amazing growth in 


described by Federal 


Bureau of Investigation as a_ multi- 


million dollar “business” in which inter- 


national operations are a frequent fea- 
ture. 
FBI calls this type of crime one of 


the broadest criminal problems ever 


confronting the nation. According to its 


figures, 4,000,000 vehicles have been 
stolen since 1935, a million of these cars 
being taken by the thieves in the past 
five years. FBI claims to have smashed 
hundreds of “hot car” vehicle rackets 
in its war on these crooks, but still the 
crime increases, 

A complete description of how the 
gangs work, both here and through in- 
ternational outlets, as given by FBI is 
being published by New York Herald- 


articles it is run- 
” written by 


Tribune in a series of 
“the 


Mowery. 


ning on hot car racket, 


Edward | 


\fter stealing cars the crooks often 
alter serial numbers and provide them 
selves with phony bills of sales; then 


cars crated as legitimate cargo 
ports 


the 
and ship them 
Near East. 
some of them, 
dinavia, Alaska, 
Cuba, Central and South 
3ank and 
specialists often steal cars for the get- 
make detection and 
FBI 


give 


have 
abroad, mostly to 
The FBI recov 
however, in Scan- 
Canada, 


in the has 
ered 
Rico, 
America. 

other criminal 


Puerto 
robbers 
order to 


difficult,” 
thieves 


away in 
tracing 
The 


companies 


Says 
which insurance 
and the general public 
to worry about the skilled 
sional operators who band together by 
selling the automobiles. 


situation is 


most 
are profes- 
stealing and 
Naturally, the 
the companies writing automobile insur 
concern. They not only 
worried by the theft but are 
greatly concerned over the public rela- 
tions situation aspects when it is neces- 
result of 


one giving 
ance much are 
losses, 


sary to increase rates as a 


such thefts on a wholesale scale. 





HELP GUARD HEALTH 
INSURANCE 
the Chamber of 


Two 


Commerce of the United States are now 


committees of 


directly concerned with problems in the 
health field. 
The insurance 


of leaders in the various fields of insur- 


committee, comprised 


ance, deals with questions relating to 


health and accident insurance as well as 


with other insurance subjects. The 
Chamber’s committee on Social Security 
(called Committee on Economic Secu- 
rity) formed in 1943, is concerned with 


proposals affecting health and medical 
with 
security. 


care as well as other phases of 
and economic 
Because of the interest of 
committees in health 
ance, a joint committee was created sev- 
eral years ago to coordinate and develop 
the Chamber’s activities in the health 
field. The original chairman of this sub- 
committee Reinhard A. Hohaus, 
vice president and actuary, Metropolitan 
Life. The initial studies of the subcom- 
mittee revealed that much of the emo- 
tion surrounding questions relating to 
health and medical care gen- 
eral lack of information about rapid de- 
velopments in the health insurance field. 

To help meet this need for up-to-date 
information the subcommittee arranged 
for the preparation of a series of au- 
thoritative articles on various phases of 
health insurance, and for their publica- 
tion in the Chamber’s social security 
magazine, American Economic Security. 
Among the authors are E. J. Faulkner, 
Mortimer Spiegelman, Albert V. White- 
hall, John H. Miller, Emerson P. 
Schmidt, A. L. Kirkpatrick, Benjamin B. 
Kendrick, Dr. George F. Lull, J. Henry 
Smith, Frank E. Smith, Jerry Voorhis, 
Herbert Liebenson, Charles T. Houston, 
Dr. C. Richard Walmer and A. D. Mar- 
shall. 


social 
common 
insur- 


these two 


was 


reflect a 


Douglas Dobson, a fourth generation 
in the family business, has joined the 
insurance agency firm of W. H. Dobson 
Co., Ltd., of Canada, at Toronto. 











WILLARD D. HOLT 

Willard D. Holt, who has been elected 
to the newly formed position of con- 
troller, Provident Mutual Life, joined 
the company in 1917 and in 1925 became 
assistant manager, department, 
and in 1931 assistant secretary. He was 
made manager, accounting division in 
1947 and has held that title until he be- 
came controller. He has been a director 
of Life Office Management Association 
and Philadelphia chapter of Controllers 
Institute of America. 


record 


No- 


vember 1 retired as board chairman of 


Otto Patterson (right), who on 


American Automobile Insurance Co. and 
its subsidiaries, is shown in this picture 
receiving from H. R. Bowditch, execu- 
tive vice president of the American 
Automobile, a silver dollar. It symbol- 
ized the billionth premium dollar writ- 
ten by the company since its establish- 
ment in 1912. Otto Patterson is one of 
the best known of all insurance men as 
he travels many miles each year attend- 
ing conventions of insurance people as 
well as on business for his own compa- 
nies. A born mixer and fine conversa- 
tionalist, his companionship has been 
highly valued. 








NORMAN T. ROBERTSON 
Norman T. Robertson, eastern super- 
intendent of agents of Zurich-American 
Insurance Companies, will be in the spot- 
light Thursday, December 8 as chairman 
of the luncheon committee for the 
annual meeting that day of the Insurance 
Federation of New York State. The 


luncheon, to be held in the grand ball- 
room of Hotel Commodore, New York, 
annually attracts over 1,500 insurance 


men and women from all segments of 
the business. Mr. Robertson heads a 
committee of 50 leading executives, his 
vice chairman being W. Irving Plitt, 
vice president, Atlantic Mutual, the 1954 
luncheon chairman. With the Zurich 
for the past 13 years, Mr. Robertson has 
a background of 32 years in the casualty 
end of the business. His two previous 
companies were United States Casualty 
where he was assistant secretary in 
charge of agencies and Continental 
Casualty where he was eastern superin- 
tendent of agencies. He was boys’ work 
secretary in.the Newark (N.J.) Y.M.CA. 
prior to entering the insurance business; 
also organized and ran the Boys’ Club of 
Newark for a time. His college is New 
York University where he took insurance 
and business administration courses. 
* * x 


Paul Hornung, star quarterback of the 
Notre Dame football team, who is being 
mentioned for All American honors, is 
a son of Vernon Hornung, a_ former 
Louisville insurance man, who years ago 
was a field man for the old Liberty Fire 
and later in charge of the insurance de- 
partment of National Distillers in New 


York. 
x ok  * 
Ralph W. Cooper, president of W. H 
Cooper Construction Co. Ltd.; vice 


president of N. Slater Co.; director 9! 
Mutual Life of Canada, has "been elected 
director of the Federal Fire of Canada 
* * x 

Cad P. Thurman, Kentucky _ state 
agent for the America Fore Group and 
former Insurance Commissioner of that 
state, is being mentioned as the man 
whom A. B. (Happy) Chandler, gover 
nor-elect, may appoint to head the In- 
surance Department. When he served 
as Kentucky Commissioner some years 
ago Mr. Thurman received a leave of 
absence from the America Fore Group 

x «OF 

Willard W. Keith, president of Cos 
grove & Co. of California, and Cosgrove 
& Co. of New York and San Francisco, 
has been elected a director of Mercast 
Manufacturing Corp., the Pacific Coast 
subsidiary of Mercast Corp. of New 
York, an affiliate of Atlas Corp. The 
firm manufactures precision castings. 
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P. O. Departmen.’s Safe Driving 
Campaign 

President Eisenhower's message urg- 
ing that every day be “Safe Driving 
Day” is being displayed on 19,000 post- 
ers on postal trucks and in post offices 
in all parts of the country, and will be 
through December 1, 1955. 

“These posters will make Americans 
more conscious of the toll in human life 
and misery occurring on the highways 
of the nation,” said Postmaster General 
Arthur E. Summerfield. “It is appalling 
to realize that on an average day 25,000 
accidents occur, 100 people die, 5,500 are 
injured with property damage exceeding 
$10 million.” 

The Post Office Department, through 
the safety and health division of the 
3ureau of Personnel, is again emphasiz- 
ing the importance of making S-D Day, 
December 1, an accident-free day both 
on and off the job. Notices have gone 
out to all postmasters to conduct talks 
with the more than 500,000 postal em- 
ployes on the need for courtesy, cau- 
tion, and common sense in all their 
driving. 

The Department has requested that 
records be forwarded to the regional 
offices of any traffic accidents occurring 
between the period of November 1 
through December 31. These, in turn, 
will be sent to Department headquarters. 
in Washington for final compilation on 
a national basis. 

“The Post Office Department operates 
the largest fleet in the country—85,000 


trucks and 100,000 drivers,” Mr. Sum- 
merfield added. “Therefore, an out- 
standing record of careful driving by 


postal employes will act as an example 
and incentive for the rest of our citi- 
zens to follow. Last year, the Depart- 
ment set a fine record and won a cita- 
tion from the National Safety Council 
for the contribution made to traffic 
safety by postal personnel. This year 
we expect to do even better.” 
* * x 


“Rebirth” of D. R. Ackerman 

Daniel R. Ackerman, chairman of the 
boards, Great American Insurance Co. 
and its affiliated companies, has been 
“born again.” His rebirth occurred when 
he attended a luncheon in Paramus, 
NX. J., November 11 at which he and Dr. 
William L. Vroom of Ridgewood, N. J. 
were guests of honor. Dr. Vroom, who 
is 89, officiated at Mr. Ackerman’s birth. 
He officiated again at the luncheon, at 
which time he presented Mr. Ackerman 
with a “Certificate of Rebirth” which he 
declared was the only one he had issued 
in his entire experience involving more 
than three thousand deliveries. 

The party was arranged by W. Walter 
Hargert, president of L. C. Hargert & 
o. of Ridgewood. It was the outgrowth 
ot a luncheon given by the Great Ameri- 
can Indemnity Co. on October 21, honor- 
ing Mr. Hargert on his 25th anniversary 
as the company’s general agent. Mr. 
\ckerman happened to mention that he 
was born in Ridgewood and inquired of 
Mr. Hargert if he knew Dr. Vroom. Mr. 
Hargert said that he did, and that Dr 
Vroom not only was still in active prac- 

















tice, but was also a good client of the 
Hargert office. 

Noteworthy as it is, Mr. Ackerman’s 
birth was not the only outstanding 
complishment in Dr. Vroom’s long and 
famous record. He was the first in his 
area to use diphtheria vaccination as a 
result of which he saved the lives of 


ac- 


twenty-eight patients suffering from the 


Photo Courtesy Ridgewood Herald News 
Daniel R. Ackerman and 
Dr. William L. Vroom. 


disease during a violent epidemic. He 
was also the first in his county to use 
insulin for diabetes and the first doctor 
there to own an automobile. It is also 
stated that he has used up 28 horses and 
12 motor cars, and is still going strong. 
These and other statistics are referred 
to in an article in Coronet magazine for 
October, in which Dr, Vroom is featured. 

In presenting the rebirth certificate, 
Dr. Vroom read and presented to Mr. 
Ackerman a poem which he had written 
for the occasion. 

In addition to Mr. Ackerman and Dr. 
Vroom, the luncheon was attended by 
Sinclair T. Skirrow, Great American vice 
president, Mr. and Mrs. William C. Yar- 
nall and Mr. and Mrs. Elmer Stage of 
the Hargert agency. Although he had 
arranged the party, Mr. Hargert was not 
able to attend. However, he sent Mr. 
Ackerman a card with the sentiment “to 
wish you a happy ReBirthday.” 

* * * 


Anderson’s Sherwood Eulogy 

Probably as fine a eulogy as ever has 
been delivered at a funeral was that 
written by the famed playwright Max- 
well Anderson and read by actor Alfred 
Lunt at the funeral of Robert FE. Sher- 
wood, four times Pulitzer prize winner, 
author of several of the best plays 
written by an American, and close per- 
sonal friend of Anderson. The services 
were in St. George’s Protestant Church, 
Stuyvesant Square, New York City. It 
was published by New York Times in its 
story of the funeral and has been widely 
















Postmaster General Arthur E. Summerfield (left), and Assistant Postmaster Gen- 
eral Eugene J. Lyons, Bureau of Personnel, preview the official Safe Driving Day 
poster now displayed on all postal vehicles and in post office lobbies 
throughout the country. 





read. The literary quality of Anderson’s 
comment can be judged by one of the 
paragraphs in his eulogy: 

“He has escaped us now as all escape 
into death, both from friends and ene- 
mies. But the memory of his face, his 
voice, his wit that seemed to gather 
slowly like a storm and flash with its 
lightning, these are still strongly with 
us, and there is none among us that 
doesn’t have a sentence or phrase or 
episode etched on his cortex to remind 
him of what manner of man Sherwood 
was. ... No friend of Bob’s ever found 
him lacking in warmth, sympathy or time 
when there were troubles to be met 
... Many stood in awe of him because 
of his deft and pungent tongue. but apt 
as he was in attack or retort Sherwood 
was readier still to give mercy, happier 
to be tolerant than to be angry.” 

* * x 


Travelers “A Currier & Ives 
Treasury” Published 


I cannot think of a more beautiful and 
effective Christmas gift to give than the 
new volume bearing the title, “A Cur- 
rier & Ives Treasury.” This contains 80 
full page color prints of scenes of an 
early period in American history, to 
gether with comments and a guide to the 
collecting and care of Currier & Ives 
prints. The author and composer of this 
volume is Colin Simkin of the Travel- 
ers. who is regarded as the outstanding 
authority on Currier & Ives. Tt is pub- 
lished by Crown Publishers. 419 Fourth 
Avenue, N. Y., and the price is $10.95. 

Some of the prints were never before 
reproduced in color and most of the 
prints have never appeared in color in 
any stock book. The 80 prints selected 
by Mr. Simkin were designed to repre 
sent all important aspects and neriods 
of the famous lithographers’ work. and 
each print is discussed in detail—its 
quality, importance, raritv and value. The 
nrints, 12x16. are an ideal size for 
framing. The plates used in the volume 
were made from Currier & Ives prints 
in The Travelers collection and most of 
them were oricsgina'ly used in the publica 
tion of The Travelers annual calendar. 

The Travelers in’ 1950 printed more 
than 1.250,000 Currier & Ives calendars. 
The 1954 edition ran to 1.500,000. Since 


the start 15,000.000 of these calendars 
have been printed and distributed by 
Travelers renresentatives. Tn all there 


have been 180,000,000 colored imnressions 
rolled from the nresses of the Western 


Lithographing Co. of Poughkeepsie, 
N. Y 
Colin Simkin is an editorial manager 


of the Travelers public information and 
advertising department. He has _ been 


with the Travelers in that department 
for many years, being made an assistant 
manager in 1948. Prior to joining the 
company he was a Sunday Hartford 
Courant staff member. 

One of the leading authorities on the 
works of Currier & Ives, Mr. Simkin 
since 1936 has directed the production 
of the Travelers annual Currier & Ives 
calendars, an idea he originated and 
which has been credited with an intense 


revival of interest in the lithographic 
prints. 

In the course of his long association 
with the works of Currier & Ives, Mr 
Simkin has become a leading collector 


of their works. He has also maintained 
an active long-time interest in antiques 
as both a collector and an admirer. He 
is a hunting and fishing enthusiast and 
is a member of the Hartford Gun Club 

Mr. Simkin is a charter member of 
the Life Insurance Advertisers Associa- 
tion, a life member of the West Hart 
ford Historical Society, and a member 
of the Marine Historical Association, 
Mystic, Conn. He has also served on 
numerous committees for Community 
Chest, Newington Home for Crippled 
Children, Connecticut Council of 
Churches and other community projects 


* * * 


Insurance Historian Dies 

Marquis James, 64, famous literary 
craftsman who twice won the Pulitzer 
Prize—both times for biographies—died 
in Rye, N. Y., November 19. 

In the field of insurance he first at 
tracted attention by writing the history 
of the Insurance Co. of North America 
doing a masterful job not only because 
of his story of the company but of 
marine insurance also. The book at 
tracted so much favorable attention that 
the Metropolitan Life engaged James 
to write its history. Here again he 
scored highly. It took a couple of vears 
for James to prepare and write the his 
tory of an insurance company. While 
naturally he conferred much with of 
ficers of those companies his main work 
was in research. 

The Pulitzer prizes which James won 
were for his history of General Sam 
Houston, published under the title of 
“The Raven,” and for his two-volume 
study of Andrew Jackson 

Born in Springfield, Mo., 
lawyer who specialized in criminal prac 
tice, Marquis James attended a small 
university in Oklahoma, showed a dis 
taste for mathematics and quicklv_ en 
tered newspaper work. In World War I 
he was a captain. His death was caused 
by a cerebral hemorrhage. Surviving are 

(Continued on Page 38) 
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Two America Fore Cos. 
Propose Stock Splits 


DIVIDEND INCREASE PLANNED 


Continental, Fidelity-Phenix to Recom- 
mend Two-for-One Stock Splits; 
Year-End Dividends Declared 





President Frank A. Christensen of the 


America Fore Insurance Group an- 
nounces that the directors of The Con- 
tinental Insurance Co. and_ Fidelity- 


Phenix Fire Insurance Co., two member 
companies of the Group, will recommend 
to stockholders at their respective an- 
nual meetings in February, 1956, a two- 
for-one capital stock split by reduction 
of the par value of shares for the two 
companies from $10 to $5, without change 
in total capitalization. 

Mr. Christensen also announced that 
in addition to the usual quarterly divi- 
dend of 75 cents per share, the directors 
of each of the two companies declared 
a year-end dividend of 25 cents per 
share. Both dividends will be payable 
December 15, 1955, to holders of record 
November 28, 1955. 


Capital to Remain the Same 


The Continental, with 2,500,000 shares 
of $10 par value, would consist of 5,000,- 
000 shares at the new $5 par. The amount 
of capital will remain at $25,000,000 as 
at present. 

Fidelity-Phenix, with 2,000,000 shares 
of $10 par, would have 4,000,000 shares 


of the new $5. Its $20,000,000 capital 
would remain the same. 


conditions warrant, Mr. 
Christensen stated the two boards of 
directors propose to establish a quar- 
terly dividend rate of 50 cents a share 
on the new capital stock of each com 
pany. 

Such payment, if made, would be at 


Provided 


an annual rate equivalent to $4. per 
share on the present $10 par value 
shares as compared with the annual rate 
of $3 paid on such shares in 1954 and 
1955 

Mr. Christensen stated that if the 
proposed splits become effective, the 
companies would send to each stock 


holder one share of the new $5. stock 


for each share of $10 stock held. The 
stockholder would retain his old cer- 


tificates for stock of the present $10 
shares, which will represent exactly the 
number of shares of the new $5 


same 
stock. 

Stockholders of both companies were 
also advised that they will be asked to 


consider and take action on amendments 
to the charter of the company to reflect 
such capital change as well as other 
changes designed to modernize the pres- 
ent charter. 


“NORBRIT GUARDS” DINNER 
North British Group Service Association 
Holds 11th Annual Fete; 

89 Attend in N. Y. C. 

The 11th annual dinner of the “Nor- 
brit Guards,” 25-year service association 
of North British Group employes, was 
held in the Colonnades at the Essex 
House, New York, recently, with 90 
guests attending from the home office 
and ocean marine department. Among 
those seated at the head table were the 
following trustees: W. L. Nolen, United 
States manager; and J. L. Magen 
heimer, R. P. Stockham and H. P. Linn, 

assistant U. S. managers 

President John J. Casey made the an 
nual report to the membership. Dinner 


arrangements were in charge of S. J. 
Currie. 

Similar “Guards” dinners were held at 
the Atlanta, Philadelphia, Boston, De- 
troit, Chicago and San Francisco branch 
offices 


for members in those areas. 


IAC Aims to Win More 
Friends Among Agents 


56 PLANS AT MEETING 


MAKES 


Gets Out First Issue of Newsletter 
Containing Ad Campaign Ideas; Ad- 
vertising Award Contest Details Ready 








By Wat ace L. CLapp 


In a determined mood to increase its 
usefulness to the fire and casualty in- 
surance industry and particularly to in- 
dependent local agencies and brokerage 
firms, Insurance Advertising Conference 
mapped out its 1956 program of activity 
at an all-day meeting Monday at War- 
wick Hotel, Philadelphia. In attendance 
were about 50 including the advertising 
managers of many of the major fire and 
casualty companies selling through in- 
dependent local agents. 

Edmund V. Schenke, IAC vice presi- 
dent and program chairman, who is ad 
manager of the Royal-Liverpool Insur- 
ance Group, opened both the morning 
and afternoon sessions. He introduced 
\lden M. Taylor, director of public rela- 
tions, Phoenix of Hartford, as chairman 
of the morning panel which centered 
around TAC’s agency service Newsletter. 
Much in evidence was William H. Doty, 
president of the Conference, who is su- 
pervisor of the publicity department, 
Aetna Insurance Group. 


Newsletter Well Received 


Consensus of opinion among IAC 
members attending this meeting, which 
was IAC’s semi-annual gathering, was 
that the first issue of the Newsletter 
represented a lot of hard work and dili- 
gent digging for facts on the part of 
the special committee, headed by Alden 
Taylor, so that state and local agents’ 
associations and county boards could 
have a clear-cut picture of advertising 
and public relations campaigns now be- 
ing conducted cooperatively in various 
parts of the country. 

In all 34 such campaigns are reviewed 
in the Newsletter including the TIS pro- 
gram of the New Orleans Insurance Ex- 
change; the newspaper advertising of 
Kssex County (N. J.) Insurance Agents 
\ssociation; program of the Board of 


Underwriters of the Pacific; that of the 
Advisory 


Texas Insurance Association 
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ROYAL EXCHANGE GOVERNOR 


Lord Kindersley Succeeds Lord Bicester; 
David Bowes - Lyon Sub-Governor; 
L. M. Farrow Deputy-Governor 

Lord Kindersley has been appointed 
governor of the corporation of the Royal 
Exchange Assurance in London. The ap- 
pointment follows the retirement of Lord 
Bicester, now 87, who has been associ- 
ated with the company for 62 years. 

Lord Kindersley, who is 56 and has 
been a director of the Royal Exchange 
since 1928, is chairman of Lazard Broth- 
ers and of the British Match Co. He is 
also deputy chairman of Rolls-Royce and 
a director of the Bank of England. 

David Bowes-Lyon becomes sub-gov- 
ernor. He is a relative of Queen Mother 
Elizabeth. Mr. Bowes-Lyon is a director 
of the Cunard Steamship Co. and, 
among others, of the Dunlop Rubber Co. 
Leslie W. Farrow, appointed deputy- 
governor, is chairman of a number of 
companies and one of Britain’s leading 
chartered accountants, 








in cooperation with the Texas Associa- 
tion of Insurance Agents; the Home- 
town Insurance Agent campaign of Con- 
necticut Association of Insurance Agents 
which won the 1955 Bowen award of the 
NAIA; the Hawaiian newspaper adver- 
tising of the Board of Underwriters of 
Hawaii; the cooperative local association 
ad effort of the California Association 
of Insurance Agents; the TV show 
sponsored by the Dallas Association of 
Insurance Agents; the cartoon-illus- 
trated ads in daily and weekly newspa- 
pers of the Colorado Insurors Associa- 
tion. 

In addition, the Newsletter points out 
that 200 state and local associations are 
doing some public relations advertising. 
The objective of all of them is to im- 
press the public with the personalized, 
conscientious services rendered by inde- 
pendent local agencies and the broker- 
age firms that work with them. As 
pointed out by Jarvis W. Mason, editor 
of the Newsletter, who is vice president 
of Wilson, Haight, Welch & Grover, 
Inc., Hartford advertising agency, “we 
hope to bring to local and state associa- 
tions and their members ideas, facts and 
techniques that have been successfully 
used in the outstanding cooperative cam- 
paigns.” 

It was brought out that the first step 
in this direction is to get agents and 
their association officers to exchange 
ideas. The IAC Newsletter is that ex- 
change, said Mr. Mason. “We have 
simply told where ideas, information 
and complete campaigns may be ob- 




























MANAGERIAL OPENING 


Man, 35-42, interested in public relations ang 
publicity, for challenging manageriaj job 
Insurance experience and background de. 
sirable. May be in insurance now, not 
primarily a public relations man or writer, 
Replies confidential. Box 2360, The Eastern 
Underwriter, 93 Nassau Street, New York 38, 
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tained. The Newsletter is ded. 
cated to the proposition that the sery. 
ices given by the independent local agen. 
cies and brokerage firms are worth the 
commission paid for them, and that the 
problem is to convince insurance buyers 
of the value of this service. 

Of particular interest in the first issye 
was the public opinion study conducted 
by the Insurance Board of St. Louis 
Pointed questions were put to 200 own. 
ers of insurance, one such question be- 
ing: “What do you understand by the 
term ‘insurance agent’?” Of the 2, 
33% said: “One who sells insurance” 
Another 12% said: “A man who sells 
insurance and collects premiums,” while 
8% said: “A man who works for an in- 
surance company.” Another 22% gave 
various replies not showing any knowl. 
edge that an insurance agent or broker 
gives service of value to the insured, 
Less than 25% gave any answer that 
indicated an awareness that insurance 
agents’ advice or any other service has 
value to the insured. This forced the 
St. Louis board to say in its survey 
report that “the insurance agent’s posi- 
tion as an advisor and counsellor on in- 
surance matters was largely unknown, 
or ignored by the great majority of re- 
spondents.” 

The response to the question: “What 
company do you buy your automobile 
insurance from?” brought out that 94.5% 
of respondents were able to identify the 
carrier by name, and in so doing 45% 
named a mutual or direct writer. Re- 
sponses to a further question indicated 
that the number of people who would 
buy mutual or direct-written automobile 
insurance is greater than the number 
who have such insurance now. 


Some Helpful Criticisms 


To assist the Newsletter committee in 
the preparation of future issues—and 
IAC plans to publish at least three or 
four more in 1956—some helpful com- 
ments aimed at improving the readabil- 
ity of the Newsletter were made during 
the morning panel session in Philadel- 
phia. One suggestion was to run fewer 
pages (not more than four) with larger 
text type and larger headings. Another 
was to print in black rather than green 
ink, Still another was to include more 
illustrations. ; 

It was made clear by John Pratt of 
Home Insurance Co., Philadelphia, that 
the Newsletter will not be in competi- 
tion with the insurance press, individual 
companies or with the agency _ service 
rendered by National Board of Fire Un- 
derwriters. “Our plan is to supplement 
rather than to compete,” he said. “We 
should tell in each issue a plain, simple 
story of what agents are doing coopera- 
tively, giving plenty of case history in- 
formation, f we succeed we will 
keep the IAC on the insurance map as 
as an organization, attuned to the needs 
of the industry, which is doing some- 
thing worthwhile.” 

Chairman Taylor gave the background 
facts on how the Newsletter was born 
and Lewis S. Dabney, advertising mana- 
ger, Employers’ Group Insurance Com- 
panies, told about distribution of the 
first issue. The run was_ 5,000 copies. 
Each “A” member of IAC will receive 
25 copies free for his own companys 
use; each executive secretary of state 
associations also receives free. single 
copies and so will officers or public rela- 
tions chairmen of such associations, lo- 
cal or county boards, upon request. 
“A” members of IAC desire additional 
copies the cost to them will be 10 cents. 
To others, and for bulk orders, the 
charge will be 20 cents per copy. 4" 
this way, it was pointed out, IAC will 
be publishing the three or four future 
issues of the Newsletter. It was recom 


(Continued on Page 28) 
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Important Rate Revisions For 


Personal Jewelry, Furs, Cameras 


New rating schedules and rules for per- 
sonal jewelry, furs, cameras and musical 
instruments, reducing costs to policy- 
holders in many areas, have been filed 
by the Inland Marine Insurance Bureau 
with state Insurance Departments of all 
jurisdictions in which the bureau is 
licensed. General Manager Harold L. 
Wayne of the IMIB has recommended 
that changes become effective on all pol- 
icies attaching on or after December B 
and has suggested that outstanding poli- 
cies attaching between October _1 and 
December 1 may be revised as of Decem- 
ber 1 with pro rata return premiums 
allowed from that date to expiration. 

On personal jewelry and_ fur lines the 
new filing removes nationwide flat rating 
and divides policyholders into two 
classes. Those living in the metropolitan 
areas of New York, Chicago and Los 
Angeles go into one classification and 
assureds elsewhere constitute the second 
grouping. Those in the latter category, 
with personal jewelry insurance of less 
than $5,000, or between $5,000 and $10,- 
000, will realize savings in costs up to 
25%. For policyholders in the named 
metropolitan areas will find rates un- 
changed on large policies, 

Under the filing, present rule No. 14 
in the personal jewelry-furs section of 
the inland marine rating manual cap- 
tioned “annual rates” is deleted and the 
following substituted : 

A. Rates for Insurance of Jewelry 
(Per $100 of insurance) are 

For assured whose principal residence is in 

New York City, Westchester, Nassau or Suffolk 


Counties, New York; Cook or Lake counties, IIli- 
nois; Los Angeles County, California: 


First $5,000 ....ccccccees Kee a oes $1.60 
Bee SOLU Uis are 5105s sicislo ave 6 sis-5: ole wieve ooierorsc 1.10 
Next $40,000 .....cccccccccccescccccsees 75 
Excess of $50,000 .......ccccceccscececs -50 
All others: 
TPGC SDIOUD! 6c .:013 9 5:0:66.018 6 bbw oo deen wee $1.20 
BUS SUID ko sce 0:9 010.0 410 Sip bs in.0i0 oksioie' sg sie> 1.10 
EEE S40j000 cos c050 cc cnc apis ccietcnsee es Be 
Excess of $50,000 ......ccccccccssvccsees .50 


C. Rates for Insurance of Furs | 

For assured whose principal residence_is_ in 
New York City, Westchester, Nassau or_ Suffolk 
Counties, New York; Cook or Lake Counties, 
Illinois; Los Angeles County, California: > 
PE STOKIOD. ders 550.0 6 BAR An 0 eae erase’ $0.70 
Next $40,000 ...ccccscpocccccccesseccces .60 
NERISESOUODh seu dt stoke aeecete cua oat 30 
When amount exceeds $100,000—46c on entire 
amount of insurance. 

All others: a 
Pa ere Tee $0.55 
Excess Of $50,000 ...cccsccccsevcccccces 45 

Under new rule 14, specific items of 
jewelry stored in a designated bank vault 
may be insured at an annual rate of 20c 
per $100, subject to an endorsement 
which provides that the insured must 
notify the company, in advance, if the 
property is removed from the vault and 
pay an additional premium for the time 
the items are off the bank premises. Fail- 
ures to make such notification voids the 
coverage, ; 

Mr, Wayne said the bureau believes 
that the 25% rate reduction (from $1.60 
to $1.20) for some personal jewelry poli- 
cies under $5,000 will tend to make the 
coverage more attractive to policyholders, 
outside the metropolitan areas, owning a 
relatively small amount of jewelry. 

The bureau believes that no change is 
warranted in the $1.10 jewelry rate ap- 
plicable to amounts between $5,000 and 
$10,000, although assureds in the non- 
metropolitan areas in this bracket will 
benefit by the rate reduction for the first 
$5,000. Consistently high loss ratios in 
the $10,000 to $50,000 bracket of jewelry 
insurance are largely responsible for the 
25% increase in rates (from 60c to 75c) 
for this group. This increase applies to 
both classifications of policyholders, as 
does the rate increase for amounts in 


excess of $50,000. 
Higher Rates Justified 


_ Mr. Wayne said that the bureau and 
its companies also feel that the higher 
Premiums to be charged policyholders 
whose principal residence is in the metro- 
Politan areas of New York, (Chicago and 
os Angeles are more than justified be- 
cause of the loss experience. Effective 





January 1, 1956, the bureau intends to 
maintain separate statistics on the metro- 
politan business, 

On insurance of furs, the bureau feels 
that the reduced rate of 55c per $100 
will prove attractive to the policyholder 
living outside the metropolitan centers. 

mera Rates Drop 

The nationwide rate for camera insur- 
ance has been reduced from $1.50 to $1.30 
per $100 for the first $5,000 of coverage. 
Rates for amounts above $5,000 remain 
unchanged. Rates for individually-owned 
instruments of non-professionals have 
been reduced from $1.35 to $1 per $100 
on the first $500; from 65c to 45c per 
$100 on the next $1,000; and from 30c to 
25c per $100 on amounts in excess of 
$1,500. Rates for professionals remain 
unchanged. 

Rates for dance bands and orchestras 
have been reduced 20% nationwide. 


Whitiord on Research 


(Continued from Page 1) 





“2. Keep the business in touch with 
its markets. Market research can inter- 
pret markets to both agent and company 
so that business policies may be aimed 
in the right direction and based on facts 
rather than hunches, guesswork, or opin- 
ion. It can help the modern, complex, 
and highly organized business organiza- 
tion to know its customer and his needs. 
For example, would a research program 
have indicated that five or six different 
dwelling forms are needed? 


Reduce Waste in Methods 


“3. Reduce waste in marketing meth- 
ods. The effectiveness of our present 
methods could be measured objectively 
to eliminate inefficiency. For example, 
there has been criticism of most of the 
advertising efforts of insurance compa- 
nies. We need specific research efforts 
to demonstrate the different techniques 
which will result in more efficient mar- 
keting. A cooperative company-agent ad- 
vertising program to help sell a specific 
product can be tested without a large 
financial outlay. If it will sell more of 
that product for less selling cost per 
unit, it will be adopted,” said Mr. Whit- 
ford. 

“4. Discover and evaluate why people 
act as they do in making marketing de- 
cisions. While a great deal of work has 





been done in ‘counting noses’ to deter- 
mine how many and what kind of people 
use a product or service, where they live, 
or where they buy, what they prefer, 
or how they are reached, we still have 
practically no knowledge of one of the 
most vital questions in marketing: ‘Why 
do people buy insurance instead of other 
goods or why do people buy my com- 
petitor’s products instead of mine?’ A 
knowledge of the psychological factors 
that trigger insurance buying decisions 
might well alter present selling tech- 
niques and advertising approaches. 


Develop New Sources of Profit 


“ 


5. Develop new sources of profit 
through the development of new policies 
and new markets. If the concept of an 
indivisible premium for basic coverages 
for a homeowner is sound, are there not 
other homogeneous groups for whom the 
same principle is sound? If there are 
important economies in the package 
principle, research might point the way 
to other large groups such as drug 
stores, or garages, and resulting new 
markets. 

“6. Infuse enthusiasm into the entire 
business organization. With the knowl- 
edge that a company bases its marketing 
activities on a scientific knowledge of 
the market, everyone in the organization 
has a new confidence. The leaders of the 
organization know that they are oper- 
ating intelligently and are following the 
proper course. Every salesman or agent 
would know that his product is right, 
that there is a market for the product, 
that he is being backed up by sound 
advertising, and that the selling methods 
he is using have been proved. 

“7. Foster good public relations. Both 
in the consumer-market and in the in- 
dustrial and commercial market a co- 
operative spirit is developed between 
company, agent, salesman and buyer as 


our activities become more firmly rooted - 


in scientific methodology and a profes- 
sional viewpoint. 


How CPCU Group Could Aid 


To translate what should and can be 
done into action Mr. Whitford sug- 
gested that possibly a committee of in- 
terested men holding CPCU designations 
might undertake a study to outline the 
scope of such a program, the best place 
to have it done and to indicate what it 
might cost. Such a committee, working 
on the professional level and made up 
of all interests, would issue a_ public 
report. Then any group or combination 
of interests could decide whether it was 
practicable to undertake specific pro- 
grams for their own use. 

Another suggestion by Mr. Whitford 
is “to establish within producer and 
company organizations sales departments 





IN THIS NEW INSURANCE ERA ... 


your clients need (I) new and attractive informa- 
tive insurance literature; (2) modern and balanced 


insurance coverage in sound, reliable companies; 
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ROYAL EXCHANGE ASSURANCE 


PROVIDENT FIRE INSURANCE COMPANY 


THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


Representation in Principal Cities and Towns of the United 
States and 


(3) prompt and equitable claims service. 
e The Royal Exchange renders all three, and its 


235-year reputation enhances an agent's pres- 
tige. 


Exchange 


Fire, Marine & Casualty 


Fidelity & Surety Ih 
G ouff 


111 JOHN STREET, NEW YORK 


in Most Countries Throughout the World 








RETURNS TO HOLLAND TODAY 





Hans Caviet of Amsterdam Spent Five 
Weeks Here Studying U. S. Methods; 
Located at Appleton & Cox 

Flying back today to his home in 
Amsterdam, Netherlands, is Hans Caviet, 


partner in the Dutch insurance firm 
of Moes & Caviet, who spent five 
weeks in the United States studying 
American insurance methods. Mr. 


Caviet, youthful, handsome, vigorous and 
a man of ideas, was accompanied on this 
visit by his wife. He made his head- 
quarters in New York at the home office 
of Appleton & Cox, Inc., for Moes and 
Caviet represent the Westchester Fire, 
through Appleton & Cox for marine in- 
surance, in Holland and Indonesia. The 
Dutch underwriting office also repre- 
sents the Glens Falls through the Amer- 
ican Foreign Insurance Association for 
fire and other lines. 

One of the best known insurance 

offices in Amsterdam, Moes & Caviet 
was founded in 1882 by Hans Caviet’s 
grandfather. While firmly established 
through years of operation, the office is 
studying the future, and is preparing for 
continued expansion, particularly — in 
aviation insurance. Mr. Caviet said his 
office acts as managers for the Dutch 
aviation pool and while here he visited 
the headquarters of United States Avia- 
tion Underwriters in New York. He 
likewise went up-state to Glens Falls, 
N. Y., to the home office of the Glens 
Falls Insurance Co., and went. sight- 
seeing in Washington, D. C., and Vir- 
ginia. 
_ Mr. Caviet visualizes growing mutual 
interest in exchange of ideas between 
American and European insurance 
offices, keeping pace with closer ties 
between the United States and other na- 
tions. He started in insurance in 1946, 
spending a year in the Far East, which 
was followed by a year in London with 
the office of Wills, Faber & Dumas. He 
then returned to Holland to be associ- 
ated with Moes & Caviet. In September 
this year he attended the International 
Marine Insurance Union meeting at 
Monte Carlo. 


staffed by qualified people who would 
supply specialized marketing information 
and sales training programs for its mem- 
bers. Perhaps before such a program 
were started, the staff of some organiza- 
tion should pick out a trading area in the 
United States as an experimental test 
region, 

“Within that trading area, the staff 
could develop from its members the 
total number of automobiles presently 
insured, and the total number of owner- 
occupied homes insured. Members of the 
group would then report the data month- 
ly to headquarters. The staff, in turn, 
would prepare an index based on actual! 
car registrations, number of owner-occu- 
pied dwellings, and new home starts, and 
would furnish the index to each indi- 
vidual member. That member could then 
measure performance against potential. 

“My third Suggestion is for producer 
and company organizations to watch the 
trends and developments in other busi- 
nesses—even though seemingly unrelated 
to the insurance business—and promptly 
furnish such information and its implica- 
tions to us. 

“My final suggestion is study of the 
selling and promotional activities of the 
successful life insurance companies.” 


N. Y. C. Pond, Blue Goose, 


Dinner on December 7 
New York City Pond of Blue Goose 
will hold a dinner meeting on Wednes- 
day evening, December 7, at the Rail- 
road-Machinery Club of New York, 
30 Church Street. There will be a re- 
ception at 5:30 p.m. followed by dinner 
at 6:30 p.m. This meeting will honor 
S. R. “Cy” Howard, past most loyal 
gander, who is retiring December 31 as 
head of the Philadelphia office of the 
North British Group. Most Loyal Gander 
John J. McAndrews says there will be 
a program of entertainment arranged 
by Lew Buck. 
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Personal Articles Floater Has 
Important Role in Dwelling Field 


Many property owners, even those with 
the newest broad forms or package polt- 
cies, need additional all risks coverage on 
furs, jewelry and other valuables, says 
Ernest J. Wilson, special agent of the 
Hartford Fire, writing in the current issue 
of The Hartford Agent, publication of 
the Hartford Companies. To fill this need 
the personal articles floater has assumed 
an important new role in the dwelling field. 
that of a companion policy to the broad 
form dwelling covers, says Mr. Wilson 
Writing in The Hartford Agent he out- 
lines the new use for the PAF as follows: 


Combining, as it does, many classes of 
personal property under a single con 
tract, the personal articles floater fur- 
nishes ail-risk coverage on specific ar 
ticles of value. The need for this con- 
tract becomes most apparent when we 
recognize the limitations of the dwell- 
ing policies when applied to certain 
types of valuable property. 


Many Classes of Property Eligible 


Any policy designed for blanket cov- 
erage on contents has important limita- 
tions and exclusions and the dwelling 
policies are no exception. They are de 
signed to cover only those hazards usual 
to the majority of items and the rating 
formulae are developed accordingly. 
Since these limitations restrict coverage 
on certain articles of value, those ar- 
ticles must be considered separately on 
the basis of the hazards to which they 
are most likely to be exposed. 
1 classes of 


There are many property 
eligible for all-risk coverage under this 
policy: ; 

1 Cameras and other photographic 


equipment. J 

2. Fine arts, including valuable paint- 
ings, pictures, tapestries, oriental rugs, 
antique china and furniture, and other 
fine objects. 

3. Furs and fur trimmed garments. 

1. Golfers’ equipment. 

5. lewelry and watches. 

6. Musical instruments. 

7. Silverware, pewterware 


and gold- 


8 Stamp and coin collections. : 
Other classes of eligible property 1n- 
clude the following (by attachment 01 
all-risk scheduled equip- 
ment rider): ; 
9. Outboard motors and boats, boating 
and boat trailers (inboard 


personal 


our 


equipment 


boats may be insured under separate 
p< licies). 
10. Fishing, hunting and other sports 
equipment ‘ 
11. Licensed amateur “ham” radio 


equipment (mobile or fixed). _ 

12. Self-powered lawn maintenance 
and snow removal equipment. 

13. Portable radios, typewriters, hobby 
equipment and similar mobile personal 
equipment except ordinary household 
furniture not customarily moved from 
the assured’s premises, and clothing. 

\ll articles to be insured must be in 
dividually described with a specific 
amount of insurance applying to each 
Blanket insurance, however, may be pro 
vided on golfers’ equipment, silverware 
and stamp and coin collections. 


Limitations of Dwelling Forms 


Here are some of the advantages of 
the personal articles floater: 

Protection is afforded against all risks 
of loss or damage, whether at home or 
away. This is. particularly desirable 
when we consider the restrictions on 
coverage in many blanket policies. For 
example, even the broadest of the dwell 
ing policies—the Homeowners “C” Policy 

insures boats against windstorm and 
hail only if the boats are within fully 
enclosed buildings 

\s another example, policies which 
provide coverage against theft as a 
named peril do not cover loss of precious 
or semi-precious stone from its setting 
in any watch or piece of jewelry. Our 





records indicate that the majority of 
losses on such classes as jewelry, furs, 
boats, outboard motors, fine arts, are not 
due to fire or extended coverage perils 
or even burglary, but instead to losses 
usually recoverable only under all-risk 
forms. 


THE 


Causes of Loss 


The major cause of jewelry losses 
seems to be loss by simple disappear- 
ance, accidental splitting or cleavage of 
the stone and the like. Fur coat claims 
are often due to accidental damage, such 


LONDON + TORONTO - 











§ * FOUNDED 1877 


116 JOHN STREET, NEW YORK 38, N. Y. 
PARIS « 





OFFICES 


VANCOUVER «+ SYDNEY 








as the spilling of liquids or the acci- 





dental tearing or ripping of a fur gar- 
ment. Boats and their equipment are 
frequently damaged due to the hitting 
of submerged objects while in the water. 
Other sports equipment losses result 
from loss overboard. 

Fine arts items are highly susceptible 
to various types of accidental damage, 
particularly breakage of fragile articles. 
Valuable oriental rugs are subject to 
water damage and _ spilling of liquids. 
Accidental losses such as these are not 
covered under most contents insurance 
policies even though scheduling may be 
permitted, except where all-risk cover- 
age is provided, and then usually subject 


FOR 


Manufacturers 
ONLY! 


a Package Insurance Policy 
with Major Benefits 


to a deductible. Other causes of loss too 
numerous to mention apply with equal 
force to other classes of property eligible 
for coverage and simply serve to em- 
phasize the need for all-risk protection. 


No Set Limits 


The only limits of liability in the per- 
sonal articles floater are the amounts 
of insurance shown in connection with 
each item insured. On the other hand, 
all of the multiple peril dwelling poli- 
cies place certain arbitrary limits on cer- 
tain classes of property. 


For example, Homeowners Policies 





The most advanced step taken in industrial insurance in decades 
is the Manufacturers Output Policy. If you are a manufacturer, 
this policy will streamline your present insurance protection. 
You benefit because the Manufacturers Output Policy is... 


COMPREHENSIVE: It is an “all-risks’’, all-inclusive and 
nationwide plan, excluding coverage only on the manufacturing 
premises. By incorporating in a single policy all forms of 
physical damage insurance usually available on a manufacturer’s 
personal property. it prevents dangerous omission and costly 
over-lapping of coverages in a company’s insurance program. 


CONVENIENT: The manufacturer has only one policy—and one 
rate to pay monthly on insured values—no bewildering complexity 
of policies with premiums falling due at various times for 

varying amounts. And no cumbersome schedules of 

locations or units are required. 


CONTINUOUS: Since it automatically continues in force with 
the payment of its premiums, there is no possibility of 
a failure to renew. 


The Atlantic Companies were among the first to develop this 
new concept of industrial insurance protection. To find out how 
this modern insurance can benefit your company, ask your 
insurance agent or broker for more details about our 
Manufacturers Output Policy.* 


* Available to risks located in all but seven states. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
49 Wall Street « New York 5 
Baltimore + Boston + Charlotte - Chicago + Cincinnati + Cleveland + Columbus + Dallas - Detroit 
Grand Rapids + Houston - Indianapolis + Los Angeles - Milwaukee - Newark » New Haven - New Orleans 
Philadelphia + Pittsburgh - Portland - Richmond ~- St. Louis + San Francisco + Seattle + Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 


This advertisement appears in the country’s leading newspapers 


es 


“A” and “B” limit theft insurance op 
any single unset gem or article of jew. 
elry or fur to $1,000; the Homeowners 
“C” policy, although providing all-risk 
coverage up to $500 on jewelry, watches 
and furs, limits additional coverage op 
such items to essentially fire, extende( 
coverage perils, burglary and holdup 
(burglary is defined as the felonious tak. 
ing of property from within a room or 
building by a person who has made 
felonious entry into the room or build- 
ing by force or violence of which there 
are visible marks by tools or explosion 
at the place of such entry). The actual 
cash value clause common to practically 
all fire policies does not apply to jew- 
elry, watches, furs and fine arts when 
insured under the personal articles 
floater. 


No Deductible Clause 


The policy does not contain a deducti- 
ble clause, thereby allowing partial or 
total losses to be paid in full. 

Since separate rates apply to each 

class of property, the individual need 
pay only for that coverage afforded 
specific articles insured. This is ex- 
tremely advantageous to the insured 
since rates for different classes of prop- 
erty vary considerably. For example, in 
many instances the rate for fine arts 
items is little more than the fire con- 
tents rate applying. 
_ Whether written alone or in combina- 
tion with any of the dwelling contents 
policies (including the package and 
broad form dwelling policies), the per- 
sonal articles floater is an integral part 
of any client’s insurance program. Its 
flexibility offers every agent a wonderful 
opportunity to tailor the coverage to his 
insured’s exact needs. 


PAF for Scheduling of Furs, 


Jewelry on Homeowners 
Numerous insurance companies are 
now providing a special form of personal 
articles floater which is being attached a 
an endorsement to Homeowners’ policies 
to give coverage on scheduled jewelry, 
furs, and other property. Likewise : 
premium summary form exists to com- 
bine the two premiums and outline in- 
stallment payment plans. 

There is no saving in premium throug! 
addition of the personal articles floater. 
as it is being attached to Homeowners 
policies as though it were a_ separate 
policy to take. care of scheduled items 
In most company offices the two forms 
are treated separately by the fire and 
marine departments and sometimes billed 
separately, 


] 





Honor Two New Members of 
Wm. McGee Co. Service Club 


The Twenty-Five Year Club of Wm 
H. McGee & Co,, Inc., marine under- 
writers, New York City, honored two 
new members at a dinner at the Latin 
Quarter last week. 

The new members, Miss Saida Loga" 
and Frederick Yerks, were each givel 
the usual presentation in appreciation 
of their 25 years of service. 
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FIRE LOSSES SHOW INCREASE 





Reports October Losses Rose 
1.9%; Ten Months’ Losses 
Up by 2% ; 

Estimated fire losses in the United 
States during October amounted to $58,- 
=78,000, the National Board of Fire Un- 
derwriters has reported. : 
According to Lewis A. Vincent, 
NBEU’s general manager, this $58,778,- 
000 loss represents an increase of 1.9% 
over losses of $57,668,000 reported for 
October, 1954, and a decrease of 10.9% 
from losses of $65,970,000 for last Sep- 
tember, 1955. ae 
Losses for the first 10 months of 1955 
now total $727,222,000, an increase ot 
02% over the first 10 months of 1954, 
when they amounted to $725,440,000. 
These estimated losses include an allow- 


NBFU 


ance for uninsured and unreported 
wisses. 

Mouth 1955 1954 
January $ 75,265,000 $ 86,493,000 
NaWTIATY «+ seas $5,046,000 78,928,000 
March soccer 88,197,000 84,821,000 
Ail” Sonat 78,632,000 77,933,000 
rage «lo Nat ae 71,729,000 62,282,000 
Rae: ccand ene 70,828,000 65,533,000 
lg) 3. cx eiakasres 61,614,000 69,532,000 
AEISt <0s0ees 71,103,000 78,163,000 
September 65,970,000 64,087,000 
Octo 58,778,000 57,668,000 
November ...-. 61,663,000 
December sees 83,881,000 

eens eres eee 
$727,222,000 $870,984,000 





ROBERT BALDWIN DIES AT 64 





Pioneer in Field of Aviation Insurance 
in New York; Known as World 
Traveler and Archaeologist _ 

Robert Howe Baldwin, pioneer in the 
feld of aviation insurance and well 
known in New York, elsewhere through- 
out this country and in Europe when 
connected with Barber & Baldwin, avia- 
tion underwriters in New York, died 
November 17 at St. Luke’s Hospital. He 
was 64 years old. eee 
Mr. Baldwin was born in Nyack, N. Y., 
and was the seventh son of the late 
Truman H. Baldwin and Mrs. Lesa Sage 
Baldwin. Graduated from the Lawrence- 
ville School, he later attended Cornell 
University, which he left to go into in- 
surance work. In World War I, he 
served overseas as captain of a com- 
pletely motorized American Field Artil- 

lery battery. 

After the war he organized one of the 
first aviation insurance underwriting 
offices in this country, which became 
Aero Insurance Underwriters. His early 
policies, written in longhand, covered 
many well-known personages and im- 
portant flights. : 

In recent years he had been president 
of his own insurance business at 41 
East Forty-second Street. Mr. Baldwin 
was also the founder of the Colonial 
States Fire. He was well known as an 
amateur archaeologist and had_ toured 
the world in pursuit of his hobby. He 
and his wife, the former Esther Helen 
Eberstadt, had returned recently from 
an extended journey through the Middle 
East, North Africa and Europe, in the 
course of which they visited many per- 
sonalities of rank. 

Mr. Baldwin established the scholar- 
ship bearing his name at Baghdad Col- 
lege, Iraq. He leaves his wife, and three 
brothers, Herbert L. and Clarence T. 
Baldwin of Nyack, and Ralph Baldwin 
of Quogue, L. I 





October Losses Down 

New York Board of Fire Underwriters 
reports a decrease in number and 
amount of incurred losses for the month 
of October. Total number of losses was 
2,874 compared to 4,129 in October, 1954, 
tor a decrease of 30.39%. Amount of 
losses for the month totaled $1,721,730 
compared to $1,789,169 during the same 
period last year, for a decrease of 3.76%. 

Losses for the ten months of 1955 to- 
taled 22,646 in number for an increase 
of 37.63%. In the same period last year 
losses numbered 16,454. Amount of 
losses for the period was $21,333,154 over 
last year’s losses of $20,906,575, for an 
Increase of 2.04%. 
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FOR Quatiry PROPERTY INSURANCE. SEE YOUR HOMETOWN AGENT! 


the bill came to $2,042,803,288 
paid by THE HOME | 











HOW 
THE 
BIG ) 


PAY-OUT 


CONVINCE 









When it comes time to 
collect, you realize the value of 
good insurance. 

Many th 





YOUR 





ds of people—h s,b , farmers 
have made this discovery about The Home Insurance Company 
Through the burning of cities, windstorms and other disasters, 
The Home has paid—big losses and small—promptly and fairly 
The value of the services of The Home can be 

measured by the size of the bill—over two billion dollars 

paid out in losses since 1853 

Equally important have been the human, devoted and skilled 
services of the agents of The Home. Without them, 

this record could never have been attained 


ed CO) od 













For your protection, it’s wise to see your own Home agent. 


THE 


ORGANIZED 1853 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE « AUTOMOBILE + MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokers 








The Home Insurance Company’s 
new advertisement dramatically 
illustrates the point about insurance 
that most interests the policyholder— 
prompt and fair claim settlement. 
One of the most powerful sales 
factors you have working for you 

is the prospect’s knowledge that 
you render the same skilled service 
after a loss as you do in the 

original selling. 





H. Clyde Edmundson 
Retiring in January 


WITH AMERICA FORE 36 YEARS 





Vice President and Pacific Coast Man- 
ager 44 Years in Insurance; Nicholas 
Dekker Appointed His Successor 





After 44 years in the insurance busi- 
36 of which have been with the 
America Fore Insurance Group, H. Clyde 
Edmundson, vice president and manager 
Pacific retiring 
under the group’s retirement plan. Vice 
President Nicholas Dekker who came to 
the Pacific department from the home 


ness, 


of the department, is 


office in September, 1954, will assume 


the duties relinquished by Mr. Ed- 
mundson. 
A native of Omaha, Nebraska, Mr. 


Edmundson received his elementary in- 
training in the Foster-Barker 
agency of that city. In 1911, he joined 
the Scottish Union and National as a 
special agent in Denver, Colo. In 1913, 
Mr. Edmundson was transferred to Spo- 
kane, Wash. 


In 1920 he joined the Niagara Fire as 


surance 


State agent in Minneapolis, supervising 
Minnesota and the Dakotas. Six years 
later, he came to the home office of the 
Niagara in New York City as agency 
superintendent in the division handling 
Western department business. 

In 1929, Mr. Edmudson transferred to 
Chicago in the capacity of agency su- 
perintendent there until February, 1938, 
when he was transferred to the Pacific 
Coast department in San Francisco. In 
May, 1938, he was elected assistant sec- 
retary of the fire companies. 

Less than a year later, in January, 
1939, Mr. Edmundson was elected vice 
president in charge of the fire companies 
of the Pacific department, and in Janu- 
ary, 1949, was placed in charge of all 
Pacific department operations. 

Mr. Edmundson has been active on 
many committees of the Pacific Fire 
Rating Bureau, chairman of F. I. A. 
Executive Committee and past president 
of the Board of Fire Underwriters. He 
is also a member of the Blue Goose. He 
will relinquish active duties early next 
January and plans shortly thereafter to 
take a Mediterranean cruise with Mrs. 
Edmundson. 


Schmid Made State Agent 
Phoenix-Hartford Group 


Robert H. Schmid, formerly special 
agent for the Phoenix of Hartford 
‘Group, has been promoted to state agent. 
In his new capacity he will be in charge 
of company field operations in the states 
of Vermont and New Hampshire where 
he previously served as special agent for 
the Phoenix Group. 

A graduate of Wharton School, Uni- 
versity of Pennsylvania, Mr. Schmid 
served as an ensign in the United States 
Navy prior to joining the Phoenix Group 
in 1947. State Agent Schmid will con- 
tinue to make his headquarters in the 
Amoskeag Bank Building in Manchester, 
New Hampshire. 


Mariners Told of Perils 


Hugh A. Mullins spoke before the 
New York Mariners Club at their dinner 
meeting in Fraunces Tavern last week, 
on the subject of Basic Marine Perils. 

Mr. Mullins, vice president of Frank 
B. Hall & Co., Inc., is a former chairman 
of the Average Adjusters Association. 
He has taught at Columbia University 
and the University of Pennsylvania, 
while his book, “Marine Insurance 
Digest,” is widely acclaimed by the in- 
dustry. - 

Mr. Mullins in his talk presented for 
a most appreciative audience a compre- 
hensive coverage of the perils of the sea 
as set forth in the Hull and Ocean Cargo 
policies. 
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Ter Bush Chairman, Devlin President 
Of Prominent Schenectady 



















Newly elected officers of the Ter Bush & Powell, Inc., agency of Schenectady, 
N. Y., which has offices also in New York and Buffalo, are, left to right: Vincent 
dePaul McMullin, vice president, casualty, fire, marine lines; David A. Ter Bush, 
chairman of the board; John M. Devlin, president; James J. Cunningham, vice 
life, accident, hospital lines. 


president, 


columns 
founder 
insurance 


half 


As announced briefly in these 
last week David A. Ter Bush, 
of Ter Bush & Powell, Inc., 
agency of Schenectady, N. Y., a 


century ago and who has been its presi 
dent, has been elected chairman of the 
board. John M. Devlin has been ad- 
vanced from executive vice president to 
president. 

James J. Cunningham and _ Vincent 
de P. McMullin have been elected vice 
presidents and Harrison S. Henry, vice 
president in the New York City office, 


is now vice president in chi irge of group 
activities in all the company’s offices. 
In becoming board chairman, Mr. Ter 
3ush said that he looks for the con- 
tinued excellent growth of the agency 
and its services to the insuring public 


Careers of Officers 


Mr. Devlin has been with Ter Bush 
& Powell, Inc., since 1944, and is presi- 
dent of the Schenectady Industrial 
Corp., past president of the Schenec- 
tady Safety Council, and an active mem- 
ber of the Schenectady Chamber of 
Commerce, the Schenectady Boy Scout 
Council, and the Schenectady County 
Insurance Agents Association. He has 
been active in many community fund 
raising drives, and is a member of the 
Mohawk Golf Club 

Mr Cunningham will 


have charge 


of the agency’s life, accident and _ sick- 
ness insurance activities in all their 
offices. He was elected a director a year 


ago and has been manager of the life 
department in Schenectady since 1944. 
He is past president of the Schenec- 
tady Life Underwriters Association and 
a director of the Life Insurance and 
Trust Council of Eastern New York, 
a director of Junior Achievement, Inc., 
of mumenectndy, and an active member 
of the Sales Executives Club of 


New York He is 


eastern 
a member of the Mo- 


hawk Club, the Mohawk Golf Club, and 
the Rotary Club of Schenectady. 

Mr. McMullin was also elected a di- 
rector of the agency. He received his 
B.S. degree from St. Joseph’s College 
and attended the University of Pennsyl- 
vania Law School. Mr. McMullin was 
appointed agency supervisor of fire and 
casualty production in 1951 and_ pro- 
moted to manager on July 1, 1954. He 
served three and a half years in Naval 
Aviation and was discharged as_ lieu- 
tenant (j.g.) He has_ been active in 
community affairs serving on the fund 
raising campaigns of the Y. M.C. A. and 
the Boy Scouts, and is a member of the 
Schenectady County Agents Associa- 
tion. 

Mr. Henry was elected vice president 
and director a year ago and was mana- 
ger of the firm’s New York office since 
1950. He is a past director of the Life 
Underwriters Association in New York 
City, a member of the D. K. E. Club, 
and the Wee Burn Country Club. 

Other officers of Ter Bush & Powell 
are: George S. Whitney, vice president; 
John A. Holland, Sr., vice president; 
William Aydelotte, CLU, vice president; 
William Wagner, secretary and _ treas- 
urer; Ralph J. Warren, assistant secre- 
tary and treasurer; Reuben D. Head and 
Charles A. Carlisle, Jr., directors. 

Ter Bush & Powell, Inc., one of the 
largest insurance agencies in the East, 


will celebrate its 50th anniversary in 
January. 
WALTER J. TAIT DIES 
Walter J. Tait, a retired Canadian in- 


surance man, died November 10, in 
Rochester, N. Y., where he moved two 
months ago. He was in the insurance 
business 41 years in _ Winnipeg and 
served as manager for Phoenix in West- 
ern Canada. 





Agency 


Hunter Brown Dies at 65; 









HUNTER BROWN 


Hunter Brown, long a leading agent 
at Pensacola, Fla., and president of the 
National Association of Insurance Agents 
in 1945-46, died November 16 in the 
Baptist Hospital in his home city. Mr. 
Brown, president of Fisher - Brown, Inc., 
was one of the most personable figures 
to head the NAIA and made many 
friends throughout the country. 

Previous to becoming president of the 
National Association at Chicago in 1945 
Mr. Brown had served as vice president 
and was a member of the executive com- 
mittee in 1942 and 1943. A native of 
Louisville, Ga., where he was born in 
1889, he would have been 66 years of 
age on December 11 of this year. 

{r. Brown was graduated from the 
Georgia School of Technology at At- 
lanta and went to Pensacola in 1908 to 
join his brother’s insurance agency, the 
L. S. Brown Co. Soon afterwards the 
agency was consolidated with the Fisher 
Insurance Agency as Fisher-Brown, Inc. 





B’klyn Brokers Hold Annual 


. 

Dinner; Carbone New Pres. 

The Brooklyn Insurance Brokers As- 
sociation held its 43rd annual dinner- 
dance last week in the grand ballroom of 
the Hotel St. George, Brooklyn. The 
gala affair was attended by nearly 500 
association members and guests. 

Former N. Y. State Senator Mario M. 
De Optatis was presented with the 1955 
Merit Award of the association by re- 
tiring President Harold Fleischer, for 
his efforts on behalf of the insurance 
profession, particularly for his part in 
the fight against compulsory automobile 
insurance. Retiring President Fleischer 
was awarded a plaque for his service 
during the past year. 

Joseph A. C arbone is the new presi- 
dent of the brokers’ association, Mr. 
‘Carbone is associated with the firm of 
A. Carbone & Son, Brooklyn. Active in 
civic affairs, President Carbone is also 
president of the Bay Ridge Real Estate 
Board, Inc. 

Other newly 
ensuing year are 
vice president ; Frank 
ond vice president : Peter A. Locke, 
third vice president; Louis J. Maresca, 
secretary; and David H. Krasnoff, treas- 
urer. 


elected officers for the 
Jerome H. Gerst, first 
A. Schiraldi, sec- 


Frank J. Miller, President 
Square Club of New Jersey 


Frank J. Miller of 331 Van Emburgh 
\venue, Ridgewood, N. J., special agent 
for the St. Paul Insurance Cos. was 
elected president of the Insurance 
Square Club of New Jersey. 

Other officers elected were J. Clifford 


Former NAIA President 


















WEGHORN 
HAS GOOD 
COMPANIES 


—because, 
as you now know— 


WEGHORN IS 
GOOD TO 
BROKERS 








NEW YORK ¢ JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


Starts Monday, Dec. 5, for 
Brokers’ Examination on March 15, 1956 


Starts Monday, Dec. 5, for 
State Examination on Feb. 29, 1956 


NOTARY Pustic COURSE 


Starts Tuesday, Dec. 6 
for Examination on Jan. 10, 1956 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 

INSTITUTE OF 


INSURANCE 
132 Nassau = 
New York 38, ° 
Near City Hall 
COrtiandt .7-7318 


\ HERBERT J. POHS, Founder-Director 














Morrison, Asbury Park, state agent, Pa- 
cific National, 1st vice president. 

Christian Young, Newark, vice presi- 
dent, W. H. Meeker, Inc., Insurance 
Agency, Elizabeth, 2nd vice president. 

Floyd S. Hann, Little Falls, engineer, 
FIRONJ, treasurer; and Frederick J. 
Pye, secretary, Calvin Baile, chaplain; 
Alfred G. McIntyre, marshal; Robert 
Pfeifer, tyler. 





HAZELGROVE SPECIAL AGENT 

Great American Insurance Co. has ap- 
pointed William L. Hazelgrove, special 
agent in eastern Virginia. He will be 
associated with State Agent Richard B. 
Leary and have headquarters with_him 
in Richmond, Va. Prior to joining Great 
American, Mr. Hazelgrove was with the 
Virginia Insurance Rating Bureau. 


WAniersay 


1905 a 1959 
JOSEPH 
GOLUB 
AGENCY 


* 
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130 WILLIAM STREET 
New York 38, N. Y. 
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Transferred to NBFU’s 


W. V. SLEVIN 


W. V. Slevin has been transferred 
to the adjustments department in New 
York from the Pacific Coast office of the 
National Board of Fire Underwriters. In 
his new capacity Mr. Slevin will work 
directly under the supervision of B. P. 
L. Carden, general adjuster. 

Born in Des Moines, Iowa, Mr. Slevin 
attended the schools there and while at- 
tending Drake University Law School 
was appointed a special agent of the 
Federal Bureau of Investigation. The 
FBI assigned him to duties in the na- 
tion’s capital and later to bureaus in At- 
lanta and Savannah. In 1944 he was 
assigned to duty with the Army’s Coun- 
ter Intelligence Corps. Two years later 
he rejoined the FBI and was reassigned 
to Washington, D. C. During this period 
he attended George Washington Uni- 
versity Law School. 

In July, 1950, Mr. Slevin resigned from 
the FBI to join the arson department of 
the National Board in San Francisco. 





Morse on Marine 


(Continued from Page 24) 


Syndicate bears witness to the benefits 
that can be achieved in private business 
through the cooperation of a friendly 
government,” declared Mr. Morse. 


Minimum Insurance Requirements 


“Another problem which has received 
our attention recently is minimum insur- 
ance requirements. During the present 
year minima have been established for 
marine and war hull and P. & I. cover- 
ages for subsidized, chartered and mort- 
gaged vessels. So far, these require- 
ments have appeared to meet our needs 
adequately and we believe that most 
owners and charterers are satisfied with 
them. Our approach has been that in 
case of serious loss either to the vessel 
or the public that adequate insurance 
Proceeds should be available. In the 
case of a mortgaged vessel, our interest 
1s primarily financial but we do recog- 
nize that the Government is interested 
Mm satisfaction of third party claims and 
In vessel replacement in case of total 
Oss, 

“Accordingly, on mortgaged and char- 
tered vessels we have not considered 
up to the present any maximum. In the 
case of liability coverage, we have felt 
that we should not second-guess the 
Owner or operator’s judgment as to the 
maximum extent of coverage he feels he 
needs to protect himself. 

In the case of a subsidized oper- 
ator, there are additional considerations. 
While up to the present we have not im- 
Posed any maximum limitations, there 
remains the age-old problem of possible 
Maximum total loss coverage operators 


New York Head Office 





may carry. This problem is more appar- 
ent when it is borne in mind that since 
World War II the Administration has 
assumed the risk of total loss of its 
interest in vessels built, sold or operated 
with a subsidy. The fundamental ques- 
tion here is whether the Government 
retains an insurable interest in vessels 
built with construction-differential sub- 
sidy or whether construction-differential 
subsidy is of a purely construction pro- 
motional character. 


“Question arises as to whether or not 
the owner should be able to cover more 
than his interest in the ship for total 
loss purposes. It could be determined 


that for subsidy payment purposes we 
will recognize a maximum permitting 
the owner to carry such excess total loss 
as he chooses but it does not appear 
that his action on this alone would solve 
all of the related problems. If the oper- 
ator should recover more than his equity 
in his vessel, due to a total loss, there 
is a fear from some sources that this 
excess would be unjust enrichment re- 
sulting from a Government construction- 
differential subsidy. 


“We will always welcome your sugges- 
tions and we will continue to come to 
your markets for advice which you have 
always given freely.” 


Testimonial Dinner for 


Wm. E. Hill, GAB, on Dec. 8 

A testimonial dinner for William E. 
Hill, long the popular secretary of the 
General Adjustment Bureau, will be 
held on Thursday evening, December 8, 
at the Railroad-Machinery Club, 30 
Church Street, New York City, under 
the sponsorship of the Loss Executives 


Association. About 300 of Mr. Hill's 
friends will attend. Gilbert L. Scott, 
vice president of the North British 


Group, is chairman of the dinner com- 
mittee. Mr. Hill is retiring from the 
GAB on December 3}. 
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your Man... 
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help with your 
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Whether you have an insurance claim, 
or some other insurance problem, 
the local independent agent is the man 
best qualified, by training and experience... 


and is ready, at all times, to help you. 


Great American 


GROUP OF Insurance Companies 


FIRE - MARINE +: CASUALTY + SURETY 


Great American - Great American Indemnity - American Naticnal Fire - Detroit Fire & Marine - Massachusetts Fire & Marine - Rochester American 


17,000 LOCAL AGENTS © WwW 


ORLD-WIDE FACILITIES ©¢ 
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WILLIAM G. McILWAIN 


advancements have 
North Star Reinsur- 
member of General Reinsur- 
James Boutz, William C. 
Mecllwain, John C. Steggles 
appointed vice presidents of North 
Merritt 


secretary. 


Four executive 


been announced by 


ance Corp., 


ance Group. S. 


and have 


been 


Star and H. Soper has been 


named 
Boutz, MclIlwain Careers 


Mr. Boutz, a graduate of Kansas Uni- 


and of its law ied had previ- 


versity 

ously been a secretary of the North Star. 
He will continue to be engaged in fire 
and inland marine insurance in the Gen- 
eral Reinsurance Group’s Midwestern 


Boutz, 


Kansas City, Mo. Mr. 


office in 





H. MERRITT SOPER 
PCU, has been with North Star since 
1952 when he joined the company as an 
assistant secretary. Prior to that time 


he had been with Employers Reinsurance 
Corp. 

Mr. Mcllwain joined North Star as an 
underwriter in 1953 becoming successive- 
ly assistant and 
that had 
ie United States Fidelity 


secretary 
time he 


secretary. 
Prior to worked with 


and Guaranty 





Four Executive Appointments 


Made by North Star Re. Corp. 


JOHN C. STEGGLES 


Co. and with Seibels, Bruce & Co. He 


is a graduate of the University of North 
Carolina and served in the Naval Air 
Corps in World War II. 


Steggles, Soper Careers 


S. JAMES BOUTZ 


secretary two years later. He 
became a secretary of the company in 
1954. Mr. Steggles entered the insurance 
business in 1937 with Messrs. Alex How- 
den & Co., Ltd., brokers and underwrit- 
agents at Lloyd’s of London. He 
was associated with Howden’s marine 
department until he came to the United 
States. 

Mr. Soper went to North Star 
the Travelers where he had been assis- 


tant superintendent of marine under- 
writing in the New York office. He had 
been with the Travelers since 1939 except 


assistant 


ing 


from 









































Mr. Steggles went to North Star from for Army service during World War 
England in 1950 and was appointed an II. 
INCORPOILA 
NEW YORK 
American Equitable Assurance Company 
of New York 
Organized 1918 
Globe & Republic Insurance Company of America 
Established 1862 
Merchants and Manufacturers Insurance Company 
of New York 
Organized 1849 
New York Fire Insurance Company 
Incorporated 1832 
Corroon & Reynolds, Inc. 
MANAGER 
92 William Street, New York 38, N. Y. 
——: Losses paid exceed Three Hundred Fifty Million Dollars =a=maamumamh 








RAYMOND 
COMMERCE 
UA ANE 


Newark, N, J 
SERVING: 
The Insurance: 
Industry 


The Raymond Commerce Building 
is recognized as Newark’s leading 
more than 6( 


insurance building 


leading insurance companies are 


located here. 


A fully 


equipped meeting room is available 


Money - Saving Feature: 


for tenants’ use without charge. 






Owner Management 





Raymond Commerce Corporation 


MArket 3-460 





1180 Raymond Boulevard 










ADDS FACULTY MEMBERS 


Insurance School Appoints Five New 
Instructors in General Insurance 
Courses 

Additions to the faculty of the Schoo 
of Insurance include five instructors in 
general insurance courses. Two of the 
men teach sections of a course 
entitled Principles of Insurance and 
Suretyship. New instructors are als 
teaching three advanced general insur- 
ance courses. The school, which is spon- 
sored by the Insurance Society of New 
York, Inc., offers a total of eighteen 
general insurance courses. 

The new instructors in the basic course 
are Ronald H. Duncan and John W 
Specht. Mr. Duncan was educated at 
Wellington College in England and i 
now a supervisor in the accident and 
health department of the Loyalty Group 
Mr. Specht, a broker, received his B. A 
degree at Wesleyan University and holds 
the C.P.C.U. designation. 

Robert C. Mahony is teaching an 
advanced course for licensed agents and 
brokers entitled Practical Insurance 
Brokerage Problems. He has a BA 
from New York University and has als 
received the C.P.C.U. designation. He is 
treasurer of J. G. Mahony Co,, Inc. | 

Joseph J. Klepper, office mani iger ol 
Bernard Blumencranz Co., Inc., is teach- 
ing an advanced course entitled General 


basic 


Insurance Problems. Mr. Klepper at- 
tended C.C.N.Y., received his LL.B 
degree at Brooklyn Law School, ant 
holds both the C.P.C.U. and CLU 
designations. 


The fifth new instructor in the get- 
eral insurance department is Robert ( 
Hodson, a partner in the firm of G. L 
Hodson, Inc., reinsurance intermediaries 
Mr. Hodson received his A.B. degree 2 
Holy Cross and continued his studies 
at Georegtown Law School, where he 
received the L.L.B. degree. 





G. G. Gregory Special Agent 

The North British Group has at 
nounced the appointment of Special Agen! 
Glenn G. Gregory for northern New Jer- 
sey, with headquarters in the Feder 
Trust Building, Newark. He will super 
vise the business in part of the territor) 
formerly serviced by State Agent Bum- 
sted; also that of Special Agent Burchell, 
recently resigned. 

Mr. Gregory was born in New York 
where he received his initial insuranct 
training and is a thoroughly experience! 
multiple-line fieldman, having served " 
that capacity for several years. 
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Supt. N. Y. Fire Dept. 
Zurich-American Cos. 






GILMAN T. DEDRICK 


Gilman T. Dedrick has been appointed 
superintendent of the fire insurance de- 
partment in the New York office of the 
Zurich-American Insurance Companies. 
With the establishment of a full fire unit 
the companies’ New York office ig in a 
position to render complete multiple line 
facilities to producers in the East. 

Mr. Dedrick entered the fire insurance 
business in 1920 with the Phoenix Assur- 
ance, where he was employed until 1934 
in the underwriting and brokerage de- 
partments. After a number of years with 


Glens Falls as special agent he joined 
the Security of New Haven Group as 
superintendent of the New York branch 
in charge of metropolitan, suburban, 
and country-wide business, including 
general cover lines. 





CLAUDE DUPREE ELECTED 





President, Capital Stock Fire Assn. of 
Louisiana; St. John Eshleman, 
Vice President 
Claude C. Dupree, Hartford Fire, New 
Orleans, was elected president of the 
Capital Stock Fire Insurance Associa- 
tion of Louisiana at the organization’s 
tenth annual meeting held last week at 
the St. Charles Hotel in New Orleans. 
Mr. Dupree succeeds Charles M. Black- 
stock, Northern Assurance, as president. 
St. John Eshleman, Loyalty Group, 
New Orleans, was elected vice president. 
Mr. Blackstock was elected secretary- 
treasurer and a member of the CSFIA 
executive committee for a_ three-year 

term. 

Frank J. Graf, Henry A. Steckler Co., 
general agents, retiring sercetary-treas- 
urer, was elected to the executive com- 
mittee for a one-year term; and M. 
Ward Sykes, Home Insurance Co., was 
elected to the executive committee for 
a three-year term. Both are from New 
Orleans. 

R. Kirk Moyer, R. Kirk Moyer Co, 
managing general agents, present mem- 
ber of the executive committee, was 
elected chairman of that committee to 
succeed Mr. Eshleman, who became the 
organization’s vice president. 


Myrin E. Bristow Dies 


_Myrin Edison Bristow, 76, former 
Commissioner of Insurance and Banking 
tor Virginia, died November 11 in Rich- 
mond, Va. He was appointed Commis- 
sioner in 1929 and served a few years. 
\iter that Mr. Bristow continued in the 
service of the State Corporation Com- 
Mission as an examiner and accountant 
in the Insurance Department. 
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Buffalo Insurance Co. 
Elects Victor T. Ehre 


EXECUTIVE PRESIDENT 
Will Assist Ottocaro Weiss, Board 


Chairman as President Following 
Retirement of George Sailor 


VICE 








Victor T. Ehre has been elected 
ecutive vice president of the 88-year-old 
3ufftalo Co., Buffalo, N. Y. 
A former New York insurance man, he 
with Buffalo Insurance as a 
vice president since March. 

His election the retirement 
of George W. Sailor as president. Otto- 


ex- 
Insurance 
been 


has 


followed 


caro Weiss of New York, chairman of 
the board, will “assume all the powers 
of the president,” the company an- 
nounced. 

Mr. Ehre was elevated to executive 
vice president to assist Mr. Weiss in 
carrying out the additional duties of 
president. Mr. Sailor has retired be- 


cause of ill health. With Buffalo Insur- 
ance since 1926, he was elected executive 
vice president in 1945 and president in 
1951. 

[wo Buffalo men were elected direc- 
tors of the company at a meeting of the 
board. They are Whitworth Ferguson 
who succeeds Mr. Sailor on the board 
and Seymour H. Knox IIT, who succeeds 
John W. Dillon. A director and 
vice president of the company 
Dillon is on a temporary leave of 
sence. i 
_ The meeting of directors preceded the 
tormal opening of the company’s new of- 
hees in the Jackson Building at 220 
Delaware Avenue. Approximately 500 
attended the opening. Previously. Buf- 
falo Insurance for 79 years had been in 
the building it owns on the northwest 
corner of Main St. and Lafayette Square 


fi rst 
Mr. 


ab- 


Hanover Fire Case Review 


Refused by Supreme Court 

The U. S. Supreme Court has refused 
to review a case involving a seaworth 
iness clause in a marine insurance policy 
and this refusal permits a lower court 
decision to stand in which it was held 
that an insurance company had to prove 
that the unseaworthiness caused the loss. 

Hanover Fire was the company which 
made the unsuccessful bid the Su- 
preme Court review. 

\ vessel insured by Hanover was de- 
stroyed by fire while on a trip from 
Miami to the Panama Canal. Hanover 
claimed that the owners had breeched 
the seaworthiness clause by failing t 
man the vessel properly. — 

The company charged that the vessel 
sailed with only three men aboard, in 


for 


stead of a normal compliment of five 
to nine men. The 109 foot cargo ves 
sel sailed with a master ignorant of 


celestial navigation, and engineer with- 


out a license and a cook. The three 
took four-hour turns at the wheel, and 
for most of the time the engine was 
left unattended. 


The fire broke out in the engine room 
while unattended. The insurance com- 
pany argued that the fire might have 
been prevented entirely or at least con 
trolled if the vessel had been provided 
with a proper crew. 

The lower courts 
seaworthiness clause in the marine in 
surance policy to mean that the 
must be caused by an unseaworthy con 
dition, and held that the insurance com- 
pany had not conclusively proven that 
the fire, itself, was caused by unsea 
worthiness. 


construed the un- 


loss 


EDWARD W. WELLS DIES 
Edward W. Wells, 70, insurance man 
of Binghamton, N. Y, died November 
14. He represented the Travelers In- 
surance Co. for a quarter of a century. 
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Morse Commends Underwriters For 
Aid to Maritime Administration 


Federal Bd. Chairman Tells of Plans to Strengthen Merchant 


Marine; Discusses Problems of Cost Differentials and 
Subsidies, Insurance Requirements for Ships 


In the present broad program to in- 
sure the successful and strong future of 
marine, the 


the 


the American merchant 
Federal Maritime 


constant 


welcomes 
the 
to cooperate, 
the 


Board 
marine in- 
Clarence 
and 
when 
dinner of the 
Marine Under- 
Waldorf- 


Bar- 


willingness of 
surance business 
(;. Morse, 
Maritime Administrator, 
he spoke at the 
Institute of 
writers, November 17, at the 
\storia Hotel. President Owen E. 
ker of the Institute -presided. 

Mr. Morse 


the United States is on the 


chairman of board 
declared 
annual 


\merican 


expressed confidence that 
threshold of 
one of the greatest eras in its maritime 
history. He said the Government is tak- 
steps to set a firm and 
the Merchant 
and in this program marine in- 


The 


ing positive 
stable basis for 
Marine, 


surance 


American 


plays an important role. 
Maritime Board is looking for- 
ward to building as many as 20 ocean- 
going ships a year for at least the next 
12 to 15 years. 

The address of Mr. Morse was well 
received as was also the brief, witty talk 
by Insurance Superintendent Leffert 
Holz of New York, who pledged full 
and fair consideration of all marine 
insurance problems which may be 
brought to him by the industry. 


Barker Sees Further Growth Ahead 


Federal 


President Barker told the marine un- 
derwriters he views the future with 
confidence and sees continued growth 
ahead. After citing study development 
of American marine insurance into a 
huge national market during the last 
25 years he now foresees expansion into 


a great international market in the years 
to come. To meet the insurance demands 
of a constantly growing foreign trade 
and extension of American business 
interests throughout the world is a 
challenge to the marine insurance field 
which he knows will be met successfully. 


This new growth, Mr. Barker said, 
can be done “without losing our friends 
in other world markets.” In the highly 


competitive field of marine insurance 
everyone has an opportunity for ex- 
pansion. 

Seated on the dais were several past 
presidents of the Institute, including 
Thomas Je Goddard, Harold Jackson, 
Owen C. Torrey and Frank B. Zeller. 
Also Henry C. Thorn, chairman of the 
dinner committee; Miles F. York, presi- 
dent of the Association of Marine Un- 
derwriters of the United States; Rear 
Admirals Gordon McLintock and Louis 
B. Olson; Oscar R. Houston, well known 
admiralty attorney; Walter L. Green, 
American Bureau of Shipping; J. J. 


Doyle, Port of New York Authority; 
Louis B. Pate, National Cargo Bureau, 
and representatives of other maritime 


organizations 

Discussing specific insurance matters 
Mr. Morse said the Maritime Board has 
every reason to be satisfied with the 
service received from the private insur- 
ance industry “in the tough field of pro- 
tection and indemnity.” While the gov- 
ernment self insures hull and machinery 
risks, Mr. Morse said that on P. & I. 


OWEN E. 


BARKER 


coverage “we have found the firms with 
which we have dealt able and reasonable 
and I am sure they have managed to 
save many tax dollars for the American 
people.” 
Subsidy Problems 

Mr. Morse expressed the 

ment’s thanks to the marine 


govern- 
underwrit- 


ers “for the assistance that we have 
received from them and the aid they 
have so graciously extended in helping 


us in our operating-differential subsidy 


problems. You know that as part of 
our subsidy arrangements, we must, un- 
der the law, determine the difference in 


insurance to American op- 
erators as compared with foreign oper- 
ators. In this difficult and controversial 


costs. of 


field, the industry has lent the Govern- 
ment a helping and much appreciated 
hand. We are grateful to you for having 


checked and helped us to set up our 
procedures, and for the comparative data 
that you have made available to aid us 
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in the determination of differential rates. 
You have performed a signal service to 
your government and at the same time 
you have done a great and unsung serv- 
ice to private American shipping. 

“In the hull area we have determined 
that the major portion of the differen- 
tial in cost is due to the increased cost 
of repairs in this country. cop 
we have applied the data given us by the 
hull syndicate to the total premium in 
an attempt to extract the particular 
average portion in order to provide a 
base for payment. In addition, the pres- 
ent formula recognizes the market dif- 
ferential where it exists on increased 
value and excess liability coverages as 
well as hull. 

“In the P. & I. area, however, the 
problem is more complicated. There, in 
addition to the estimated premium dif- 
ferential which is itself difficult to deter- 
mine because foreign rates are not read- 
ily available, the approach now under 
consideration contemplates application 
of the foreign competitors’ deductibles 
to the domestic operators’ loss experi- 
ence, upon a weighted basis to reflect 
competition. 

“Under this approach, the domestic 
operator would receive as subsidy on 
these below-deductible losses the dif- 
ference between the amount he paid 
and the amount the foreign competitors 
would have had to pay under their 
deductibles. This procedure is quite 
involved and complicated and we hope 
that we may be able to develop a more 
simplified procedure. The audit effort 
under the existing plan would be bur- 
densome to both the operator and the 
Government. We are, however, most 
eager to get current on payments due 
the operators,” stated Mr. Morse. 

“Our wartime operations gave rise to 
thousands of claims involving astronomi- 
cal amounts. We are able to state that 
at the present time all claims of an in- 
surance nature which arose prior to the 
cessation of hostilities have been dis- 
posed of with the exception of approxi- 
mately 100 monthly disability payments 
to seamen whose injuries were war con- 
nected. These payments were author- 
ized by an Act of Congress and these 
disabled men will continue to receive 
benefits so long as their condition war- 
rants. 


Henderson—Senior Claims Settled 


“One of the most tragic and disas- 
trous collision cases in maritime history 
arose during World War II when the 
War Shipping Administration vessel, 


J. Pinckney Henderson collided with the 
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Panama Transport Company tanker J. 
H. Senior in a convoy off Halifax on 
August 18, 1943. The high octane gaso- 
line on the tanker exploded throwing 
flaming oil over the decks of the Hen- 
derson and both vessels and their car- 
goes were destroyed and all members 
of the two crews, over 100 in number, 
lost their lives. 

“Due to the fact that the convoy was 
blacked out, visibility was poor, the con- 
voy moving at high speed, other vessels 
were rushing in to attempt to render 
aid, and other onrushing vessels were 
attempting to swerve to avoid flames, 
fifteen ships, all told, collided with each 
other before the confusion ended. 

“The J. H. Senior was insured by the 
United States against war risks, the 
owner being self-insurer as to marine 
risks. The total amount of the collisions 
and death or personal injury claims 
against the Maritime Administration 
was $24,000,000 and the loss and dam- 
ages to the vessels and cargoes owned 
by the Maritime Administration were 
between $10,000,000 and $15,000,000. 

“All suits were consolidated. The 
values involved were enormous and the 
case involved numerous important legal 
questions, including extent of war risk 
liability, highly complex questions of 
cross liabilities, questions of limitation 
of liability, and so forth. I am able to 
report that the entire claims have been 
finally and amicably settled, out of 
court. 


Cooperation from Underwriters 


“The extension of the war risk at- 
thority granted by Congress last sum- 
mer has resulted in renewal of outstand- 
ing binders by more than 90% of the 


binder holders,” Mr. Morse told the 
marine underwriters. : “The American 
War Risk Agency, founded by your 


members, has handled the renewals as 
well as the original issue of binders 
most satisfactorily. This arrangement 
is another example of our attempt to 
engage the services of the people who 
are most qualified to do the work with 
only a minimum of control retained by 
the Maritime Administration. 

“Another example of the close coop- 
eration with industry in the insurance 
area is the committee which we set up 
Inst year to confer with us. It is hoped 
that this committee may continue to 
meet at least once a year. Your of- 
ganization nominated one of the mem- 
bers of this committee and another 
member is an officer of your affiliated 
organization, including the American 
War Risk Agency. But this committee 
is not our only direct connection with 
industry. From time to time we solicit 
views of your members, often through 
the manager of the American Marine 
Hull Insurance Syndicate. 

“] think the history and development 
of the American Marine Hull Insurance 

(Turn Back to Page 21) 
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Appoint Study Group 
On Compulsory Insurance 


TO REPORT WITHIN THE MONTH 


Pennsylvania Gov. Leader Names Eleven 
Man Committee; Cite Uninsured 
Driver Problem 


Governor George M. Leader November 
17 announced the names of eleven men 
who will serve on a study group to pre- 
pare recommendations for compulsory 
automobile insurance in Pennsylvania, In 
setting up the group, the Governor also 
said the report will ‘be completed in a 
“month or less”. 

“Too many of our people have found 
themselves the innocent victims of finan- 


cially-irresponsible car owners and oper- 
ators,” Governor Leader said, “Some way 
must be found to protect all of the public 
—pedestrians, drivers and property own- 
ers—from uninsured motorists. 

‘It is my hope that the eleven-man 
study group will provide the answer to 
this problem.” 

On November 4, 'Governor Leader ‘first 
made public his strong concern regarding 
uninsured motorists. On that date he re- 
quested a preliminary study of the prob- 
lem be made by Insurance Commissioner 
Francis R. Smith and Secretary of Rev- 
enue Gerald A. Gleeson. 

In his present announcement, the gov- 
ernor stated 


Necessity For Full Scale Study 


“Their preliminary report indicated the 
necessity for a full scale study. The ten 
men and the counsel named to the study 
group represent much of the best talent 
in the Commonwealth. Results of the 
study group will prove useful in determ- 
ining the best course of action to pursue 
in protecting drivers, passengers and pe- 
destrians from the uninsured motorist 
who has left behind him a wake of sad- 
dened homes and wrecked lives. 

“About ten per cent of all Pennsyl- 
vania motorists are not insured. Such a 
great number of uninsured motorists on 
our highways represents a serious finan- 
cial threat to pedestrians and other 
motorists,” added the Governor, The 11- 
man group named are: 

Chairman James C. Crumlish, Judge of 
Court of Common Pleas No. A city and 
county of Philadelphia; Samuel A. 
Weiss, Judge of Common Pleas Court of 
Pittsburgh; former state legislator and 
U.S: Congressman; Samuel Dash, acting 
district attorney of the city and county 
of Philadelphia; Ralph H. Wherry, head 
of the Department of Commerce of 
Pennsylvania State University and pro- 
fessor of insurance; Thornley B. Wood, 
president of Insurance Agents and Bro- 
Association of Philadelphia and sub- 
urbs, 

Also, James R. Hughes, vice president 
American Association Insurance Com- 
panies (Philadelphia resident); J. Ira 
Laird of Laird-Hagee Co., Harrisburg, 
and past president Pennsylvania Federa- 
tion of Mutual Insurance Companies; 
Thomas D. McBride, vice chancellor 
Philadelphia Bar Association. 

Ex officio members: Secretary of Rev- 
enue Gerald A. Gleeson; Insurance Com- 
missioner Francis R. Smith. 

Board Counsel: Edward L. Springer, 
Moon Township, Allegheny County, dep- 
uty attorney general for Department of 
Banking, Department of Commerce. In- 
surance Department and Turnpike Com- 
mission. 





ASK COMPULSORY CAR COVER 
Compulsory insurance for car owners 

is demanded by a resolution of the Fed- 

erated Women’s Institutes of Ontario. 


NBCU Reports Auto 
Liab. Rate Discount 


EFFECTIVE DATE NOVEMBER 23 


For Two or More Non-Business Private 
Passenger Car Owners; No Opera- 
tors Under 25 


Individuals owning two or more non- 
business private passenger cars with no 
operators under age 25 may qualify for 
an automobile liability insurance rate 
discount if the cars are insured in one 
policy. Such car owners also may qualify 
for a collision insurance premium dis- 
count if the collision coverage for the 
cars is afforded in one policy. 

The National Bureau of Casualty Un- 
derwriters and the National Automobile 
Underwriters Association, November 23, 
announced the discounts for automobile 
liability and collision insurance, respec- 


tively, on behalf of their member and 
subscriber companies. 


Discounts Effective November 23 


The discounts are effective November 
23 in all states except Louisiana, Massa- 
chusetts, Mississippi, New Hampshire, 
New Jersey, Texas, Virginia and Wyo- 
ming. The discounts are also effective 
on that date in the District of Columbia, 
Alaska and Puerto Rico. 

When two or more non-business pri- 
vate passenger automobiles are owned 
by an individual or by husband and wife 
living in the same household and there 
are no operators under age 25, the ap- 
plicable class 1 liability rate or col- 
lision premium will apply to the highest 
rated automobile and each additional 
automobile will ‘be subject to its ap- 
plicable class 1 liability rate or collision 
premium reduced 25%, provided the cars 
are insured for liability in one policy 
and for collision in one policy. 

The discounts recognize that generally 
the exposure hazard per automobile in 
such households where there are two 
or more class 1 private passenger auto- 
mobiles is less than the exposure hazard 
of a single class 1 private passenger 
car risk. 

Provision is made for this reduced 
rating basis by revision of the private 
passenger classification rules in the auto- 
mobile liability and physical damage 
manuals. It is not applicable to. risks 
written in accordance with the “more 
automobiles than operators” rule in the 


miscellaneous rules section of the man- 
uals. 











PRITCHARD 


Consultants 


the best. 


REINSURANCE 
and 


Fully prepared through long experience to intel- 


ligently serve those Underwriters who demand 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 





Casualty Actuarial Society Papers 
Combine Wide Range Of Vital Topics 


Fwe formal papers, 
cancellable health and accident rate 


covering state taxation of casualty and fire companies, 
making, the 


non- 
workmen's compensation injury table 


and standard wage distribution table, the multiple -line principle and the actuarial aspects 


of unemployment insurance, were presented by S 
Actuarial Society November 18 at the Hotel Statler 
Edward C. 
ment, Travelers, who is a new associate of the Society; 
actuary, Monarch Life of Springfield; Barney Frate llo, 
Michelbacher, president of Great « 


of the Casualty « 
The papers were read respectively by: 


tion Insurance; G. F. 
Gaines, actuary, Pension Planning Co. 


Mr. Andrews, in his paper, pointed out 
that the collection of taxes from policy- 
holders and the accounting for and re- 
turn of these taxes to various state and 
local taxing authorities are considered 
as important services performed by in- 


*Surance Cc ompanies . 


Taxation Is Anachronistic 


He noted that the distinction between 
fire and casualty companies by the tax- 
ing authorities in some states which now 
permit multiple line underwriting is ana- 
chronistic, and that this pseudo-distinc- 
tion may result in confusion to multiple- 
line underwriting companies in connec- 
tion with additional taxes assessed 
against fire companies but not against 
casualty companies. “Wherever statutes 
and/or Insurance Department regula- 
tions of any state which permits mul- 
tiple line underwriting distinguish in 
any way, and especially as respects tax- 
ation, between fire companies and casu- 
alty or miscellaneous companies, such 
statutes and regulations should, of 
course, be amended and made consistent 
with the more recently enacted multiple 
line underwriting legislation,” Mr. An- 
drews declared. 

“It has been said that, although the 
insurance industry is probably more free 
of unethical conduct than any other of 
comparable size, it is subjected to more 
regulation and discriminatory _ legisla- 
tion,” concluded the speaker. “Much of 
this regulation and discriminatory legis- 
lation has to do with taxes, licenses, and 
fees, and any effort to affect economies 
through legitimate simplification of their 
reporting which would obviate the ne- 
cessity of maintaining useless, though 
costly records would seem to be justified 
as a worthwhile service to our policy- 
holders.” 

Existence of Disability 

On the subject of noncancellable 
health and accident rate making, Mr. 
Fairbanks stated that many of the prob- 
lems arise from the fact that the ex- 
istence of disability is very often a rela- 


tive matter, not readily susceptible to 
objective determination. For this rea- 
son, he explained, the character and oc- 


cupational stability of the insured have 
an important bearing on the loss ex- 
perience. 

The paper cited the scarcity of mor- 








bidity tables suitable for rate making 
Intermediaries 















annual me tiny) 
Hartford, Mn, 
Andrews, casualty actuarial Pode t- 
Alfred V. Fairbanks, assistant 
National Council on Compensa 

American Inde mnity; Nathan | 


rociety members at the 


purposes based upon the combined ex- 
perience of many companies, and stated 
that the pooling of statistics has been 


difficult because there is so much varia- 
tion in benefits, underwriting rules, 
claim practices and selling methods. 
Therefore, a company without previous 
experience in this field must consider 
many factors before a suitable experi 
ence table can be adopted. 


A practical approach to the develop 
ment of a rate structure taking into con 








New Officers Elected 


Norton E. Masterson, vice president 
and actuary of Hardware Mutual Casu- 
alty of Stevens Point, Wis., was elected 
president of the Casualty Actuarial So 
ciety at its annual meeting in Hartford 
He succeeds Seymour E. Smith, Travel- 
ers’ vice president, who continues in the 
coming year on the Council of the So- 
ciety. 

The newly elected vice presidents are 
Dr. Clarence A. Kulp, dean of the Whar- 


ton School, University of Pennsylvania, 
and Arthur N. Matthews, associate ac- 
tuary, casualty actuarial department of 
the Travelers. 


Albert Z. Skelding, 
National Council on 
surance, was reelected secretary-treas- 
urer; Gilbert R. Livingston, assistant 
actuary, National Bureau of Casualty 
Underwriters, was renamed librarian 
and John W. Wieder, Jr., assistant ac 
tuary, Aetna Casualty & Surety, con 
tinues as chairman of the examination 


aseetens manager, 
Compensation In- 


committee. Edward S. Allen, actuary 
Compensation Insurance Rating Board 
of New York, succeeds Emma C. May- 
crink, secretary-treasurer, Association of 
New York State Mutual Casualty Com 
panies, as editor of the Society. 

Three newly elected members of the 
Council are Russell P. Goddard, as 


president, Pennsylvania 
Association Casualty In 
Elliott, general 


sistant to the 
Manufacturers 
surance Co.; George B. 
manager, Pennsylvania Compensation 
Rating & Inspection Bureau, and Lau- 
rence Longley-Cook, actuary, Insur- 
ance Co. of North America. 








morbidity, mortality, persist 

and expense rates was 
the effect of sex, occupa 
tion and the inclusion of elimination 
periods was discussed. The last section 
of the paper was devoted to a considera 
tion of policy reserves. 

In his paper, Mr. Fratello indicated 
that in 1950, the National Council on 
Compensation Insurance initiated the 
preliminary phase of a statistical study 
which was designed to revise the “Amer- 
ican Accident Table” and “Workmen’s 
Compensation Wage Distribution Table.’ 

These tables were used, until recently, 
for valuing the benefit effect of law 
amendments to the various state Work- 
men Compensation Acts, he declared. 
The results of this study — the 
“Workmen’s Compensation Injury Table,” 
so-called to distinguish it from the 
“American Accident Table,” and the re 
vised “Workmen’s Compensation Wage 
Distribution Table.” The speaker ex- 
plained: 

“The Workmen’s Compensation In- 
jury Table consists of five independent 
industrial accident distributions that are 


(Continued on Page 32) 
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Seymour Smith Predicts Substantial 


Changes, Greater Competitive Activity 


Seymour E. Smith, president of Casual- 


ty Actuarial Society, declared in his 


presidential address at its 4lst annual 
meeting November 18 in Hotel Statler, 
Hartford, that in a period of rapid 


and intense activity in the casual- 
So- 
ciety is making an outstanding contribu- 
tion toward the clarity of thought which 
absolutely essential to the sound 
progress of all phases of our business.” 
Mr. Smith, who is vice president of the 
Travelers in charge of its casualty and 
fire actuarial departments, pointed to the 
unique position held by the Society in 
that it is completely non-partisan, This 
encourages the fullest possible expression 
and exchange of ideas—“ideas that are 
advanced for their own sake rather than 
proposals to be sold or voted upon.” 

The speaker did not attempt to ana- 
lyze all the major current developments 
in the business but he did give to his 
fellow actuaries food for thought on a 
few of the more outstanding situations. 
By way of introduction he said: 


change 


ty and fire insurance business “our 


is so 


Substantial Changes in the Making 
“At the 


moment a period of intense 
activity is getting underway in the casu- 
alty and fire insurance business. It would 
appear as if substantial changes and de- 
velopments are potentially in the making, 
many of which may have an effect for 
vears to come. The long term results, 
good, bad or indifferent, will depend to 
an overwhelming degree upon the clarity 
of thought which is exercised collectively 
and individually by all segments of the 
business. 

“Some of the current problems are 
new. They must be approached with 
little or nothing in the past as a guide 
Others involve developments concerning 


which there is a substantial amount of 
accumulated experience, which may be 
used either as a springboard or as an 


anchor.’ 
Pointing 

tion” in certain 

Smith said that 


to the “intensity of competi- 
lines of insurance, Mr 

this intensity which 
exists in all the several major fields of 
pricing, coverage, marketing and _ pack- 
aging, “seems to be increasing at an 
ever greater rate.” In fact, the acceler: it- 
ing degree of this competition, in his 


opinion, is substantially more extensive 
than anything he thas seen for many 
years. He explained: 


“It appears to be a natural develop 
ment of forces ‘both within and outside 
of our business. Internally, the problems 


of capacity and high loss ratios caused 
by inflation have been brought under 
control to a large degree, thus releasing 


the pent up normal 
which had been under unusual restraint. 
On the external side, the growth and 
changing pattern of the American econ- 
omy is affecting all business, including 
that of insurance. Changes in income 
distribution, population trends, buying 
habits and insurance needs have been 
subst: — In varying degrees they are 
bound to have an effect on normal pric- 
ing practices, coverage forms and mar 
keting techniques. This cannot help but 
have a tremendous impact upon com 
petitive forces. In a changing economic 
climate, the penalties are severe for fail- 
ure or undue tardiness in making sound 
adjustments, They are equally severe for 
making adjust: nents which do not closely 
conform to basic economic realities. 

Mr. Smith emphasized that this situ 


competitive forces 


ation poses “very difficult problems” the 
solutions to which are not definite and 
clear cut. “In most instances,” he said, 


“they are questions of degree ri ‘ather than 
{ preciseness. They involve when to 
ulvocate change and when to hold the 
line; when to meet the competition and 
when not to; the weighing of volume 
changes and operating costs with pricing 
changes and profitability; the gauging of 
market acceptability and demand; the 
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relative strength of various selling prac- 
tices; gauging the effects of coverage 
changes, and judging the relative 
strengths and weaknesses of the indi- 
vidual organization so as to take the 
most advantage of the former and to 
bolster the latter. The handling of these 
problems call for a considerable volume 
of wisdom, said the speaker. 


Growth of Package Policies 


Mr. Smith then turned his attention to 
multiple line underwriting developments 
and said: “In part, the increasing activ- 
ity in this area is due to the normally 
increased momentum that would follow 
from an initial period of necessary 
ground work preparation. To an appre- 
ciable extent it is also due to the impact 
of the competitive situation previously 
mentioned. The growth of package poli- 
cies has been substantial in the recent 


past. It would appear likely to be even 
more so in the near future. 
“This increase in the packaging of 


separate coverages into single individual 
policy contracts poses two distinct prob- 
lems. The first is, of course, the matter 
of price. There is the question of the 
relationship between rates for individual 
coverages written separately, anda the 
rates for these same coverages when 
included as a part of a contract combin- 
ing additional forms of protection. There 
is also the question of what price reduc- 
tions, if any, are warranted by expense 
savings that may be realized in pro- 
cessing single contracts rather than mul- 
tiple contracts, or by savings in loss pro- 
visions that may be expected from a 
broader spread of risk, reductions in ad- 
verse selection or increases in insurance 
to value. 

“The second problem arises from the 
differences between the individual lines 
of insurance themselves. This is a more 
nebulous question than that of price, and 
much more difficult to evaluate properly. 
In some ways it may contain potential- 
ities greater in their impact than those 
involved in the more readily adjustable 
one of price. The frequently mentioned 
historical compartmentation of individual 
lines has naturally built up a large 
amount of experience for each of the 
various major coverages. This experience 
and the passage of time have resulted in 
quite different ways of doing things be- 
tween one line and another. 


Conflicts Which Must Be Resolved 


“As would be expected, the packaging 
process and these differences between 
lines result in conflicts. On one side is 
the argument that the importance of 
package contracts developments is para- 


Surety Rate Filing Hearing in 
Va. Postponed to Jan. 10-11 


The public hearing which had been 
scheduled by Virginia Corporation Com- 
mission for November 22-23 in Richmond 
to hear testimony on the reasonableness 
of fidelity and surety bond rate filings, 
has been postponed until Tuesday and 
Wednesday, January 10-11, 1956. Surety 
Association of America has been prepar- 
ing for this hearing for many weeks. 





mount. Conflicts must be resolved by ad- 
justing the differences so that all lines 
in the contract conform to the way of 
doing things that is followed by the 
major coverage contained therein. On 
the other side is the argument that these 
differences are the result of years of ex- 
perience, and that any appreciable 
changes in the method of handling indi- 
vidual lines would be folly that leads to 
ruination. As is usually the case in such 
opposite and strongly held poles of opin- 
ion, neither side is either completely 
right or completely wrong. 

“The real problem is to assess correctly 
those differences between lines which are 
of fundamental importance and_ those 
which are merely ones of preference .or 
tradition and which could be readily 
changed without serious consequences. If 
this is done, orderly and desirable pro- 
gress may be made in developing mul- 
tiple line contracts by the unit packaging 
of these coverages which are readily 
combinable and which may be handled 
in a uniform manner, and by the separ- 
ate treatment of those lines which in- 
volve fundamental differences.” 


Pressures for Change in Auto and 


Mr. Smith pointed to the automobile 
and A. & H. lines as another area of 
growing activity in which social and po- 
litical developments are creating press- 
ures for change in the previously ac- 
cepted methods of dealing with certain 
problems. 

“The problem of the uninsured and 
financially irresponsible motorist is cer- 
tainly not a new one,” he said. “Neither 
is there anything new about the insur- 
ance problem of individuals whose health 
has seriously deteriorated, However, the 
public attitude in regard to these ques- 
tions has become quite different than it 
used to be as a result of substantial 
changes which have occurred in attitudes 
of social consciousness and in political 
responses thereto. 

“Very few types of business, that of 
private insurance least of all, can afford 
not to keep pace with changes in public 
attitudes and demand. If there is a defi- 


nite and growing demand that certain 
situations be improved, there is little 
doubt that changes will be made. How- 


ever, these are very apt to be far reach- 
ing in their application and to have sub- 
stantial effects for years to come. In 
situations such as this embarking upon 
the wrong type of change may be as 
serious a blunder, or even more so, than 
doing nothing. It calls for a keen sense 
of awareness of social and political trends 
and a thorough understanding of the 
realities of the insurance business.” 

Finally, Mr. Smith referred to two 
more fields of recent activity which  in- 
volve matters of substantial importance, 
the first of which concerns the peacetime 
industrial use of atomic energy. “The 
second,” he said, “is the growing demand 
for some system of financial protection 
against natural disasters which have not 
lent themselv es to the application of tra- 
ditional insurance procedures. You are 
all vividly aware of both the tremendous 
potentialities involved in nuclear fission, 
and of the terrible destruction which has 
recently been visited upon us by storm 
and flood. Both of these problems are of 
exceedingly wide scope. No one company 
or even group of companies can cope 
with them single-handedly. They are in- 
dustrywide. They call for an outstanding 
degree of keenness of thought and 
understanding.” 





“Learn to Live With 
Hurricanes,” Says Expert 
DR. T. F. MALONE OF TRAVELERS 
Tells Casualty Actuaries That Disaster; 
of Past Few Years Are “Normal Ab. 
normality” of a Restless Atmosphere 


The eastern United States must recog. 
nize hurricanes as a natural hazard and 


learn to live with them, Dr. Thomas 
I. Malone, director of the Travelers 
Weather Research Center, told dele. 


gates to the 4lst annual meeting of the 
Casualty Actuarial Society assembled in 
Hartford, November 17-18. 

He said that while a decrease in the 
number of hurricanes can be reasonably 
expected, it would be wishful thinking 
to expect a complete freedom from hur- 
ricanes next year. He called the disas- 
trous hurricanes of the past few years 
a “normal abnormality” of a restless 
atmosphere which is continually under- 
going 
usual 
world. 

Dr. Malone, 
sor of meteorology at Massachusetts 
Institute of Technology, spoke on the 
subject: “Changing Weather Patterns 
and Hurricanes.” 


and bringing un- 
parts of the 


radical changes 


weather to some 


former associate profes- 


Hurricane Warning System 
Needs Revising 


More than 125 actuaries from all parts 
of the United States heard the weather 
expert say that the system of hurricane 
warnings needs revision and improve- 
ment, especially in the field of predict- 
ing degree of danger. 

“When we know a severe hurricane 
will hit a certain area,” he said, “we 
can take realistic precautionary meas- 
ures. Although this is a difficult job, it 
is by no means insurmountable. Eco. 
nomic necessity justifies the urgency of 
continued study. As one approach, we 
are exploring the use of electronic high 
speed computers to predict the proba- 
bility of a hurricane following a certain 
path.” : 

Dr. Malone warned his listeners of a 
possibility of serious floods in Connec- 
ticut again next spring. “Given the right 
combination of conditions,” he - said, 


“there could be difficulty with flood 
waters. As an aftermath of record- 
breaking summer and fall rains, the 


ground is saturated with water. An early 
freeze this winter would prevent normal 
runoff. Heavy rain next spring, coin- 
cident with melting of snow, would ac- 
cumulate into flood stages for a number 
of Connecticut streams and rivers.’ 

He said that the arrival and develop- 
ment of meteorology as an_ infant 


science “is one of the most exciting and 
fruitful opportunities for concentrated 
effort—a field in which insurance men 


have a substantial financial stake.” 
George Malcolm-Smith Banquet Speaker 


Speaker at the Society’s banquet No- 
vember 17 was George Malcolm- Smith 
of the Travelers, editor of “Protection, 
the magazine published by that com 
pany for its representatives. 

Mr. Malcolm-Smith, introduced as the 
only author who ever wrote a novel with 
an actuary as its hero, spoke in a most 
informal vein, dwelling on the oddities 
of the insurance business that have 
come to his attention during some 2 
years of reporting its human and humor- 
ous aspects. 

Narr: ting a number of amusing insur- 
ance stories, he said, “I know of ne 
business which is more closely allied 
with the joys and sorrows, the laughter 
and tears, the crazy coincidences ané 
the mad mishaps that go to make human 
life itself. Indeed, in its close relation- 
ship with the fortunes and misfortunes 
of men, the insurance business is wovell 
inseparably into the very warp and woo! 
of human existence.” 
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Mason Wins Commendation 
given to Editor 
Mason for his fine job in getting out 
the first issue, along with IAC apprecia- 
tion to members of the Newsletter com- 
mittee. 
Robert E. 
Affiliated Companies, in 
question on “Where Do 
Here?” urged that IAC members 
operate wholeheartedly in the prepara- 
tion of future issues by submitting ideas, 
comments, case histories on successful 
campaig ns. “We are at a ‘very impor- 
tant milestone in TAC history at this 
point.” said Mr. Brown. “Our organiza- 
tion was formed in 1923 and should be 
well known to the industry. Yet there 
are undoubtedly thousands of insurance 
people including state and local associa- 
who do know much 


Commendation was 


3rown, Jr., Aetna Life 
evaluating the 
We Go From 


co- 


tion leaders not 
about us today. The Newsletter, in my 
opinion, can make the name and _ pur- 
poses of the IAC known far and wide.” 
Mr. Brown said further: 

“I’m not interested in seeing the 
Newsletter look like an insurance jour- 
nal with art, illustrations, etc. I would 
like to see it full of news. If we get 
it out in readable form we will all bene- 
fit.” 


Jarvis Mason explained that the case 
history approach was made in the first 
issue. “It was really intended as a 
‘catalogue issue’ so that we could give 
state associations, local and county 
boards pertinent information on where 
to go for ideas. In the next issue we 
will center attention on two specific 
campaigns and describe them in detail.” 

Among suggestions received from the 
audience was one that the Newsletter 
should be sent out to special agents “be- 
cause the more they know about adver- 
tising the better the job they can do in 
helping the agents on their insurance 
selling.” C. E. Freeman, secretary of 
Springfield Group companies, made this 
suggestion. Some JAC members won- 
dered if the Newsletter committee 
wouldn’t run out of material about which 
to write. They were assured that such 
would not be the case. 


W. S. Burt Heads 1955 Awards 


Committee 
At the afternoon session President 
Doty gave the encouraging news that 
the JAC awards committee was already 


at work and that brochures were ready 


for distribution. Speaking for W. S. 
Burt, chairman of the committee, who is 
advertising manager of National Fire 
Group (unable to be present), Mr. Doty 
announced the following as the judges 
selected for the “best use of advertis- 
ing” competition: Frederick W. Dore- 
mus, manager, Eastern Underwriters 
Association; Hickerson, president, 
Hickerson Advertising, Inc.; John Mc 
Latchie, advertising director, Time Mag- 


azine: Arthur M. executive 
committee member, NATA, and William 
N. Woodland, editor, The Standard. 

It was explained that decision of the 
judges in this competition will be based 
entirely upon quality and results of the 
advertising material submitted by par 
ticipating agents, brokers and associa 
tions of agents. Deadline for submission 
of material is “mail before midnight, 
March 31, 1956.” 


O’Connell, 


aw sed income classifications have 
been slightly changed and one new one 
added—division No. 5 associations. The 


others are as follows: Division No. 1— 
under $50,000 of annual premium; divi- 
sion No. 2—$50,000 to $100,000: division 
No. 3—$100,000 to $250,000, and division 
No. 4 $250,000. 


Association Leaders Welcomed 


over 


\ number of state association key men 
were guests at this meeting, and they 
included: Charles Unger, executive sec- 
retary, New Jersey Association of In- 
surance Agents; John S. Sheiry, presi- 
dent of that association; William H. 
Wiley, executive secretary, Connecticut 


IAC Aims to Win More Agent Friends 


(Continued from Page 16) 


Association of Insurance Agents; Stan- 
ley Cowman, past president and past 
chairman of public relations, Pennsyl- 


Association of Insurance Agents, 


vania 
who brought along W. J. Graul, public 
relations chairman of that association. 


These key men were enthusiastic over 
the IAC Newsletter and promised to 
spread the word around among their lo- 
cal boards to both encourage and sup- 
port it. Mr. Wiley was particularly 
appreciative of the assistance given to 
his association by a committee of Hart- 
ford insurance advertising men in the 
plannings of its 1955 advertising cam- 
paign featuring “You’re a Neighbor not 
a Number to your Hometown Insurance 
Agent.” He told the IAC that the 1956 
ad will be designed to promote educa- 
tion of the public about the anti- 
coercion law in Connecticut. “We have 
specific cases which we intend to pub- 
licize where car dealer agents have over- 
charged for automobile insurance. If 
this campaign is successful it will result 
in more business for our member 
agents.” 

Cowman Urges Larger Advertising 

Budgets 


A friendly word of caution on_direct 
writer competition was given by Stanley 
Cowman. He called attention to a study 
just completed by Nationwide Insurance 
Co. called “Insurance Consumption Pat- 
tern” which should be “must” reading. 
Mr. Cowman also called attention to the 
small amount of money invested in ad- 
vertising by agency stock insurance com- 
panies in contrast to the sizable budgets 


of the direct writers and mutuals. He 
urged that both companies and agents 
“wake up” in this respect if they want 


to hold their own in a highly competive 
period. 


IAC Organizational Setup Discussed 


The afternoon session was devoted to 
the IAC organizational setup for the 




























Principal speakers (left to right), at the dedication ceremony last week in con. 


nection with opening of Continental Companies’ new 


Ross D. Heins, Canadian general manager; R. Douglas Stuart, United States An- 

bassador to Canada, who addressed the banquet, and J. M. Smith, first vice presi. 

dent of Continental Casualty, who headed a delegation of executives from the 
Chicago home office. 





coming year. Each member attending 
was given a chart showing officers, ex- 
ecutive committee, and the proposed 
new standing committees. It was brought 
out by Vice President Schenke that a 
steering or ways and means committee 
should be appointed, purpose of which 
would be to encourage and oversee new 
activities of the Conference. He re- 
ferred to it at first as an “organization” 
committee but that designation was not 
favored 

Liaison men were designated as fol- 
lows: National Board of Fire Under- 
writers—William Doty; Life Advertisers 
Association—Edmund Schenke; Ameri- 
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can Insurance Association—Alwin § 
Bulau, and National Association of Ip. 
surance Agents—W. Winthrop Clement 
Messrs. Bulau and Clement are resper- 
tively with the Home Insurance Co. and 
American International Underwriters 
Corp. 

It was strongly urged that member. 
ship committee efforts be intensified in 
the coming year under the chairmanship 
of past President Harry Carlier, secre- 
tary, Northern Assurance Co. Further- 
more, attention will be given to forma- 
tion of regional and local IAC group 
which would meet at intervals. 


Committee participation was stressed 
by Vice President Schenke so that the 
executive committee could be relieved 
of some of its work-load. A_ show oi 
hands indicated that those attending 
were willing to accept such assignments 
and President Doty promised that they 
would hear further about them. 

Finally, the question of IAC eae 
pation in the current plans of NAIA in 
forming da producers’ advisory council 
was discussed. It was felt that IAC 
should identify itself with this project 
as it is the logical organization within 
the business to aid the agents on their 
advertising campaigns and research. 

The 1956 annual meeting of the Con- 
ference has been set for June 10-12 at 
Skytop Club in the Poconos. 





Newmiller, Retired F. & C 
Vice President, Dies at 76 


Charles L. Newmiller, retired vice 
president of the Fidelity & Casualty, 
member company of America Fore In- 
surance Group, died November 21 at his 


home in Montclair, N. J. He was 7 
years old. 
Mr. Newmiller is survived by his wile 


Bess; two daughters, Mrs. A. Gordon 
Sidman, Jr. of Glen Ridge, and Mrs 
Alan D. West of Ridgewood; five grand- 
children; a sister, Mrs. Louise Emmons, 
and a brother, George. 

A native of New York City, he came 
to F. & C. as a young man right out 0! 
school. He served for 53 years and was 
closely associated with the accounts de- 
which he headed for many 
was elected an assistant sec 


partment 
years. He 


retary in 1913, secretary in 1919, and 
was made vice president in 1925. He 
retired in 1951. 

Funeral services were held Novetr 
ber 23. 
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Denton in Timely Talk 
To Contractors’ Assn. 


URGES PROFIT FACTOR IN BIDS 


v.P. of American Trust Co., Charlotte, 
‘Concerned Over Upward Trend in 
Failures, Sees Weeding Out Ahead 


Some pertinent and timely observa- 
tions on the construction industry trends 
with emphasis on the need for including 
a profit factor in bidding on jobs, were 
made recently by Donald H. Denton, 
vice president of American Trust Co., 


@ tool! bale! 
x 
* 


DONALD H. DENTON 


C., in addressing the an- 
nual convention of the National Elec- 
trical Contractors Association held at 
the Waldorf-Astoria Hotel, New York. 
Mr. Denton’s bank, one of the largest 


Charlotte, N. 


in North Carolina, represents United 
States Casualty through its insurance 


department. 

Concerned over the trend since the 
close of World War II toward a gradual 
decrease in the percentage of profit on 
complete work, Mr. Denton gave facts 
and figures in his talk, “Profits in Con- 
struction.” He noted that in 1946 a 
total of 15,849 construction firms of all 
kinds had average net profits, after 
taxes, of about $9,400, or 3.4% on total 
average receipts of $273,000. In 1951, the 
last year for which these figures are 
available, 29,593 corporations had aver- 
age net profits of only $9,000, or about 
18% on average totals of $481,000. Con- 
tinuing he said: 

“I am sure that you are all familiar 
with the general contractor’s complaint, 
that the subcontractor’s prices are too 
high, and I am also sure that the ‘subs’ 
talk about the general contractors’ 
trading the ‘sub’s prices and forcing 
them lower and lower. It may be in- 
teresting to you to compare their in- 
come tax returns. In 1951, 13,196 gen- 
tral contractors showed an average net 
proht of 1.8% on a volume of $706,000. 
A total of 15,632 special contractors 
showed average net profits of about 2% 
net on a volume of $307,000. It certainly 
would seem obvious that there was not 
much deviation between the two and 
that each should get together with the 
other in an effort to get better prices 
tor their work. 

Average Age Only 3.3 Years 


“It is also of significance that the 
average age of all firms in the construc- 
tion industry at the end of 1951 was 
only 3.3 years and of all firms, only 
17.3% were 714, or more, years old. Fur- 
thermore, 40% of all new companies 
tailed to survive two years. The life 
Expectancy of firms for continuing in 
business increases with the age of the 
trm. This is due to the fact that with 
age, inanagement gains experience and 
Usually adds to its working capital pro- 
vided management is as wise in hand- 
ling its financial affairs as it is in the 


handling of the mechanical work to be 


done. An obvious lesson is that young 
contractors should go slow and learn to 
successfully handle the smaller job be- 
fore they get into the larger work. 

It is not his intent to be pessimistic, 
but Mr. Denton warned that unless con- 
tractors generally take recognition of 
the manner in which bidding is going 
today, he was afraid that 1955 is going 
to over-shadow 1954 for failures in the 
construction industry. “During the first 
six months of 1955,” he said, “there were 
649 failures among contractors with lia- 
bilities of $37,173,000. This record shows 
justification for the surety bond premi- 
ums that you pay.” 

Offers Hope for Price Stability 

Mr. Denton offered some encourage- 
ment to his audience that “the declin- 
ing curve in construction profits will 
level off.” He urged that “you can help 
by including a reasonable profit factor 
in your bids.” In his opinion, prices 
should not go lower. There is bound 
also to be a weeding out of contracting 
firms. “Those who do not have ade- 
quate capital and who have failed to 
learn more about costs and the prices 
that they should get to live, will cer- 
tainly not exist if they continue their 
practices. It is also my feeling that 
banks and sureties are bound to tighten 


Presidential of Fla. Aiming 
For $1 Million Prem. Volume 


Presidential Insurance Co. of Jackson- 
ville, Fla., which started writing in the 
fire and casualty field last May, had 
exceeded $800,000 in direct premiums by 
October 1 and expects to finish the year 
with over $1,000,000 in business. The 
company has an agency force of 277 in 
Florida and 5,500 stockholders, many of 
whom are in the labor ranks. 

Charley E. Johns, Presidential’s presi- 
dent, heads an insurance agency at 
Starke, Fla., which does a sizable vol- 
ume. Mr. Johns is a former acting gov- 
ernor of Florida. 





up on credit to the weaker companies.” 

In closing he asked: “With this very 
unpopular decrease in profit, and today’s 
low bids, what are you going to do 
about it? Is it realistic to sit back and 
say: ‘He can’t do the job at that price!’ 
Maybe he can—necessity is the spur to 
progress and the construction industry 
has prided itself upon the fact that it 
can do the impossible. 

“For your own good, review your en- 
tire organization, see that your house 
is in order, include a profit factor, and 
then go out and get a job on a good 
sound, sensible basis.” 





500 Attend Opening of New 
H. O. of Buffalo Insur. Co. 


Some 500 persons, including many in- 
surance and civic notables, attended the 
recent formal opening of Buffalo Insur- 
at 220 Dela- 

The guests 
the 
staff, introduced to the officers and di 
the 


ance Co.’s new home office 
ware Avenue, Buffalo, N. Y. 
were greeted by a committee from 
facilities. Re- 
the 


rectors, and shown 


freshments served in cafe- 
teria. 

The decorations and remodeling of the 
new office are extensive and attractive 
Design and planning, while keyed to the 
greatest possible efticiency, are pleasant 
and colorful. 

The floor area of the main section is 
18,000 feet and houses the executive de 
partment, the western New York branch 
office, and all home office administrative 
units. An additional 1,500 square feet 
is provided elsewhere in the building for 
printing, duplicating and = supply. In 
addition to office space, the facilities in- 
clude a board room and a combination 
cafeteria and recreation hall. 

One of the features of the new quar 
ters is an electronic tabulating depart 
ment which includes a Univac “60.” 


were 








“Pm giving my clients the works 


“That’s a loaded statement all right,” says Brokerage Manager for the Olson Agency. 
general insurance broker Isaac Fishman, Boston— 
“what it really means is that I’m taking care 


of all their insurance needs .. . thanks to 


Prudential’s Brokerage Service.” 


Mr. Fishman is shown here flanked by 
Larry E. Olson (left) Manager of Prudential’s 
L. E. Olson Agency, Boston, and Walter E. Johnson, 


TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BROKERAGE SERVICE and how it will make ! 


easier for me. 


NAME 


>? 


“Life insurance has been an important coverage for 
my general insurance clients,” says Mr. Fishman. “And 
I’ve found Prudential’s Brokerage Service helps me 


in presenting plans that best suit my clients’ needs. 





ADDRESS 





PHONE. 
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“Even with all of Prudential’s help... 
and they’ve helped me close many a sale... 
I still get the ful? commission!” 
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Good Preparation Vital 
In Negligence Cases 


LOSS EXECUTIVES GROUP TOLD 


H. D. Combs, U.S.F.&G., Gives Guide 
to Claim Handling; Proper Balance 
Necessary 
The lack of adequate knowledge and 
preparation on the part of claim super- 
intendents, adjusters, and even defend- 
ants’ lawyers in the surgical and medical 
aspects of plaintiffs’ injuries, has resulted 
in negligence case verdicts for $50,000 
to $100,000, and occasionally for astro- 
nomical amounts, as high as $300,000 and 
Hugh D. Combs, 





more, according to 
senior vice president, United States 
Fidelity & Guaranty Co. Mr. Combs 


addressed the recent meeting of the Loss 
Executive Group at the Skytop Club, Pa. 

The speaker emphasized that there is 
no substitute for experience in claim 
handling. However, he gave the follow- 
ing formula as a helpful guide, particu- 
larly to young adjusters. 


Cites Helpful Guide 


Settlements —Generally speaking, 
money can be saved by prompt settle- 


ment. Avoid legal fees where possible 
and profitable. Arrangements may be 


made with the plaintiff's attorney to 
withhold a lawsuit or action on it if his 
lien is protected, while the adjuster is 
completing his ifivestigation with the 
idea of settlement. Claims may be broad- 
ly classified in these categories: 

“ (a) Clear Liability: This calls for Im- 
mediate Settlement, the amount to be 
paid to be based on: (1) serious injury; 
(2) moderate injury; (3) slight injury; 
(4) no injury. : 

(b) Questionable Liability: These are 
best settled. If the facts are on your 
side, argue your case with the injured 
person or the attorney and arrive at your 
settlement figure, based on the same 
classifications as in (a), discounting the 
probability of winning, since the case 
involves questionable liability. 

Two Principal Classes 

(c) Cases of No Liability: These are 
made up of two principal classes: (1) 
where the insured is not responsible as a 
matter of law; (2) where a substantial 
preponderance of the provable facts fa- 
vors the insured. 

Conceding the shrunken value of the 
dollar, the increases in doctors and hos- 
pitals charges, a case which formerly 
could be settled for $50 might best be 
settled for $100 or even $150. It does not 
follow, however, that the settlement 
value of cases in such a category should 
be 4 or 5 times what it was ten years 
ago. 

Mr. Comps made it clear that prepara- 
tion must be the keynote of all claim 
policy. “Many companies concede,” he 
said, “that it is not possible to have a 
complete investigation made of all cases, 
but good practice demands that serious 
cases be prepared in detail and while 
the case is fresh.” 

The speaker cautioned 
men are to err, it is best 
on the side of settlement, for the adage 
still holds true—a poor settlement 1s 
much better than a bad lawsuit. “To say 
that a settlement-attitude is preferable 
to a litigious-attitude,” declared Mr. 
Combs, “does not mean that money 
should be thrown away. Cases should be 
‘adjusted’ and not simply ‘paid off’.” 

Mr. Combs suggested that there be at 
least one thoroughly experienced casualty 
claim man in every office, and in every 
home office a group of such men to give 
advice and assistance to the field man 
when he must make a serious or close 
decision. 

By way of conclusion, Mr. Combs 
noted that the insurance industry is 
often criticized as too liberal in its pay- 
ments to the undeserving. He said that 
the public wants to be assured that their 
rates are not increased because of ineth- 
cient claim handling. 

“It therefore becomes necessary,” the 
speaker concluded, “for claim men_ to 
maintain a very proper balance—deserv- 
ing claimants should be paid promptly 


that if claim 
that they err 


Beauman Joins Continental 


— 


Casualty in N. Y. Branch Moser Says “Compulsory” Agegravates 
Not Solves Uninsured Driver Problem 


Jack Landess, Inc. 
ALFRED R. BEAUMAN 


The appointment of Alfred R. Beau- 
man as production manager in the New 
York branch of Continental Casualty is 
announced by Robert E. Vollriede, resi- 
dent vice president of the company. Mr. 
3eauman will specialize in retrospec- 
tively rated casualty lines in which Con- 
tinental is aggressively interested. 

Mr. Beauman was previously associ- 
ated with a nation-wide brokerage firm 
specializing in large lines and was in 
charge of retrospective business. His 
early experience was gained as a special 
risks underwriter with stock and mutual 
companies. He is a graduate of Hofstra 
College. 





SANTA ANA REGIONAL OFFICE 


Allstate Insurance Co. Begins Construc- 
tion of Second Major Project in 
Los Angeles Area 
Groundbreaking ceremonies November 
14, for Allstate Insurance Co.’s regional 
office building in Santa Ana, Calif., sig- 
naled the start of the firm’s second 
major building project in the Los An- 
geles area since March of this year. The 
structures will house regional offices 

presently located in Los Angeles. 

The first of the two buildings, in 
Pasadena, will be ready for occupancy 
within a few weeks. Expected comple- 
tion date of the Santa Ana office is 
January, 1957. Each of the projects, in 
suburban areas, represents an initial in- 
vestment of one million dollars. 

EK. A. Frederick, vice president in 
charge of the Pacific coast zone, said 
Santa Ana groundbreaking visitors from 
Allstate’s home office in Skokie, IIL, 
included Judson B. Branch, senior vice 
president in charge of field administra- 
tion, A. E. Spottke, vice president in 
charge of public and industry relations, 
and C. A. Potts, property director. Ray- 
mond W. Loewe is resident manager of 
the office to occupy the new (building. 

Allstate serves more than 430,000 pol- 
icyholders in the state, where it had 
written gross premiums in excess of 
244 million dollars at the close of 1954. 


Joins Allstate P. R. Staff 


Paul F. Beisch has joined the public 
relations staff of Allstate Insurance Co., 
Skokie, Ill, as supervisor of community 
relations, accoring to A. FE. Spottke, vice 
president, public and industry relations. 

Mr. Beisch was the public relations 
representative for the American Can 
Company’s central division from 1949 
until joining Allstate. He is a graduate 
of Medill School of Journalism, North- 
western University. 





and adequately, and the undeserving 
should receive little or nothing.” 





The public receives more protection 
from voluntary plans offered by the 
insurance industry than it does from 
the compulsory automobile insurance 
which is intended to solve the problem 
of the uninsured motorist, Henry S. 
Moser, vice president and general coun- 
sel of the Allstate, told the first annual 
insurance seminar meeting at Louisiana 
State University, Baton Rouge. 

Compulsory automobile insurance would 
aggravate rather than solve the problem 
of the uninsured motorist, Mr. Moser 
told the meeting which was sponsored 
by the casualty and surety division of 
the Louisiana Insurance Rating Com- 
mission and the College of Commerce 
of Louisiana State University. 

“Compulsory insurance in any state 
cannot afford relief to those involved in 
accidents caused by non-residents,” the 
speaker said. “This is a_ substantial 
number. It has been determined that 6% 
of the motor vehicle accidents in New 
York State involve automobiles regis- 
tered in other states. 

“Further, compulsory insurance can- 
not provide a remedy in cases where 
persons are injured or killed by drivers 
of stolen vehicles, improperly registered 
vehicles, or by those whose insurance 
has been canceled,” he continued. “As 
recently as three weeks ago, testimony 
was presented at the annual compulsory 
insurance rate meeting in Massachu- 
setts that in 1954 there were thousands 
upon thousands of uninsured individuals 
operating motor vehicles on the Massa- 
chusetts highways not withstanding its 
compulsory law.” 


Restricts Purchase of Insurance 


In Massachusetts, the only state to 
pass such legislation, the compulsory 
law tends to restrict or decrease the 
purchase of insurance other than the 
minimum required by law, Mr. Moser 
said. Coverages such as passenger medi- 
cal, guest coverage, and excess limits 
coverage are more widely purchased in 
other states then they are in Massa- 
chusetts. 

One of the most harmful effects of 
compulsory insurance is that it throws 
automobile insurance rate making and 
claim settlement into the realm of 
politics, according to the speaker. 

“The ultimate result of political rate 
making can be nothing but inadequate 
rates,” he stated. “Inadequate rates, in 
turn, can only result in insurers refus- 
ing to write the coverages in question 
and thus lead to no other result than 
the state going into the insurance busi- 


ness. No state can require coverages to 
be carried and not provide a marke 
where it can be purchased. Thus, de- 
struction of private industry is ineyjta. 
ble.” 

Mr. Moser cited the safety respons. 
bility laws passed in most states as one 
example of a successful alternative 
compulsory insurance. “The existence oj 
this legislation upon the statute books 
has, without exception, resulted jy 
greatly improved protection to the peo. 
ple of the enacting state by increasing 
to a marked extent the percentage oj 
insured motorists,” he said. “As is trye 
with every law, the effectiveness of these 
statutes varies directly with the vigor 
with which they are enforced.” 

Mr. Moser then described legislation 
providing for impoundment until finan. 
cial responsibility has been established 
in case of an accident, which has 
strengthened financial responsibility laws 
in certain Canadian provinces. 

The unsatisfied judgment claim fund 
enacted in New Jersey in 1952, also was 
cited by Mr. Moser as an example of 
another solution to compulsory insur. 
ance advanced by the insurance indus 
try. 

Different Approach in New York 


A different approach is used in New 
York, Mr. Moser told the meeting. 
“The plan now being used in New York 
involves the automatic broadening by 
practically all insurers doing business in 
the state of outstanding New York 
automobile liability policies to provide 
protection for the insured, members of 
his family resident with his household 
and guests riding in the insured car, for 
injuries caused by the negligence of 
uninsured motorists,” he said. “This en- 
dorsement makes the existence of an 
unsatisfied judgment unnecessary as a 
condition precedent to payment. The 
companies feel that they have taken a 
long step forward in speeding up set- 
tlements between the insured and in- 
surer.... The new coverage contains 
many benefits that could not be possible 
under any compulsory law. 

“If compulsory insurance were adopted 
in New York, insureds might save pen- 
nies in cost, but lose the equivalent of 
many dollars in protection,” Mr. Moser 
emphasized. ; 

Compared to the “dismal failure” of 
the compulsory insurance program in 
Massachusetts, the New Jersey and New 
York programs represent an outstand- 
ing accomplishment by the insurance 
business, he concluded. 





DRIVING INSTRUCTOR SCHOOL 


Liberty Mutual Opens Hopkinton, 
Mass., Center to Teach Men Who 
Instruct Truck Drivers 
Liberty Mutual Insurance Co. has es- 
tablished a training center at Hopkin- 
ton, Mass., to teach the men who teach 
the drivers of the nation’s trucks. The 
company opened its new driving range 
with a field instruction program held 
for 28 representatives of 18 large bakery 

fleet operators in New England. 

The demonstration was designed to 
show management representatives, who 
are concerned with staffing and main- 
taining large truck fleets, practical 
methods of selecting, testing, and train- 
ing drivers. 

“The new driving range is a part of a 
large scientific and technical research 
center established here by Liberty to 
probe the causes and cures of all kinds 
of industrial accidents,” M. L. Cash- 
man, Liberty’s fleet supervisor, said. 

The performance tests were conducted 
with drivers handling trucks under 
simulated operating conditions. They in- 
cluded backing, turning and parking in a 


Kell Detroit Bond Manager 


For American-Associated 


Kenneth B. Kell has been appointed 
bond manager at American-Associated 
Insurance Companies’ Detroit brancl 
office, W. S. Ewald, resident vice presi- 
dent, announced. 

Mr. Kell, who assumed his new duties 
recently, was formerly superintendent! 
of agents (fidelity and surety) for Cor- 
tinental Casualty at the home office 
Chicago. He began his insurance career 
in 1936 with Fidelity & Deposit Co. ol 
Maryland, serving in Kansas City, Pitts 
burgh and Syracuse. 

After war service he returned 0 
F.&D. as assistant manager of_the 
agency department at Baltimore. Fout 
years later he was promoted to brane! 
manager at F. & D.’s Omaha office. 

He is a graduate of the Universit) 
of Kansas, and served four years sar 
the U. S. Coast Guard during Wor! 
War II. 





limited area, as well as road-testing rr 
cedures, vehicle inspections, and psycho 
physica! testing of prospective drivers 
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NBCU Granted 17.8% 
Auto Rate Increase 


FOR THE STATE OF OKLAHOMA 





Ins. Board Denies Petition to Set Up 
Seminole County as Separate 
Rating Territory 





An increase of about 17.8% in automo- 
bile insurance rates on October 28 was 
granted the National Bureau of Casualty 
Underwriters, representing companies 
writing about one-third of the auto lia- 
bility insurance in Oklahoma, by the 
state Insurance Board. 

The Board granted the rates asked for 
in the petition of the National Bureau 
with the exception that it disallowed the 
proposal to set up Seminole county as 
separate rating territory. The only pro- 
test in the hearing on the rates had been 
made against the Seminole proposal, 

The three Board members made the 
decision to grant the increase and said 
the order will be issued October 31 with 
the effective date to be set in about two 
weeks. 

The Board consists of Joe B. Hunt, 
state Insurance Commissioner; Louis V. 
Woodruff, secretary of the Board, and 
Ralph Duroy, state fire marshal. 


Individual Filings Not Precluded 


Mr, Hunt said the order will not pre- 
clude a member company from making 
an individual filing for a lower rate if it 
can show its experience warrants it. The 
new manual will not apply to companies 
which are not members. The most dras- 
tic increase will be on automobiles owned 
and driven by persons under 25 years of 
age. The next greatest increase comes 
on cars owned by individuals who are 
more than 25 but which are driven by 
persons under 25. 

Mr. Woodruff said about one-third of 
the insurance is written to apply to 
drivers under 25 and the greatest in- 
creases will be in that group, while the 
other two-thirds will have rates not so 
high. On farm classification generally, 
the new rates will be about 20% less. 

Under the new order, there will be ten 
classifications instead of three. Rates 
continue higher in Oklahoma City and 
Tulsa where there is a greater showing 
of cost than in the eastern and western 
areas where there is less population. 

The boost will be from $46 to $90 an 
increase of $44 on a car in Oklahoma 
City owned and driven bv a driver under 
25 in a policy providing $5,000 bodily in- 
jury for one person; $10,000 bodily in- 
jury for one accident and $5,000 prop- 
erty damage, declared Mr. Woodruff. 

The increase in Oklahoma City for 
an automobile owned by drivers over 25 
years of age but driven by a person un- 
der 25 will be $20, from $46 to $66 for 
the $5,000, $10,000 and $5,000 policy. 


Owner and Driver Over 25 


For the car in Oklahoma City with 
owner and driver over 25 years of age 
the increase will be $4 unless the car is 
used to drive to and from work; then 
the increase will be $10, Mr. Woodruff 
said. There are classifications for the 
Pleasure or family car, and the car used 
to drive to and from work. Rates vary 
in the different territories, usually 
slightly higher in Oklahoma City and 
Tulsa, and lower in other less thickly- 
populated areas of the state. 

Under the statutes the board is re- 
quired to fix rates comparative with 
those in other states. He said the filing 
1S on a comparative basis with Kansas 
and Nebraska, less than Missouri and 
higher than New Mexico and Arkansas. 

The Board took into consideration the 
rates in surrounding states and sworn 
statements on expenses. 

The Board had turned down a filing 
on the National Bureau for the compa- 
nies last March which was based on 
1952 and 1953 experiences. The Board 
members said the overall total increase 
so time will be slightly below 17.8%, 
€cause it disallowed the setting up of 
€minole county as a separate territory. 





Donohue Supt. of Comp. and 
Liability Underwriting 

Nicholas K. Donohue has been ap- 
pointed superintendent of compensation 
and liability underwriting in the New 
York office of Fireman’s Fund Insur- 
ance Group. He succeeds John H. Hord 
who has been made chief underwriter for 
casualty operations. 

Mr. Donohue started his insurance 
career in 1937 and has held payroll audit- 
ing and underwriting positions. He is a 
graduate of Fordham University and did 
further study at New York Law School. 


C.&S. Club of New York Sets 
Dec. 15 as Xmas Party Date 


The 47th annual dinner and Christmas 
party of the Casualty & Surety Club 
of New York will be held Thursday eve- 
ing, December 15, at Hotel Commodore, 
New York. This is annually the best at- 
tended casualty-surety party of the 
holiday season. Entertainment arrange- 
ments are in the hands of W. R. 
Ehrmanntraut, American Surety, first 
vice president of the club. Toastmaster 
at the affair will be Club President Ste- 
phen Bedell, Jr., Maryland Casualty, 


STATE AGENT FOR INDIANA 

H. Dale Poffenbarger has been ap- 
pointed multiple line state agent for the 
Buffalo Insurance Co. 

Mr. Poffenbarger, native of Indiana, 
entered the insurance field in 1930 as a 
special agent for the Union Insurance 
Co. of Indiana. For the past several 
years he has been associated with 
Hoosier insurance companies and most 
recently with the Capital Indemnity. 





while Samuel M. Williams, Jr. of the 
same company, who is the club’s sec- 
retary-treasurer, is handling the dinner 
arrangements. Dress will be formal. 





NOW. .. American Surety makes 
Homeowners Policies’ 

















SY AS A-B-C 


fo explain and SELL! 


No more Confusion 


Hours of selling time saved—and clients better satisfied—are re- 
ported by agents now using American Surety’s handy coverage- 
comparison chart on Homeowners Policies. It is featured in a 
special issue of our monthly bulletin to agents, ‘“Mailroad to 
PROFITS.” This issue includes a down-to-earth explanation of 
Homeowners forms A, B and C, making it quick and easy for 
agents to show each prospect which form is best for him, 


Field-tested Sales Kit 


Chock-full of all it takes to sell Homeowners coverage of every 
class. Comparison chart shows the prospect how he can improve 
his protection and how much he can save. This kit is helping 
American Surety agents to a larger share of the worthwhile 
premiums in the Homeowners market in every community. 


On-the-Spot Selling Help 
American Surety fieldmen are helping agents survey their per- 


sonal lines, helping them plan their program to line up their 
best Homeowners prospects. 


* Not yet available in a few states. 


Boost YOUR agency profits! Package your Personal Lines! 


Our nearest Branch office will be glad to 
give full information on how the Home- 
owners can automatically increase your 


income from personal lines and reduce 


overhead! Why not call today and find 
out how we help our agents profit through 


this modern package line? 


16 Main Street East, Rochester 14 


AMERICAN SURETY 


com pA fl ) FIDELITY * SURETY * CASUALTY * INLAND MARINE 

HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 
100 State Street, Albany 7 a III John Street, New York 38 
422 Main Street, Buffalo 2 ° 224 Harrison Street, Syracuse 2 


e 50 Washington St., East Orange, N. J. 
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D. W. Kelley Now Cas. Mgr. 
In Johnson & Higgins of IIl. 





Moffet Studio 
DIXON W. KELLEY 


Dix nN W. Kelley has been elected a 
vice president of Johnson & Higgins of 
[inois, Inc., Paul M. Corbett, president 
of the Illinois corporation, has an- 
nounced. Mr. Kelley will supervise the 
casualty operations of J. & H. in Chi- 
cago. 


He originally joined Johnson & Hig- 


gins in 1942 and has served as_ vice 
president of the Johnson & Higgins or- 
ganization in Los Angeles and Seattle 


before coming to Chicago. 


\ gyraduate of the University of 
Southern California and of its law 
school, Mr. Kelley was chairman of the 
aviation division of the Seattle Cham 
ber of Commerce for about 1% 


years. 
Angeles he was chairman of the 
Chamber of 


In Los 
airports committee for the 
Commerce 


NEW TELEPHONE TICKLER OUT 


Weekly Underwriter’s Annual Edition 
of Phone Numbers and Addresses of 
Insurance Offices in New York 

Rendering a useful service to the 
Greater New York insurance fraternity, 
The Weekly Underwriter has published 
and distributed its 1955 annual edition 
of the Telephone Tickler. This edition 
records accurately the numerous changes 
which have taken place during the past 
vear in the telephone numbers and ad- 
dresses of insurance offices in the New 


York area. It numbers 336 pages with 
covers. 

The Telephone Tickler has been 
bound with the new improved spiral 


binding, which was first used in the 1952 
edition. This binding has proved popu- 
lar among users since it greatly facili- 
tates the use of the Tickler. 

Copies ca be had at 50 cents each, or 
three copies for $1, at the offices of The 
Weekly Underwriter, Room 614, 116 
John Street, New York 38, N. Y. (Plus 


postage, if mailed.) 


AUTO RATE HEARING DEC. 16 


Scheduled by Louisiana Chairman 
Menefee for Baton Rouge Area at 
Local Legislators’ Request 
Chairman George H. Menefee of the 
Louisiana Casualty and Surety Division 
has scheduled a hearing there December 
16 on automobile insurance rates in the 
Baton Rouge area, and has invited rating 
bureaus to have a representative present 
The hearing was called at the request 
of two local legislators, Senator Charles 
Duchein and Representative Rolfe Mc- 
Collister, following newspaper accounts 
of some details of seven-class rates go- 
ing into effect December 1 on automo- 


bile insurance. In requesting the hear- 


ing, Senator Duchein wrote: 

“T know that your commission is act- 
ing in the utmost of good faith, and 
we are especially grateful that you are 
willing to reconsider your action to re- 
view rate making factors and to take 
into consideration other evidence which 
we may be able to produce.” 

Representative McCollister said he had 
been contacted by many who “voiced 
disagreement on basing our rate struc- 
tures on the experience of other states,” 
and that others “have expressed regret 
that the personal driving safety record 
of individuals was not considered as a 
basis for future insurance rates.” 


CAS Range of Topics 


(Continued from Page 25) 
broken down according to individuating 
characteristics which affect workmen’s 
compensation insurance benefit costs, 
such as dependency and age in fatal or 
permanent total injuries, loss of bodily 


function or bodily dismemberment in 
permanent partial injuries and duration 
of disability in temporary total type in- 
juries. 

“The revised ‘Workmen’s Compensa- 
tion Wage Distribution Table’ repre- 
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Oh dear, a girl never knows, does she? I mean, 
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right and watching out for her boss' 
and then it happens. Today Mr. L 
"For Pete's sake, Ellen, anyone'd 
think we had only one company in this office. 
the PLM. . 
remind you, young lady" 

"Oh, I know we've got other 
good companies, but honestly, Mr. L, PLM is so 
accommodating and so flexible. You know your- 
self you're always talking capacity. Last week 
we sent them the big Walker plant and today the 
policy on Mrs. Johnson's home. 
large and none too small,' they say and they 
ERAS) oss de 
I like PLM myself, but, er 
remember now!" And then he smiled and then I 


"Night, Diary. 


interests 


the PLM.' May I 
I couldn't help 


"No risk too 
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HOW ABOUT YOU, MR. AGENT? 


Would you like a company in your office with PLM’s 


modern ideas of service to agent and assured .. . 


with PLM’s flexibility and capacity . . . with PLM’s 


claim- and dividend-payment record . . 


with PLM’s 


strength and underwriting experience? If so, why not 


get in touch with us? 


Pennsylvania Lumbermens 
Mutual Insurance Company 


Market Street National Bank Bldg., Philadelphia 7, Pa. 






STURDY AS THE OAK 






Orgorsed 1895 


Writing FIRE and ALLIED LINES ‘In the Birthplace of American Mutual Insurance’’ 
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sents the countrywide distribution of jp. 
jured workers and their wages according 
to varying wage sizes.” 

The new tables, supplemented by adgj. 
tional material contained in Mr, Fra. 
tello’s paper, are now being used by the 
National Council to determine the effect 
on workmen’s compensation insurance 
benefit costs resulting from legislated 
changes in the benefit provisions of 3 
state’s Workmen’s Compensation Act, 


Change in Insurance Business 


Speaking on the multiple-line pring}. 
ple, Mr. Michelbacher told the story of 
a revolutionary change in the insurance 
business. His paper traced the transj- 
tion from the time that the field of in. 
surance, other than life insurance, was 
partitioned between casualty and surety 
insurers on the one hand and fire and 
marine insurance insurers on the other, 

Specifically, it described the evolution 
in the New York Insurance Law from 
1940 until 1949 which eradicated the line 
of demarcation between these two sepa. 
rate types of insurer. 

The speaker pointed out the nature 
of the problems newly created for rate- 
making organizations, insurance groups, 
producers and state supervisory officials, 
While no specific reference was made 
as to the impact of “multiple-line un- 
derwriting” upon the members of the 
Casualty Actuarial Society, it was clear 
that a definite reorientation is necessary 
on their part if they are to participate 
in and guide the development of the 
new system of insurance which will in- 
evitably result. 


Cites Cautious Approach 


In his discussion of the actuarial as- 
pects of unemployment insurance, Mr. 
Gaines said that it is not unusual, in 
launching a new insurance program, to 
adopt a cautious approach until there is 
sufficient background of experience to 
be used as a basis for introducing im- 
provements. Such caution, he said, is 
particularly desirable in a program pro- 
viding insurance against the risk of un- 
employment. 

As an illustration, Mr. Gaines brought 
out to his audience the supplementary 
unemployment benefit programs recently 
adopted by the major automobile manu- 
facturers limit liabilities as follows: 

1. Company contributions cease when 
the trust fund reaches a_ specified 
amount. 

2. The amount of weekly benefits pay- 
able under the program varies with the 
amounts accumulated in the trust fund. 
When the amount in the trust is below 
specified levels, benefits are reduced ac- 
cordingly. 

3. The company liabilities are limited 
to the funds contained in the earmarked 
trust. 

The speaker explained that the diffi- 
culty in making actuarial estimates in 
the unemployment insurance field ac- 
counts in large part for the fact that 
liabilities have been limited during at 
least the early years of an unemploy- 
ment insurance program. 

“In the case of the state programs,” 
said Mr. Gaines, “experience was con- 
siderably more favorable than antici- 
pated. No longer is any consideration 
given to lowering benefits under the 
program. If experience under supple- 
mentary unemployment benefit  pro- 
grams should be favorable, the provi- 
sions of the supplementary unemploy- 
ment benefit programs are likely to be 
altered. Among other things, the com- 
panies may agree to discard the limita- 
tions on their liability under this pro- 
gram. : 

“Under such circumstances, there will 
be a greater need than ever for sound 
methodology and adequate data for mak- 
ing actuarial studies.” 





Dinner to Attorney General 
Tames S. Kemper, chairman of the 


board of the Kemper Affiliated Compa- 
nies, and members of the boards, will be 
hosts at a dinner honoring Herbert 
rownell, Jr., Attorney General of the 
United States. The dinner will be at the 
Blackstone Hotel, Chicago. 
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Curran President of 
N. J. Underwriters Assn. 


OVER 25 YEARS IN A. & H. FIELD 





Whelchel, Leigh, Savarese Named Vice 
Presidents; Connolly, Secretary; 
Levine Treasurer 





Francis T. Curran, superintendent of 
the statutory disability division of the 
Loyalty Group Cos. in Newark, has been 
elected 1956 president of the New Jersey 


Matar 


FRANCIS T. CURRAN 


Association of Accident & Health Under- 
writers. Elected to serve with him dur- 
ing the coming year are the following 
vice presidents: Eston V. Whelchel, Pro- 
vident Life & Accident; Warren Leigh, 
Ford agency; John Savarese, Savarese 
Agency. Richard Connolly, Washington 
National, will serve as secretary. Henry 
Levine, Levine Agency is treasurer. 
The new president has been actively 
associated with the A. & S. business for 
over 25 years. His interest in the busi- 
ness is highlighted by his many past and 
present affiliations. 
Lecturer on Disability Insurance 
Mr, Curran is senior lecturer for dis- 
ability insurance at the New York School 
of Insurance and also has lectured on 
insurance sales at Rutgers University. 
He serves as a member of the Group 
and statutory disability committee of the 
Bureau of Accident & Health Under- 
writers. He also serves as chairman of 
the required policy provisions subcom- 
mittee of that organization. 
In addition, Mr. Curran is a member 
of the technical advisory committee on 
disability insurance for the New York 
Workmen’s Compensation Board. 
_He actively participated in the prepara- 
tion of the regulations to govern both 
the New York and New Jersey D's- 
ability Benefit Laws. Mr. Curran serves 
as New Jersey liaison representative of 
the Bureau of Accident & Health Under- 
Writers, and the Health & Accident Un- 
derwriters Conference with the Division 
ot Employment Security, which latter 
agency administers the New Jersey Law. 
He is a member of the social security 
comnuttee of the Newark ‘Chamber of 
Commerce, and has served as a member 
of the Defense Department advisory 
committee on Group insurance. Mr. 
urran thas also acted in an advisory 
capacity on social security problems for 
(Continued on Page 38) 


TEN MORE COS. CITED BY FTC 


Commission Again Charges A. & H. 
Advertising Fails to Meet Fair 
Standards of FTC Act 
Lumbermens Mutual Casualty, Mutual 
Life of N. Y. and Liberty Mutual are 
among ten new companies cited by the 
Federal Trade Commission for alleged 
false and misleading advertising of acci- 

dent and health insurance policies. 

Massachusetts Bonding and Insurance 
of Boston, American Casualty of Read- 
ing, Pa., National Bankers Life of Dal- 
las, Minnesota Commercial Men’s of 
Minneapolis, Illinois Traveling Men’s of 
Chicago, World Insurance of Omaha 
and North American Accident of Chi- 
cago complete the list of new cases. 

The new complaints bring the number 
of insurance companies cited since the 
beginning of the FTC actions to 41, of 
which four have already accepted con- 
sent orders. The Commission again al- 
leges, in separate complaints, that the 
advertising of the latest ten insurance 
firms to be cited fails to meet the fair 
standards of the FTC Act. 

The companies are charged with mis- 
representing such things as the duration 
of policies, health requirements for pol- 
icyholders, amounts paid for hospital 
and surgical bills and the number and 
types of accidents and illnesses covered. 

All”° ten companies are charged with 
making false claims as to the duration 
of their policies. For example, Lumber- 
mens Mutual Casualty is charged with 
advertising that policies are “Issued to 
Men, Ages 18 to 64—Renewable to Age 
70...” FTC says the implication 1s 
that policies can’t be canceled until 70 
as long as premiums are paid where, in 
fact, the firm can cancel at any time 
or at any renewal date. 

The FTC says that another common 
misrepresentation results from claims 
that benefits are paid, in the words of 
the World Insurance ads, “for all sick- 
ness except insanity and venereal dis- 
ease,” while exceptions in the policy 
rule out compensation where the cause 
of the sickness occurred before the pol- 
icy is issued or within 30 days after 
that date. 








A Curdial Scthation -- 


to attend the Christmas Party of the 
Accident & Health Women’s Club of N. Y. 


distribution. 


45 JOHN STREET 








Plans are now complete for this annual holiday gathering to 
be held THURSDAY, DECEMBER 8, 6 P.M., in the cafeteria of 
the United States Life’s building at 84 William Street. 


The program includes buffet supper, dancing, holiday cheer. 
The club’s invitation includes both men and women. 


For further details about the party, contact any member of 
the club. Tickets are $3.50 per person. As usual, gifts for under- 
privileged children will be brought to this affair for holiday 


Best wishes for the holiday season to you all. 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


Hospital Wage Scale 
Behind Rising Costs 


DR. J. V. CONNORTON DECLARES 





Addresses N. Y. Accident & Health Club; 
Cites Potential Market Yet 
Undeveloped 





The real problem behind the rising 
costs of hospital care is the growing 
wage scale of hospital employes, Dr. 
John V. Connorton, executive director 
of the Greater New York Hospital Asso- 
ciation, pointed out before the November 
15 meeting of the Accident & Health 
Club of New York held at the Hotel 
Shelburne. He compared the 58 cents 
an hour paid to these employes in 1924 
with the $1.80 per hour they received in 
1954. 

During the meeting, which was pre- 
sided over by Club President George F. 
Monks, New York Life, a slate of offi- 
cers for the coming year was placed in 
nomination. Those nominated are: Ronald 
H. Duncan, Commercial Insurance Co. 
Metropolitan Casualty, as president; first 
vice president — Edward E. Anderson, 
Commercial Travelers Mutual Accident 
Assn.; second vice president—Andrew G. 
Borden, Metropolitan Life; third vice 
president—Raymond C, Williams, Mutual 
Life of New York; treasurer—Edmund 
S. Flyntz, Metropolitan Life; assistant 
treasurer—Raymond O. Day, Guardian 


Life; secretary—John E. Sullivan, U. S. 


Life; assistant secretary — Harold G. 
Holst, Royal-Liverpool Group. 


Executive Committee Members 


In addition, Emerson P. Stanley, Com- 
mercial Travelers, William L. Kick, Fire- 
man’s Fund Indemnity, and Frederick W. 
Bumby, W. L. Perrin & Son, Inc., were 
nominated as members of the executivé 
committee. 

The close partnership of hospital ad- 
ministrators and the insurance industry 
was emphasized by Dr. Connorton. He 
warned of the people who would like to 
break the relationship between voluntary 
hospital and voluntary insurance. 

In conjunction with the forecasting of 
rising hospital costs, the speaker bol- 
stered his contention by explaining that 
at present, there are 5,000 vacancies in 
the nursing profession in New York 
alone. 

Great Potential Market 


Pinpointing the need for A. & H. 
insurance protection and the great poten- 
tial market still to be developed, Dr. 
Connorton indicated that America’s med- 
ical bill is over 12 billion dollars a year 
and costs the average family $240. He 

(Continued on Page 38) 
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YOU'RE HEADING 


IN THE 


RIGHT DIRECTION 
WHEN YOU REPRESENT 


Combined Insurance Co. of America 
5316 Sheridan Rd. — Chicago 40, Ill. 
















Hearthstone Insurance Co. of Mass. 


395 Commonwealth Ave. — Boston, Mass. 


Combined American Insurance Co. 
2817 Maple Ave. — Dallas, Texas 


First National Casualty Co. 
Fond du Lac, Wisconsin 


COMBINED GROUP 


W. CLEMENT STONE 






President 


Mutual of Omaha Hits 
$111,000,000 Prem. Mark 


DURING FIRST 9 MONTHS OF 1955 


Represents 124% Rise; President V. J. 
Skutt Sets Year’s Goal at 
$155,000,000 


Mutual of Omaha has passed the $111, 
000,000 mark in premium income, ac 
cording to figures compiled for the first 
nine months of 1955. This is a 12u%% 
increase over last vear’s record for the 
same period. President V. J. Skutt at 
the beginning of the year set the com 
pany’s goal at $155,000,000. 

The achievement of this goal would 
mean that Mutual will have more than 
doubled in size since Mr. Skutt took 
over as president in 1949. At that time 
the premium income was $76,853,984. 

Since then the company has expanded 
its operations into Puerto Rico, the 
Canal Zone and the Virgin Islands. Be 
sides the 48 states and the District of 
Columbia, Mutual of Omaha is licensed 
in Alaska, Hawaii and all provinces of 
Canada. 


Benefits Have Been Substantial 


Benefits paid by Mutual of Omaha 
over the years to policyowners and bene 
ciaries have been substantial. Since the 
company was founded in 1909, it has paid 
out more than $650,000,000. 

The company each year sponsors the 
coveted, tax-free $10,000 Mutual of Oma 
ha Criss Award, given for the outstand 
ing contribution to public health and/or 
safety. A distinguished board of 14 
prominent Americans judges the entries 

The winner this year was Dr. Jonas 
Salk for his work in developing the 
polio vaccine. Past winners are Dr. 
Philip S. Hench and Dr. Edward C 
Kendall, joint winners of the first award 
for their work with cortisone, arthritis 
wonder drug; Dr. Howard A. Rusk in 
1953 for his work in rehabilitating the 
physically handicapped, and W.. Earl 
Hall, newspaper editor and national au 
thority on safety, in 1954. 


DITC Course Starts Jan. 10 

The Kansas City A. & H. Association 
will open a DITC course January 10 at 
the University of Kansas City. The 
course will meet on Tuesdays from 4:00 
to 6:00 p.m. for 13 weeks. 

Chairman of the course is Lawrence § 
Spero, accident and health supervisor of 
the Shale H. Goodman Co. Instructor 
will be Shale H. Goodman, C.L.U., man- 
ager for Guardian Life. 
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Complete Text of Proposed Code of 





Rules to Govern A. & H. Advertising 


The complete text of the proposed rules to govern the advertising of 
accident and health insurance, developed by the advertising code subcommit- 


tee of the National Association of 
committee, appears on this page. 


Insurance Commissioners’ executive 


The suggested code has met with imme- 


diate favorable reaction by industry segments although undoubtedly it will 
be modified somewhat by the recommendations of industry representatives 
who will be present at a public hearing, to be sponsored by the NAIC sub- 


committee, 


of New York. 


November 26 at the offices of the 


3ar Association of the City 


Of particular interest in industry circles is the suggested formation of 


a permanent committee 


on interpretation and the development of an inter- 


pretive guide as a further recommendation towards the enforcement of the 


proposed A. & H. advertising rules. 


Rules Governing the Advertising of 
Accident and Sickness Insurance 
Whereas this 

State and particularly (refer to specifica- 

transmission 


the insurance laws of 
tions of law) prohibit the 


of information in the form of advertise- 
in such a manner or 
that the 


buying public may be deceived or misled 


ments or otherwise 


of such substance insurance 


thereby; and 

Whereas said insurance laws establish 
general standards by which adver- 
the field of 
blanket and franchise accident 


only 


tising in individual, Group, 


and sick- 


ness insurance should be prepared, dis- 
seminated and regulated; and 
Whereas it is considered proper and 


essential to implement and interpret the 
general statutory standards and to adopt 
proper procedures to expedite enforce- 
ment thereof by this office; now there- 
fore 

It Is Ordered that the following stand- 
ards of advertising in the field of acci- 
dent and sickness insurance as well as 
the administrative and enforcement pro- 
cedures hereafter enumerated be and are 
hereby adopted as a formal and official 
rule (ruling) of this Department: 

Section 1. Definitions, 

A. Advertisement for 
these rules shall include: 
(1) printed and published material and 
descriptive literature of an insurer 
used in newspapers, magazines, radio 
and TV scripts, billboards and simi- 
lar displays; and 
descriptive literature and sales aids 
of all kinds issued by an insurer 
including but not limited to circulars, 
leaflets, booklets, depictions, illus- 
trations, and form letters for presen- 
tation to members of the public; and 
prepared sales talks, presentations 
and material for use by agents and 
brokers, and representations made by 
agents and brokers in accordance 
therewith. 

B. Policy for the purpose of these rules 
shall include any policy, plan, certificate, 
contract, agreement, statement of cover- 
age, rider or endorsement which pro- 
vides accident or sickness benefits,- or 
medical, surgical or hospital expense 
benefits, whether on a cash indemnity, 
reimbursement, or service basis. . 

C. Insurer for the purpose of these 
rules shall include any individual, agent, 
broker, corporation, association, partner- 
ship, reciproc: il exchange, inter-insurer, 
Lloyds insurer, fraternal benefit soc iety, 


the purpose of 


(3 


~~ 


and any other legal entity engaged in 
the advertising of a policy as herein 
defined. 


Section 2. Advertising in General. 

Advertising shall be truthful and not 
misleading in fact or in implication. 
Words or phrases the meaning of which 
is only clear by implication or by fami- 
liarity with insurance terminology shall 
not be used. 

Section 3. Advertising of Benefits Pay- 


able or Losses Covered. 

\. Deceptive Words, Phrases or Illus- 
trations. 

Words, phrases or illustrations shall 
not be used in a manner which misleads 
or has the capacity and tendency to de- 
ceive prospective policyholders as to the 
extent of any policy benefit payable, loss 
covered or premium payable. An ad- 
vertisement relating to any policy benefit 
payable, loss covered or premium payable 
shall be sufficiently complete and clear 
as to avoid deception or the capacity 
and tendency to deceive’ prospective 
policyholders. 

Explanation: 

(1) The words 
“full,” “complete,” “comprehensive .? “an- 
limited,” “up to,” “as high as,” “this 

policy will pay your hospital and surgi- 
cal bills” or “this policy will replace your 
income,” or similar words and phrases 
shall not be used so as to exaggerate any 
benefit beyond the terms of the policy, 
but may be used only in such manner as 
fairly to describe such benefit. 

(2) A policy covering only one disease 
or a list of specified diseases shall not be 
advertised so as to imply coverage be- 
yond the terms of the policy. Synony- 
mous terms shall not be used to refer 
to any disease so as to imply broader 
coverage than is the fact. 

(3) The benefits of a policy which pays 
varying amounts for the same loss occur- 
ring under different conditions or which 
pays benefits only when a loss occurs 
under certain conditions shall not be 
advertised without disclosing the limited 
conditions under which the benefits re- 
ferred to are provided by the policy. 

(4) Phrases such as “this policy pays 
$1,800 for hospital room and (board ex- 
penses” are incomplete without indicating 
the maximum daily benefit and the maxi- 
mum time limit for hospital room and 
board expenses. 

B. Exceptions, Reductions and Limita- 
tions. 

When an advertisement refers to any 
dollar amount, time limit, cost of policy, 
or specific policy benefit or the loss for 
which such benefit is payable, it shall 
also state those exceptions, reductions 
and limitations affecting the basic pro- 
visions of the policy without which the 
advertisement would have the capacity 
and tendency to mislead or deceive. 

Explanation: 

(1) The term “exception” shall mean 
any provision in a policy whereby cover- 
age for a specified hazard is entirely 
eliminated; it is a statement of risk 
not assumed under the policy. 

(2) The term “reduction” shall mean 
any provision which reduces the amount 
of the benefit; a risk of loss is assumed 
but payment upon the occurrence of such 
loss is limited to some amount or period 
less than would be otherwise payable 
had such reduction clause not been used. 

(3) The term “limitation” shall mean 
any provision which restricts coverage 
under the policy other than as exception 
or a reduction. 

(4) Waiting or Elimination 
When a policy contains a 


“all” 


and phrases 


Period. 
“waiting peri- 





od” or “elimination period” an adver- 
tisement covered by Section 3B shall 
disclose such “waiting period” or “elimi- 
nation period.” The term “waiting peri- 
od” shall mean the time lapse between 
the effective date of the policy and the 
effective date of coverage under the 
policy, and the term “elimination period” 
shall mean the time lapse between the 
date a loss occurs and the date benefits 
begin to accrue for such loss. 

(5) Pre- existing Conditions. 

(a) Any advertisement covered by Sec- 
tion 3B shall disclose the extent to which 
any loss is not covered if the cause of 
such loss is traceable to a condition 
existing prior to the effective date of 
the policy. 


(b) When a policy does not cover 
losses treaceable to pre-existing condi- 
tions no advertisement of the policy 


shall state or imply that the applicant’ s 
physical condition or medical history wiil 
not affect the issuance of the policy or 
payment of a claim thereunder. This 
limits the use of the phrase “no medi- 
cal examination required” and phrases 
of similar import. 

Section 4. Necessity for Disclosing 
Policy Provisions Relating to Renew- 
ability, Cancellability and Termination. 

An advertisement which refers to re- 
newability, cancellability or termination 
of a policy, or which refers to a policy 
benefit, or which states or illustrates time 
or age in connection with eligibility of 
policy applicants or continuation of the 
policy, shall disclose the provisions re- 
lating to renewability, cancellability and 
termination and any modification of 
benefits or premium because of age or 
for other reasons, in a manner which 
shall not minimize or render obscure the 
qualifying conditions. 

Section 5. Method of Disclosure of 
Required Information. 

Information necessary to an under- 
standing of the coverage referred to in 
an advertisement, including information 
required to be disclosed by these rules, 





Commends Code to Member 
Cos. of A. & H. Bureau 


The governing committee of the 
Bureau of Accident & Health Under- 
writers at its meeting November 17 
in New York City reached the con- 
clusion that the proposed A. & H. 
advertising code rules with a few 
minor changes in form only, are satis- 
factory, and commended them to the 
member companies of the bureau as 
“an important development within 
the framework of state regulation.” 











shall be set out conspicuously and in 
close conjunction with the statements to 
which such information relates or under 
appropriate captions of equal prominence, 
and shall not be minimized, rendered 
obscure or presented in an ambiguous 
fashion or intermingled with the context 
of the advertisement so as to be con- 
fusing or misleading. 

Section 6. Testimonials. 

Testimonials used in advertising must 
be genuine, represent the current opinion 
of the author, be applicable to the policy 
advertised and be accurately reproduced, 
The insurer, in using a testimonial, makes 
as his own all of the statements con- 
tained therein, and the advertisement 
including such statements is subject to 
all of the provisions of this code. 

Section 7. Use of Statistics. 

Advertisements relating to the dollar 
amounts of claims paid, the number of 
persons insured, or similar statistical in- 
formation relating to any company or 
policy shall not be used unless they 
accurately reflect all of the relevant facts. 
Such advertisements shall not imply that 








THOMAS R. PANSING 
Nebraska Director of Insurance 


Chairman of A. & H. Advertising 


Code Subcommittee. 


such statistics are derived from the 
policy advertised unless such is the fact. 

Section 8. Inspection of Policy. 

An offer in an advertisement of free 
inspection of a policy or offer of a 
premium refund is not a cure for mis- 
leading statements contained in such 
advertisement. 

Section 9. Identification of Plan or 
Number of Policies. 

A. When a choice of the amount of 
benefits is referred to, an advertisement 
shall disclose that the amount of benefits 
provided depends on the plan selected 
and that the premium will vary with 
the amount of the benefits. 

B. When an advertisement refers to 
various benefits which may be contained 
in two or more policies, other than group 
master policies, the advertisement shall 
disclose that such benefits are provided 
only through a combination of such 
policies. 

Section 10. Disparaging Comparisons 
and Statements. 

An advertisement shall not directly or 
indirectly make, unfair or incomplete 
comparisons of policies or benefits or 
otherwise falsely disparage competitors, 
their policies, services, business methods. 

Section 11. Jurisdictional Licensing. 

A. An advertisement which is intended 
to be seen or heard beyond the limits of 
the jurisdiction in which ‘the insurer is 
licensed shall not imply licensing beyond 
those limits. ; 

B, Such advertisements by direct mail 
insurers shall indicate that the insurer 
is licensed in a specified state or states 
only, or is not licensed in a specified 
state or states, by use of some language 
such as “This Company is licensed only 
in State A” or “This Company is not 
licensed in State B.” 

Section 12, Identity of Insurer. 

The identity of the insurer shall be 
made clear in all of its advertising. 

Section 13. Group or Quasi-Group Im- 
plications. 

An advertisement of a particular policy 
shall not imply that prospective policy- 
holders become group or quasi-group 
members and as such enjoy special rates 
or underwriting privileges, unless such 
is the fact. 

Section 14. 
Special Offers. 
An advertisement shall not represent 
that a particular policy or combination 


Introductory, Initial or 
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of policies is an introductory, initial or 
special offer and that the applicant will 
receive advantages by accepting the offer, 
unless such is the fact. 

Section 15, Approval or Endorsement 
by Third Parties. 

A. An advertisement shall not repre- 
sent or imply that an insurer or a policy 
has been approved or an insurer’s finan- 
cial condition has been examined and 
found to be satisfactory by a govern- 
mental agency, unless such is the fact. 

B. An advertisement shall not repre- 
sent or imply that an insurer or a policy 
has been approved or endorsed by any 
individual, group of individuals, society, 
association or other organization, unless 
such is the fact. 

Section 16. Service Facilities. 

An advertisement shall not contain un- 
true statements with respect to the time 
within which claims are paid or state- 
ments which imply that claim settlements 
will be liberal or generous beyond the 
terms of the policy. 

Section 17. Statements About an In- 
surer. 

An advertisement shall not contain 
statements which are untrue in fact or 
by implication misleading with respect 
to the insurer’s assets, corporate struc- 
ture, financial standing, age or relative 
position in the insurance business, 


Special Enforcement Procedures for 
Rules Governing the Advertising of 
Accident ard Sickness Insurance 


(1) Advertising File: Each insurer 
shall maintain at its home or principal 
office a complete file containing every 
advertisement of individual policies and 
typical advertisements of group policies 
liereafter disseminated in this or any 
other state whether or not licensed in 
such other state, with a notation at- 
tached to each such advertisement which 
shall indicate the manner and extent of 
distribution and the form number of any 
policy advertised. Such file shall be sub- 
ject to regular and periodical inspection 
by this Department. All such advertise- 
ments shall be maintained in said file 
for a period of not less than three years 
or until completion of the next examina- 


tion of an insurer following original 
dissemination thereof, whichever is 
longer. 


(2) Affidavit of Compliance: Each in- 

surer which is now or which hereafter 
becomes subject to the provisions of this 
rule (ruling) must file with this Depart- 
ment together with its annual statement, 
an affidavit executed by an authorized 
officer of the insurer wherein it is stated 
that to the best of his knowledge, infor- 
mation and belief the advertisements 
which were disseminated by the insurer 
during the preceding statement year 
comply in all respects with the provisions 
(of the insurance laws of this State as 
implemented and interpreted by this 
rule—ruling) (of this rule—ruling). 
_ (3) It is requested that the chief execu- 
tive officer of each insurer to which his 
tule (ruling) is addressed acknowledge 
its receipt and: indicate its intention to 
comply therewith. 


Further Recommendations 


In addition to the special enforcement 
procedures recommended, this subcom- 
mittee respectfully recommends that a 
Permanent Committee on Interpretation 
be established with which an industry 
committee would confer. The function 
of the permanent Committee would be 
to interpret the Rules as applied to ad- 
Vertising language, including the develop- 
ment of an Interpretive Guide; to en- 
courage report on enforcement and com- 
pliance ; to recommend amendments or 
alterations of the Rules; and to serve 
as a liaison between the NAIC and 
other interested governmental agencies 
in the matter of advertising to which 
these Rules relate, 

It is anticipated that the Committee 
would function in an advisory capacity 
only, but that its efforts be designed to 
Promote uniformity in the manner in 
which the Rules are interpreted and ad- 
ministered by the several states. It is 








be instructed (1) to request any other 
governmental or private organization 
which may be interested to forward all 
future complaints to the appropriate 
State Insurance Department with copies 
of transmittal letters to the Committee; 
(2) toinvestigate the possibility of recom- 
mending other appropriate voluntary en- 
forcement procedures through coopera- 
tion with the various trade associations, 
publishers, radio and television networks, 
advertising agencies, and so forth, and 
(3) to study the feasibility of including 
a review of advertising to which these 
Rules apply during regular statutory 
examinations. 





NEW EDUCATORS MUTUAL V.Ps 
W. Gordon Landreth and Herman Hos- 


kins to Assume Positions Jan. 1; 
Adee to Continue in Post 

W. Gordon Landreth, Lancaster, Pa., 
was elected a vice president of Edu- 
cators Mutual Insurance Co. at a recent 
meeting of the board of directors, J. 
Laurence Strickler, president, announced. 
He will head the company’s teacher 
department, and continue to serve as 
treasurer, a post he has held since 1944. 

Herman Hoskins, Charleston, W. Va., 
was also elected to a vice presidency. 





Mr. Hoskins, president of the Charleston 
chapter of the International Association 


of A. & H. Underwriters, is manager 
of Educators’ West Virginia branch 
othce. 


Albert W. Adee, Lancaster, Pa., pres- 
ently a vice president of the company, 
will continue as vice president for the 
commercial department. The appoint- 
ments are effective January 1, 1956. 

Continuing expansion of the com- 
pany’s activities has made the division 
of the two departments necessary. The 
company is now licensed in 12 states and 
the District of Columbia, having been 
recently admitted to Tennessee. 








... because they went to their doctors 


Many thousands of Americans are being cured of 
cancer every year. More and more people are 
going to their doctors in time. That is encouraging! 


But the tragic fact, our doctors tell us, is that every 
third cancer death is a needless death...twice as 


many could be saved. 


A great many cancers can be cured, but only if 
properly treated before they have begun to spread 
or “colonize” in other parts of the body. 


For a list of those life-saving warning signals and 


the 7 danger signals that may mean cancer. 


other facts of life about cancer, call the American 
Cancer Society office nearest you or simply write 
to “Cancer” in care of your local Post Office. 


American Cancer Society 





in time 


YOUR BEST CANCER INSURANCE is (1) to 
see your doctor every year for a thorough checkup, 
no matter how well you may feel (2) to see your 
doctor immediately at the first sign of any one of 
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IN THE 
They Like U. S. 


ORIENT 
— We Like Them 


By W. CLEMENT STONE 
President, Combined Insurance Co. of America 


W. Clement Stone, Mrs 
a seven-week tour of the 
tour under the auspices of the 
U. S. executives. Their subject was 
munist encroachment in those areas. In 
describes his « x per 
regions visited. 

A group of 12, consisting of seven 
members of Operation Enterprise No. 
National Inter- 
son Mrs. 


Executives 
age 16, 


Sales 


Norman, 


of the 
national, my 
wives of other members 


Stone and three 

of the team left San Francisco on Pan 
American Airlines on September 22 for 
Tokyo—our first step on a tour around 
the Pacific—we arrived in Los Angeles 


from Honolulu on November 8. 


“Consumerism versus Communism” 


was the general topic which was _ pre- 


informative and 
team 
phase of 


sented in an interesting, 


inspirational manner by the —each 


member discussed a_ specific 


selling or merchandising. 


Consumerism, in brief, is that concept 
consumes, the 
there will be 
more jobs, 


building = of 


that the more the public 
more it will buy, and thus 
more money in circulation, 
security, and the 
greater tangible wealth 
The team stressed that a nation should 
develop its home market rather than to 


more 


base its economy primarily on the re 
; y y : 

sults of exports in comparison to im- 

ports. As many nations throughout the 


world do not have credit (time payments 


for the purchaser), it was pointed out 
that the wealth of the United States is 
due in great part to the development of 


American 
consumer 


markets through 
and the 


its home 
sales methods 
credit. 

My 
tivation.” 
ject was an 
intended to 


use of 


particular assignment was “Mo- 
The presentation of this sub- 
interesting challenge as | 
motivate individuals in the 
audience to action to prove the art of 
motivating—even though we had been 
advised that the people in the Far East 
would not react in the same manner as 
American audiences and that an emo- 
tionalized presentation would be re- 
sented. It was most gratifying to have 
immediate proof that the response of 
these people was as quick, effective and 
as favorable as that of any audience in 
\merica and that they would thrill to 
the type of dynamic, emotionalized 
presentation that enthusiastic — sales 


managers give to aggressive sales forces 
in the United States. 
Japan 
Stopping in Tokyo, Kyoto and Osaka 


them by car in- 
develops when 


and traveling between 
spires that feeling which 


one is exposed and is receptive to the 
poetical and beautiful. The past could 
be seen and felt in the countryside, and 
the present and future in the cities. 


Japan, with over 90 million inhabitant 
concentrated in an area the shape oF 
California but slightly smaller, where 
the love children and where eld 
ers are held in high esteem, has within 
approximately 100 years quickly evolved 
from a feudalistic economy. With the 
help and inspiration of the United States 
Government it has repaired its war dam 
age and is increasing its exports rapidly 
While labor is exceedingly cheap as 
compared to American standards, none- 
theless because of the efficiency of ma 
chinery and the skill of the American 
workmen in its use, our finished prod 


people 


ucts cost less because of mass produc- 
tion. 

Although the United States Govern- 
ment is encouraging the Japanese to 
sacrifice the importation of luxuries in 


Orient and South Pacific areas. 
National Sales 
“Consumerism —as 
the following article, Mr. 
iences, thoughts and impre ssions about the people and cities of the 


Stone and their youngest son, Norman, have just concluded 


Mr. Stone made the speaking 
> Club with six other leading 
America’s best answer to Com- 
Stone graphically 


E xe cutive 


its efforts to encourage a favorable bal- 
ance of trade, it seems to me that Japan 
could afford to go heavily in debt for 
modern machinery. Japanese business- 
men like those in other countries in the 
Pacific were amazed at the system used 
in the United States where purchases 
could be made merely with a down pay- 
ment and the article subsequently paid 
for over a period of months while it 
was being used. 

If Japan would 
credit for articles manufactured in 
pan, particularly where the raw mate- 
rials were grown or mined there, Japan 
could develop a tremendous prosperity. 


consumer 


Ja- 


develop 


“It is people that make markets” and 
the future development of Japan 
through consumer credit is a form of 
great hidden potential wealth. This is 
easily recognized if you ask yourself, 
“What would the wealth of the United 


States be if Americans had to pay cash 


for their purchases as they now do in 
Japan?” 
Having lost a war which they ex- 


pected to win and having their beloved 
Emperor declare himself as no part of 
deity, there is naturally a feeling of 
frustration on the part of many people. 
While the chief religions are Buddhism 
and Shintoism (primarily a mixture of 
these two), Christianity has a foothold 
and—if there was ever a time when 
Christianity had an opportunity to win 
the hearts and minds of these great 
people—it is now! 

Do the Japanese initiative ? 
The cultured pearl industry is a good 
illustration of the ingenuity and initia- 
tive of the Japanse mind when—it is 
not held down by tradition. Perhaps 
you know that lustrous pearls are pro- 
duced by inserting a small substance in 
the inside of the mother shell of the 
oyster—the mother shells are put in 
wire cages—the wire cages are sub- 
merged in water and are hung from 
wooden rafts for several years. 


possess 


Reaction to Motivation 


In each of my talks, I recommended 
inspirational books as an _ important 
media in motivating individuals to ac- 
tion. In each speech, illustrations were 
given on what happened to individuals 
“Who were ready” when they came in 
contact with this type of inspiration. 

\t the end of our team’s presentation 
before the Japanese Chamber of Com- 
merce in Tokyo and at the beginning of 
the question period, Mr. Wada, a pub- 
lisher, jumped to his feet. He said that 
he was 65 years of age and a wealthy 
man—wealthy enough to retire from all 
business and in a financial position to 


take care of all the monetary needs of 


the members of his family. He was so 
inspired, he said, that he wanted to 
devote the rest of his life to helping 
the Japanese people by “publishing 
‘Think and Grow Rich’ in the Japanese 
language at no cost.” 

“In my bedroom hang two pictures,” 
he said, “One of our Saviour, Jesus 
Christ, and the other of Andrew Car- 
negie. Any man who devoted years of 
his life to helping his fellowmen as 


Andrew Carnegie did is the type of man 


I would like to emulate.” 
It was interesting to learn, in my talk 
with Mr. Wada the next day, that 


through the guidance and inspiration of 

Methodist missionary, he was inspired 
to abstain from alcoholic beverages at a 
time when he was overindulging and 





that he felt it was through the Christian 
religion he was able to “find himself.” 


The Philippines 


If a conclusion is to be reached from 
the activities of the many persons whom 
we met, there is probably no place in 
the world where the people are more 
genuinely hospitable than in the Philip- 
pines. 

The businessmen of Manila (particu- 
larly insurance men) are friendly, en- 
thusiastic, full of life, and in many in- 
stances, as aggressive as those in Amer- 
ica. It is pleasant to do business in 
Manila—a city with a population of over 
a million, yet where a businessman, like 
the merchant in a small town, seems 
“to know everyone.’ 

American capital is not only wel- 
comed, it is sought after in this land 
of opportunity. (This is equally true in 
Australia and New Zealand). Insurance 
companies are doing a marvelous busi- 
ness and there is room for—many more. 

As an American insurance company 
official, I was very much amused by the 
question which was first asked by in- 
surance men in Manila and subsequently 


by others throughout the Pacific; 
namely. “How can you get business 
without rebating a part of the pre- 
mium ?” 

Any representative of the insurance 


industry who travels to Manila will im- 
mediately find himself among friends 
merely by contacting any of the insur- 
ance companies’ officials there. He will 
have pleasant, never-to-be-forgotten ex- 
periences. 

United States Ambassador Ferguson 
arranged for us to interview the Presi- 
dent at the Malacanan Palace. Towards 
the end of the interview, the Ambassa- 
dor asked the President if he would 
tell our group another one of his many 
interesting experiences. 

Magsaysay is one of the people—he 
loves his people—he is sincere, honest 
and direct. He seemed to take a liking 
to us and showed a particular interest 
in Norman—the kind of interest that a 
father takes when he meets a father 
and son and wishes to create a friendly, 
heart-to-heart feeling. He placed his 
right arm around Norman’s_ shoulder 
and said, “When I arrive in the United 
States, 1 want you to be the first to 
take moving pictures of me for televi- 
sion.” 

Baguio City 

The experience at Baguio City, the 
summer capital, reaffirmed and im- 
pressed upon the group the natural hos- 
pitality of the Philippine people. The 
drive from Baguio through mountains 
with its lush vegetation and through 
the beautiful valley of rice fields on the 
road to Manila is a scene of beauty 
one does not forget easily. Because the 
Barrios (villages) are primitive and the 
people apparently relatively poor, it a 
difficult to understand the feelings of “z 
man of the people’—President itary 
say, in his efforts to help his country- 
men who are not fortunate enough to 
live in a gay, thriving modern city like 
Manila with all of its American conve- 
niences. 

Reaction to Motivation 


The reaction to the entire 
tion by the team was—terrific! 

Insurance executives were so anxious 
to have a sales manager of an American 
company talk to their sales forces that 
they optimistically lined up sales meet- 
ings at which I was to speak. While 
talking before a sales group at one in- 
surance company, the president of an- 
other was waiting outside the door to 
rush me over to speak to his salesmen 
even though I was crowded to make the 
airport on time. Two hundred and fifty 
salesmen voluntarily waited two hours 
to hear a ten minute talk. Those in the 
insurance business in Manila are seek- 
ing all the information they can on how 
to increase sales. 


presenta- 


Hong Kong 


If the saying is true, “Rio de Janeiro 
is the Paris of South America,” then it 
is equally true that “Paris is the Hong 
Kong of France.” Is there a_ similar 
sight in any other part of the world— 


Cesar Lorenzo, executive vice president 
and general manager, Philippine Phoe. 
nix Surety & Casualty Insurance, and 
president of the Chamber of Commerce, 


is pictured above with W. Clement 
Stone and Mrs. Stone. 


where one looks across a beautiful bay 
on a warm clear night and sees the 
thousands of lights of a city like Hong 
Kong on the mountainside ? 


Thailand 


Bangkok has a charm and interest for 
anyone who has thrilled to the romance 
and beauty of “The King and I.” Such 
a person is not disappointed in the na- 
tive dances, the hundreds of Buddhist 
temples, the Old City where the river 
and canals take the place of streets and 
where the Sampan is the vehicle of 
transportation, or in the New City, 
unless he is the type that is unhappy 
in an environment that is not strictly 
American. 

In Japan, the Chinese influence of the 
past was seen in the paintings, as well 
as the painted pillars of the royal pal- 
aces—in Bangkok the many fascinating, 
bizarre statues outside the temples are 
a reminder of the Chinese influence in 
the days when Siam sent rice to China 
and received statues instead of money 
in payment—stone work that has lasted 
through the centuries. 


Malayan Federation and Singapore 


Civilization, as some of us understand 
it, can be grateful that the British 
are at Hong Kong, the Malayan Federa- 


tion, and Singapore. If it weren't for 
the Britiish, there is no doubt that all 
three of these would be under direct 


Communistic influence. 

In a personal talk with one of the 
businessmen who attended our meeting 
at Singapore, I maneuvered the conver- 
sation to the point where he emotionally 
expressed his true feelings. He said, 

‘The great majority of the people who 
attended the conference are successful 
businessmen who are in Singapore from 





other countries—they make their for- 
tunes here—within a period of _ five 
years, they will no longer be_ here 
They are not truly interested in the 


Malay people.” 

This individual expressed the feeling 
of an undercurrent of bitterness, and 
wondered whether I was in contact with 
one who may have had a leaning to- 
wards Communism, particularly as_ he 
was the only one who evidenced what 
seemed to me to be hostility in a meet 
ing in which his own people — 
pated. It was because of this and 
cause others in his group tried to ie 
tralize his statements that I purposely 
delayed leaving the meeting hall so that 
I could talk with him. 


Java 


n jak | 
In Djakarta, we were first introduceé 
to sleeping under a mosquito netting 
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A picture of Mrs. Cesar Lorenzo, wife 
of the president of the Philippine Cham- 


ber of Commerce, presenting W. 
Stone with a Barong Tagalog. This is a 
special shirt used on formal and in- 
formal occasions in the islands, and 
made out of pineapple fiber. 


canopy. For one who enjoys traveling 
to new lands and encountering foreign 
customs without comparing them with 
American conveniences at home—Dja- 
karta is a city not to be forgotten. 

Those who attended our meeting were 
primarily Dutch—some English, French, 
Portuguese and—definitely European. 
After the presentation of our speeches, 
the only two Javanese in attendance at 
the conference came up to me and one 
said, “The natives are the ones who are 
in dire need of the type of inspirational 
talk you gave. Is there any way to 
arrange this?” Because of our schedule, 
that evening was the only time that 
could be allowed and they felt that there 
was not enough time to get their people 
together. 

When this experience was told to one 
of the Dutch residents and I made in- 
quiry as to why the natives weren't 
there, he responded, “They were in- 


vited, but only two showed up.” This 
experience indicates that the feelings on 


the part of the natives toward the 
Dutch and other Europeans and the 


Americans have not completely healed 
as yet from the emotions and feelings 
against the foreigner that developed 
during the hard fought struggle for the 
freedom that was acquired only a short 
time ago. 

Australia 


Australia and the Australians are like 
Texas and the Texans. A map of Aus- 
tralia if placed over a map of the United 
States would look very much like a 
certain map of the United States that 
is sold at the air terminals of any large 
city in Texas. Like Texas, it is a land 
of unlimited opportunities. 

Americans are liked—they are wel- 
comed and if it were necessary to live 
in any other country in the world, Aus- 
tralia would probably be the place that 
an American whose future is ahead of 
him would find the greatest happiness 
regardless of what his vocation might 
e, 

Darwin 
[It is not a large city yet one is par- 
aa arly impressed, as he is elsewhere 

Australia, with the painted buildings 
oie the hospitality and feeling of kin- 
ship of the people toward Americans— 
a good introduction to this wonderful 
country. Like a small town in Texas, 
marvelous stories are heard about this 
land of opportunity. 


Brisbane 


A city which any American who is 





used to the life in a large city could 
truly enjoy—a city in which he would 
feel at home. 

On the evening of the day our lectures 
were given, a Mr. John Millar tele- 
phoned me. He was apparently inspired 
by one of the slogans I endeavor to 
teach; namely, “Where there is nothing 
to lose by trying and a great deal to 
gain if successful—by all means try. 
Do it Now.” An interview was arranged 
at 10:00 that evening during which I 
agreed to take his novel “Big Men at 
Baldy Top” to America and endeavor 
to get some American publisher to print 
this thrilling story of the life on the 
stations in western Australia. 


Sydney 


It is a city of great activity and from 
its physical appearance could be taken 
as an American city. The beauty of 
Sydney harbor was not only enjoyed by 
my family and me from an automobile 
trip around the harbor, but also from 
the pleasant experience of spending a 
day with Jack Davey, Australia’s lead- 
ing radio personality, on his 67-foot 
cruiser. 

Melbourne 


They say Melbourne is like Boston— 
it is—an inspiring city of wonderful 
people where one who sees the oppor- 
tunities can easily prosp 

The world will be thrilled to Aus- 
tralia’s preparation for the Olympic 
games at Melbourne next November. 
The spectators will be fortunate that 
the hotel accommodations are not ade- 





quate to handle the thousands who will 
attend the games—they are fortunate 
because over 15,000 homes are prepared 
to welcome the visitors from foreign 
lands. 

Our conference was held on a Tues- 
day. The following Thursday evening, 
Edwin H. East, the manz iger of a firm 
that sells metal cabinets telephoned 
me and excitedly apologized. He said, 
“IT thought possibly you might be al- 
most as enthusiastic as I am when I 
tell you what happened. I bought one 
of the books you recommended, went 
through it in part and was inspired to 
write that my major purpose for 1955 
was to double my sales of 1954—I ac- 
complished this within 24 hours.” 


New Zealand 


A land where opportunity beckons— 
a land of social security with a program 





ing in talking to a radio manufacturer, 
who mentioned that it used to take 
eight man hours to build a small radio, 
but that under an incentive plan the 
same radio is now built in two and one- 
half man hours. 

Nowhere in the world will finer people 
be found than in Christchurch, Welling- 
ton and Auckland. New Zealand, with 
its mountains, valleys, sea coast and a 
lush vegetation, is kind to the immigrant 
—he is welcomed. Perhaps St. Patrick 
visited New Zealand because there are 
no venomous animals or insects there. 

Hawaii 

If you will picture the best of Miami 

Beach combined with the best of 


Angeles and then add a good portion of 
paradise—you will picture Hawaii. 


Los 


Conclusion 








that works for New Zealanders who In the orient, they like U. S—We like 

want security; however, it was interest- them! 
COLBERT HOME OFFICE MGR. seven years ago with a staff of seven 
and assets of $200,000, now employs 266 


Of Argonaut Ins. Group’s U.C.D. and 
Group A.&H. Dept.; Formerly 
Special Agent 
Argonaut Insurance Group, with home 
offices in San Francisco, announced the 
appointment of Edwin L. Colbert as 
home office manager of the company’s 
U.C.D. and Group accident and health 
department. Prior to this appointment, 
Mr. Colbert was a special agent for the 
company in the Northern California area. 
Argonaut, which began operations 





CRAFTSMAN 


has two words 


for you 


The entire Craftsman way of doing business is 
wrapped up in two words . . . Simplicity and Integrity. 


Simplicity in our plan, so that you and your men 
can understand and explain Craftsman coverage, in just 


one half hour of review. 


Simplicity in our policies, written to appeal to the 
millions, rather than the select few, so that you can 


write, and keep, more members. 


Simplicity in payment of benefits, to build the 
priceless good will that makes your work a pleasure. 


And Integrity — the determination to deal fairly 
and courteously with our representatives and policy- 
holders, so that we can all be proud of the service we 


perform in our communities. 


A very few areas are still available for either 


agents or general agents. 


CRAFTSMAN INSURANCE COMPANY 


SINCE 1907 » ACCIDENT + HEALTH + MEDICAL 
SURGICAL * HOSPITAL INSURANCE 


137 Newbury Street, Boston, Massachusetts 





people and has assets of almost $19,000,- 
000. In addition to San Francisco, the 
company maintains offices in Los An- 
geles, Sacramento and Fresno. 

The group’s new liability carrier, 
Argonaut Underwriter’s Insurance Co., 
which commenced business January 1 of 
this year, has recently expanded beyond 
California into Oregon, Washington, 
Texas, Nevada ,Montana, Louisiana and 
Arkansas. Entry into Hawaii, New Mex- 
ico and Oklahoma is now pending. 





A.& H. DIVISION EXPANSION 





American Casualty Announces Six Ap- 
pointments to Its Field and Service 
Staffs 

In its continuing program of expansion 


in the accident and health division, 
American Casualty Co. of Reading, Pa., 
has announced a number of new ap- 


pointments to its field and service staffs. 

Harry C. Farmer has been made chief 
underwriter for all A. & H. lines in the 
company’s New York department. Mr. 
Farmer has been in the A. & H. business 
for 12 years, as underwriter in the home 
office of one of the nation’s largest com- 
panies for eight year, then as manager 
of the commercial underwriting division 
in a New York branch office. 

Ben Gruttadauria has been transferred 
from American Casualty’s New York de- 
partment, to the company’s East Orange 


office and placed in charge of A. & H. 
underwriting. He has been with the 
company for the past three years. 


Alex Ryley has been appointed to the 
New England department at Boston, as 
field specialist in the development of ma 
jor medical, major hospital, key man 
and baby group coverages. Mr. Ryley’s 
prior experience covers ten years during 
which he served with one of the non- 
profit plans as manager of their Wor- 


cester, Mass. office. 

Joseph M. Devereux has been appoint- 
ed to the Boston offijce and will have 
charge of underwriting A.&H. lines. 


He is well known in the New England 


served for 14 


area, having years as 
assistant manager of the A.&H. de- 


partment for one of Boston’s largest 
general agencies. 

Roy M. Frederickson has been as- 
signed to the Chicago branch office as 
underwriting manager for A. & H. lines. 
He has been in the industry since 1946; 
serving with several of the leading com- 
panies. 

Harold C. Marine, 
writer for A.&H. in American Casu- 
alty’s East Orange, N. J. office, has been 
promoted to field representative in 
northern New Jersey. He has been 
in the business since 1947, 


formerly under- 


CRAFTSMAN ENTERS D. OF C. 

Craftsman of Boston has been licensed 
to sell accident and health insurance in 
the District of Columbia, President Wil- 
reg I. Newton reports. A new office 
has been opened at 1415 K Street, N.W., 
Washington. Now in its 48th year, 


Craftsman is licensed in 21 states 








Page 38 











November 25, 1955 














Columbia to Assist 
Health Plan Committee 


WITH TECHNICAL RESEARCH 


Legislative Committee Contracts With 
Univ. School of Public Health and 
Administrative Medicine 

The Joint Legislative Committee on 
Heaith Insurance Plans and the Colum- 
bia University School of Public Health 
and Administrative Medicine have en- 
tered into a contract under which the 
school will provide research and technical 
assistance to the committee. Announce- 
ment of the signing of the contract was 
made by Senator (George R. Metcalf, 
Auburn Republican, chairman of the 
committee, who said: 

“T am very happy that our commitiee 
has obtained the services of the Colum- 
via University School of Public Health 
and Administrative Medicine to assist 
us in our important undertaking. 

“All seven members of the committee 
are confident the school can furnish 
services of inestimable value in devising 
ways to provide health insurance for the 
millions of men and women of New 
York State who lack this protection and 
face the stark reality of medical impover- 
ishment.” 

Created by 1955 Legislature 


The Joint Legislative Committee on 
Health, Accident, Hospital and Insurance 
Plans was created by the 1955 legislature 
“for the purpose of making a study and 
a report through which voluntary health, 
accident, hospital and surgical insurance 
can be extended to the greatest number 
of people not covered nor not adequately 
covered and their distribution by occu- 
pational groups, age groups and places 
of residence, the extent of coverage of 
particular illnesses and disabilities, and 
to study any problems which appear to 
have an important bearing on the extent 
of the problem.” 

The resolution creating the committee 
called attention to President Eisenhow- 
er’s request to ‘Congress to enact a broad 
program for “better health for a stronger 
America” which should encourage “pri- 
vate health insurance organizations to 
offer broader benefits to the insured 
individuals and families and coverage to 
more people.” The resolution further 
noted that recent surveys show that only 


about one-eighth of all physicians’ 
charges and half of all expenses for 


hospital care are presently covered by 
insurance plans and 21% of families with 
children and with annual incomes below 
$5,000 now go into debt for medical care 
each year. 

Members of the joint legislative com- 
mittee, in addition to Chairman Metcalf, 
are Assemblywoman Genesta M. Strong 
(R) of Plandome, vice chairman; Sena 
tor Samuel L. Greenberg (D) of Brook- 
lyn, secretary; Senator Walter G. Mc- 
Gahan (R) of Flushing, Assemblyman 
Lucio F. Russo (R) of Staten Island, 
Assemblyman Allan P. Sill (R) of Mas- 
sena, and Assemblyman Max M. Turshen 
(D) of Brooklyn. 


Bié Bill 
(Continued on Page 15) 
a widow, daughter and four grandchil- 
dren. 

Recently, Marquis James was ap- 
proached by one of the top companies 
in the insurance business which sought 
to have him write its history. He de- 
clined as he was busily engaged in 
researching and writing for duPont. 


GLOMSTEAD PHOENIX 

Garry L. Glomstead_ has 
pointed special agent for the 
Hartford Group in Michigan. 

Mr. Glomstead will make his head- 
quarters with Manager Charles L. Rose- 
now in the National Bank Building, 
Detroit, and will handle the company’s 
writings in Detroit and Wayne and 
Monroe Counties. 


SPECIAL 
been ap- 
Phoenix of 





9 ° 
Cont’! Casualty Pushing Its 
Salary Continuance Plans 
To fill what it terms one of the major 
gaps in present day employer-employe 
Group insurance programs, Continental 
Casualty recently began a full scale 
promotion of its salary continuance in- 
surance plans. Described as_ highly 
flexible, they offer important group in- 
come protection for employes _ totally 
disabled for long periods of time by 
accident or illness. : : ; 
Kenneth D. Saunders, special risks di- 
vision superintendent, said the keynote 
of salary continuance insurance is its 
flexibility. “Each plan is individually 
adapted to each employer’s needs and 
specifications. The coverage may extend 
to all full time employes or one or a 
combination of classes, such as execu- 


tives, managers or foremen,” he ex- 
plained. ; 
“For total accident or sickness dis- 


ability, the plan pays an agreed weekly 
income to the employe for any number 
of years the employer chooses—even up 
to the employe’s retirement age of 65. 
Payments are scaled to the employe’s 
regular income with the exact percent- 
age chosen by the employer. 

“Salary continuance plans are readily 
integrated with any existing short-term 
provisions a company makes for income 
protection. They may be expanded to 
include benefits for accidental death, dis- 
memberment and unallocated accident 
medical expense reimbursement.” 





F. J. Welch, Ohio Dist. Mgr. 
For Continental’s Group Dpt. 


Continental Casualty, Chicago, has 
named F. John Welch as district man- 
ager in Ohio for its general group divi- 
sion. Working from Continental’s Cleve- 
land branch office, Mr. Welch will direct 
sales and service of Group insurance 
cases for the entire state. 

A 20-year veteran of Cleveland and 
Ohio insurance circles, Mr. Welch, as a 
general agent, specialized in Group in- 
surance for the past five years. His ap- 
pointment is expected to increase service 
for Continental’s rapidly expanding vol- 
ume in the Ohio area. 


Curran Elected President 


(Continued from Page 33) 


the New Jersey State Chamber of Com- 
merce. 
On Agents Examinations Board 


He has been a member of the New 
York State Advisory Board for A. & H. 
insurance agents examinations since its 
inception about 10 years ago. At present 
he is chairman of the committee to 
review the syllabus and examination 
questions. 

Mr. Curran serves as a member of the 
sales methods subcommittee, Task Force 
No. 3 of the Joint Committee on Health 
Insurance. He is the author of “Funda- 
mentals of Accident and Health Insur- 
ance” published by the New York State 
Insurance Department. 

President of the New York Accident 
& Health Underwriters Club during 1946, 
Mr. Curran thus becomes the first person 
to attain the presidency of two such 
A & H. industry organizations. 

The new president of the New Jersey 
Accident & Health Underwriters is a 
member of Drug & Chemical Club in 
New York, the Down Town Club and 
the Newark Athletic Club. 





ALFRED D. STEWART 

Alfred D. Stewart, 76, leading general 
insurance agency owner since 1903 and 
a trustee as well as vice chairman of the 
board of the Ottawa Civic Hospital, died 
in a hospital in Ottawa. He was promi- 
nent in political circles, being head of 
the West Ottawa Liberal Association 
for many years. 





State Laws Inadequate 
To Exclude FTC 


ROGER KENNEY DECLARES 


Addresses Kansas City CPCU Chapter; 
Debunks Trade Practice Con- 


ference Idea 


Roger Kenney, insurance editor of 
the U. S. Investor, recently expressed 
a lack of enthusiasm in the belief that 
the mere passage of laws designed to 
strengthen state supervision over the 
A. & H. business at this late date will 
serve to exclude the Federal Trade 
Commission from this field. He ad- 
dressed the Kansas City chapter CPCU 
in that city. 

Mr. Kenney warned that even in 
states having fair trade practice acts, 
unauthorized insurers’ service of proc- 
ess acts, and unauthorized insurers’ 
false advertising acts, the Federal Trade 
Commission may well contend that it 
has the right to intrude on the ground 
that a exists in the inter-state 
administration of such acts which no 


state or group of states can fill. He 
pointed out: 


Provision of FTC Act 


“It is all right for the industry to 
plead time for self-policing; it is all 
right for the state regulatory authorities 
to plead time for passage of certain 
necessary legislation; it is all right for 
us to pray and hope that the FTC will 
be impressed with the good intentions 
of the states because of this newly 
adopted advertising code, but the fact 
still remains that the FTC Act provides 
that ‘the Commission is empowered and 
directed to prevent persons, partner- 
ships or corporations from using unfair 
methods of competition and unfair or 
deceptive acts or practices in com- 
merce.’ With practically every fair- 
minded observer conceding that there 
have been abuses in A. & H. advertising 
and with the FTC having cited compa- 
nies of all types and manner of opera- 
tion for misleading advertising, it is 
difficult to understand how it can play 
fast and loose with that word ‘directed’ 
on some vague promises by the states 
of more effective regulation of adver- 
tising in the years ahead. 

“By the same token,” he declared, “it 
would seem that with many of the cited 
companies stoutly protesting that the 
FTC has no jurisdiction, and with the 
Fireman’s Fund now openly inviting a 
legal showdown on the question of juris- 
diction, both the industry and the Com- 
missioners will lose face with the public 
if they do not fight through to the bit- 
ter end. The great danger here, how- 
ever, is that if the courts should rule in 
favor of the states on this question, the 
victory might well prove to be a hollow 
one in that the FTC would very likely 
appeal to Congress to amend Public Law 
15 in such a manner that there will be 
no doubt that the word ‘regulate’ therein 
means effective and efficient regulation 
rather than a mere assertion of state 
authority.” 


Futility of Trade Practice Meet 


void 


Commenting upon the futility of a 
trade practice conference, Mr. Kenney 
said: “It is well to remember that the 
matter of jurisdiction is a legal question 
and can’t be affected by anything the 
industry does at a trade practice con- 
ference. If the states have jurisdiction, 
the FTC can’t take it away and, on the 
other hand, the industry can’t sign away 
any of its rights. This being so, one is 
led to wonder of what avail is a tri- 
party meeting of the industry, the In- 
surance Commissioners and the Federal 
Trade Commission, or, indeed, a regular 
trade practice conference, if the indus- 
try and the Commissioners must even- 
tually face up to a legal showdown on 
the very issue many people in the in- 
dustry have been trying so hard to 
avoid—which is whether mere passage 





V.J. Skutt Receives Safari Gift 





V. J. Skutt, Mutual of Omaha president, 
above (left) is shown accepting a gift 
of galagos, squirrel-like animals from 
equatorial Africa, from Marlin Perkins, 
host and narrator of “Zoo Parade.” 


Mutual of Omaha President V. J. 
Skutt was recently presented with a pair 
of galagos, squirrel-like animals originat- 
ing in equatorial Africa. The gift was 
made by Marlin Perkins, ‘host and _nar- 
rator of “Zoo Parade,” the family show 
sponsored by the Omaha company. 

The animals were brought back by 
Mr. Perkins from an African safari last 
summer. Mr. Skutt turned the galagos 
over to the Omaha zoo. 

Also director of the famed Lincoln 
Park Zoo in Chicago, Mr. Perkins was 
guest speaker at a luncheon attended 
by officers of the company and mem- 
bers of the advisory committee of Mu- 
tual of Omaha’s General Agents’ Asso- 
ciation. 

The committee met with company 
executives to discuss cooperation be- 
tween home office and branch manage- 
ment. The conference included a com- 
prehensive analysis of the sales and 
advertising program, and the establishing 
of a general operational calendar for the 
coming year. 

The Association is composed of the 
97 general agents operating branch of- 
fices of Mutual of Omaha and United 
of Omaha throughout the U. S. 


Rising Hospital Costs 
(Continued from Page 33) 


listed the following figures as compiled 
by the Social Security Administration: 

Hospital Service 3.0 billion 
Doctor’s & Surgeon’s Fees... 3.0 billion 
Dentists’ Fees 1.0 billion 
6 billion 


Medicine i 
Health Ins. Prems. Paid...... 2.6 billion 
Total Outlay 

The speaker emphasized that health 
insurance benefits pay only 2.1. billion 
of this total outlay, and the out-of-pocket 
cost to the public is 10.3 billion. 

Add to the above figures, representing 
debt and actual cash outlay, the several 
billion dollars in neglected medical and 
dental care annually, declared Dr. Con- 
norton. In addition, he explained, much 
of the 103 billions shows up on the 
ledger as delinquent accounts and actual 
loss. 

He concluded with the estimation that 
only about one-eighth of all physicans 
charges and half of all expenses {tor 
hospital care are presently covered by 
insurance plans, and 21% of families with 
children with annual incomes below an- 
nual incomes below $5,000 go into debt 
for medical care each year. 





of laws at the state level to regulate the 
A. & H. industry will be sufficient to 
oust the FTC from this particular field— 
irrespective of the effectiveness of these 
laws in preventing misrepresentation 
advertising literature and_ irrespective 
also of the zeal with which they are 
administered.” 
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FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


| 

| 

JUNE 30, 1955 | 
ASSETS LIABILITIES | 
| 


















































































































































































Cash $ 3,807,806.80 Reserve for Losses __________$ 16,918,000.49 
Mortgage Loans on Real Estate 953,829.49 Reserve for Loss Expenses____._—_1,516,210.00 i 
Bonds and Stocks______ 155,874,898.18 Reserve for Unearned Premiums 53,802,706.05 i} 
Interest due and accrued 167,388.93 Reserve for Taxes and Expenses  2,043,389.98 
Agents and Departmental Funds held under Reinsurance 
Gelences AISI a i 
| Real Estate _______________ 3,086,000.00 All other Liabiilties_______ 830,582.01 ] 
Equity in Marine and Foreign Ht 
Insurance Pools _--_-_-___._-_—_: 8, 922,570.24 Capital 15,000,000.00 | | 
All other Assets__..- => ——S—-1,447,167.79 Net Surplus ___--_ ._-_- 80,8 78,547.56 } 
Total admitted Assets_$179,012,592.90 Total $179,012,592.90 
| SURPLUS TO POLICYHOLDERS $95,878,547.56 Hy 
| Securities carried at $3,290,509 in the above statement are deposited as required by law. | 
| 
ae || GIRARD INSURANCE COMPANY NATIONAL-BEN FRANKLIN INSURANCE 
a | OF PHILADELPHIA, PA. COMPANY OF PITTSBURGH, PA. 
was ii] 
1 nar- | JUNE 30, 1955 JUNE 30, 1955 
hy Hl 
— | ASSETS LIABILITIES ASSETS LIABILITIES 
k by | Cash $ 324,812.04 Reserve for Losses__________$ 1,767,552.29 Cash $ 680,023.96 Reserve for Losses__________$ 1,767,552.29 
ri last : | Mortgage Loans on Real Estate 1,587.22 Reserve for Loss Expenses. 158,410.00 Bonds and Stocks____________ 13,043,157.07 Reserve for Loss Expenses__ 158,410.00 
alagos Fe i Bonds and Stocks__________._ 113, 682,617.35 Reserve for Unearned Premiums  5,990,152.03 Interest due and accrued 30,204.44 Reserve for Unearned Premiums 5,621,178.24 | 
: | Interest due and accrued 37,449.56 Reserve for Taxes and Expenses 218,210.00 Agents and Departments Reserve for Taxes and Expenses 217,010.00 i 
incoln | Agents and Departmental All other Liabilities 16,647.11 Balances ===: 1,949,089.76 All other Liabilities 143,355.35 i 
s was | Balances 549,481.52 niin 2 HH 
“Te | —_—_—___——_ 81. ; Racilt Batestigt a 66,000.00 Capital 1,000,000.00 | 
ps (Real Esteve —_____ aie Caphtel — es All other Assets___ 73,741.45 Net Surplus___—————————S—«~Y 934,710.80 || 
: d ‘ HH sset 223,026. Net S$ ident y y e aa ag eR HEN AEE RES a 
| Mu- Fe fill pipiaiasiencncen ee er ————— Total admitted Assets___$15,842,216.68 Total $15,842,216.68 
Asso- : | Total admitted Assets___$14,968,974.57 Total $14,968,974.57 . 
npany i | SURPLUS TO POLICYHOLDERS $6,818,003.14 SURPLUS TO POLICYHOLDERS $7,934,710.80 
1 be- f | Securities carried at $795,921 in the above statement are deposited as required by law. Securities carried at $1,822,477 in the above statement are deposited as required by law. 
nage- & Hil 
com- / 
; and i | 
— Bill MILWAUKEE INSURANCE COMPANY ROYAL GENERAL INSURANCE COMPANY 
or the f HI 
| 
Ee | OF MILWAUKEE, WIS. OF CANADA 
h of | ee JUNE 30, 1955 | 
Inited ASSETS LIABILITIES 
|} Cash $ 414,063.82 Reserve for Losses____.______$ 4,797,641.93 ASSETS LIABILITIES | 
MH Mortgage Loans on Real Estate 341,125.62 Reserve for Loss Expenses. 429,970.00 Cait $ 16,050.06 Reserve: far: Taxes: and Exnensea$ 306080 
I] Bonds and Stocks_mt.-__-_ 37,241,875.34 Reserve for Unearned Premiums 15,257,483.80 Sands and Stock 404,720.00 Capital __ s — 100,000.00 | 
| Interest due and accrued____ 64,825.93 a weir and Expenses peta? intarast Duavand/Accrued 2,904.58 Net Surplus __ 350,415.93 
i Agents and Departmental omer Liaditinies__. Teese Agent: d Departmental Bal 4, 
l| Balances 3,076,329.33 Capital 3,000,000.00 rn ween eee —7 
F } All other Assets. 169,171.28 Net Surplus __s*ii7, 166,794.95 Total admitted Assets_ ___$454,279.25 Total $454,279.25 
}- F i] ae —— 
piled Total admitted Assets__$41,307,391.32 Total $41,307,391.32 | 
on: : 
villion q SURPLUS TO POLICYHOLDERS $20,166,794.95 SURPLUS TO POLICYHOLDERS $450,415.93 
villion ] Securities carried at $2,754,310 in the above statement are deposited as required by law. Securities carried at $55,802 in the above statement are deposited as required by law. | 
illion §& 
jillion & 
villion 
ition BY THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY | 
i 
ealth COMPANY OF NEW YORK OF NEWARK, N. J. 
n | 
oa | JUNE 30, 1955 JUNE 30, 1955 
| ASSETS LIABILITIES ASSETS LIABILITIES 
nting } Cash $ 1,192,957.75 Reserve for Losses $ 18,266,637.50 Cash $ 1,029,385.81 Reserve for Losses________$ 22,479,011.00 
“a / Mortgage Loans on Real Estate 52,668.63 Reserve for Loss Expenses 1,878,775.00 Mortgage Loans on Real Estate 447,012.98 Reserve for Loss Expenses___ 2,240,947.00 
Cou | Bonds and Stocks____________._. 46, 831,032.27 Reserve for Unearned Premiums 14,818,502.75 Bonds and Stocks_____»_____-_ 55,260,072.59 Reserve for Unearned Premiums 17,323,404.31 
much | Interest due and accrued____ 129,074.23 Reserve for Taxes and Expenses _1,428,986.73 Interest due and accrued 124,846.78 Reserve for Taxes and Expenses _1,245,916.41 / 
||| Agent tmental Funds held under Reinsurance Agents and Departmental Funds held under Reinsurance 
he I fk. 4,448,971.92 Tiles ce 263,540.22 Balances —__ __ 4,616,631.15 Treaties ee 704,439.64 
ctu | Gentty te Maden end fereign All other Liabilities... 113,860.34 Equity in Marine and Foreign All other Liabilities__..._ 181,720.92 
Sat |] Insurance Pools —________131,211.80 Capital___._______ 2,000,000.00 Insurance Pools ——_____—_ 131,211.80 Capital _____________2,000,000.00 | 
cand I All other Assets. 191,657.78 Net Surplus__._. .—___._ 14, 207,271.84 All other Assets... ==> 342,316.04 Net Surplus —___—_—__—__5,776,037.87 | 
; for | Total admitted Assets__$52,977,574.38 Total $52,977,574.38 Total admitted Assets__$61,951,477.15 Total $61,951,477.15 
d sd | SURPLUS TO POLICYHOLDERS $16,207,271.84 SURPLUS TO POLICYHOLDERS $17,776,037.87 
with | . i is : 
y an- | Securities carried at $4,440,750 in the above statement are deposited as required by law. Securities carried at $1,692,141 in the above statement are deposited as required by law. | 
debt | 
| | 
h Western Department H oO M E Oo F F I Cc E Pacific Deportment - 
e the | ‘ — 220 Bush St., San Francisco 6, Calif. 
it to | 120 So. LaSalle St., Chicago 3, Illinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 
eld— i Canadian Departments I 
these i Southwestern Department Foreign Department 800 Bay St., Toronto 2, Ontario | 
mn in | 152 Commeres S., Culles 22, Tones 102 Maiden Lane, New York 5, New York 535 Homer St., Vancouver 3, B. C. | 
ctive | 
ware | 









































\ 








ATTRACTIVE 
POLICY 
PROVISIONS 











Our new Dividend Scale, effective January 1, 1956, 
will further strengthen the already favorable com- 














Sell both sides 
of the coin 





Don’t overlook either SI 
Massachusetts Mutual 
POLICY PROVISIONS 
or COST FIGURES. zz 


Both have strong buyer A OU 
appeal. 







petitive sales position enjoyed by our representatives Ez 


and brokers. 


IMustrations per $1,000 of Insurance 
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AGES 
AVERAGE ANNUAL NET PAYMENT 25 35 45 

10 Years B 
Ordinary Life $15.03 $19.79 $29.03 o al 
20 Pay Life 26.33 31.82 40.24 es St 
me F 
20 Years Sal 
Ordinary Life 13.42 17.78 26.65 Bt 
20 Pay Life 24.73 30.36 38.77 . 
BR to 
AVERAGE ANNUAL NET COST Bf 
10 Years . 
Ordinary Life 1.90 2.39 6.25 : " 
20 Pay Life 1.90 2.68 6.53 ; 
20 Years RETURN OVER COST A th 
Ordinary Life S3 34 4.09 Bcc 
20 Pay Life 2.84 232 1.09 th 
Based on 1956 dividend schedule. Illustrative, not guaranteed. P 

For full information on any plan for any age see the Massachusetts Mutual General Agent in your community. 
pt 
M 
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Massachusetts Mutual gE 
sta 
Life Insurance Company : 
‘ 
SPRINGFIELD, MASSACHUSETTS 


The Policyholder's Life Insurance Company ~* 

















